ar Output Rises 
Again to Highest 
Since Early April 


128,000 Total Tops 


Year Ago by 18%; 
Holiday Cuts Due 


By Martin L, Whitmyer 
Staff Writer 
ONTINUED six-day operations 
at Plymouth, plus upward 
duling by eight other lines, 
eased U. S. car production to 
gix-week high of an estimated 
2 units last week. The industry 
tered this total most recently 
ing the week ended Apr, 5, 
130,318 cars were built. 
Last week’s car output was 
108.7 percent of Automotive News’ 
three-year index, as compared 
With the 103.2 percent compiled 
on the previous week’s 127,390 
gssemblies. Last week’s assem- 
Biles also were 18.4 percent above 
the week ended May 26 a year 
ago, when manufacturers turned 
out 108,118 cars. 
~The upward scheduling will be 
-lived, however, as Memorial 
lay shutdowns are expected to 
output below the 100,000-unit 
mark this week. 
-* . - * 


INCOLN and Mercury were 
scheduled to be closed both 
. day and Friday this week, 
lle Dodge and DeSoto will be 
n in Detroit both days. 
‘Piymouth is scheduling Friday 
Work in Detroit, Evansville, Ind., 
and Newark, Del, while Chrysler 
and Imperial are scheduled to 
work Friday in Detroit. A decision 
had not been made at press time 
‘om whether Chrysler Corp.’s 
its would work Friday on the 
Coast. 
Ford division has tentatively 
@heduled Friday operations at 11 


its 15 assembly plants but the) 


that will close have not yet 

en determined, officials said. 
either Studebaker-Packard nor 
can Motors had made a de- 
fision on Friday work, while Gen- 
@ral Motors’ five divisions were 
orders to work only those 
operations “deemed neces- 

sary” by the various general man- 


agers. 
Pord division, Chevrolet and 
P plants will work Thursday 
Atlanta, where Memorial Day is 
not observed. 
= « > 
5 PERCENT decline in Chevro- 
let output—from 31,165 to 29,600 
(Continued on Page 61, Col. 3) 


Top Cars 


’ New-car registrations for three 
months, plus 14 states for April: 
WS? Pos. Make 1956 Pos. 
378,351 Ford $17,582— 2 
354,375 Chev. 385,067— 1 
152,836 Plym. 128,215— 4 
118,502 Buick 152,951— 3 
107,442 Olds. 120,712— 5 
Pontiac 98,127— 6 
Mercury 69,509— 7 
Dodge 54,311— 8 
Cadillac 36,423— 9 
Chrysler 28,204—10 
DeSoto 26,366—11 
Rambler 18,153—13 
Stude. 24,053—12 
Lincoln 10,454—14 
Imperial 2,831—18 
Nash 8,056—16 
Met. 925—19 
Hudson 3,280—17 
Packard 9,059—15 
Cont’ 579—20 
Misc. 17,661 
Total All Makes 
_ 1,533,744 1,512,518 
| Further details on Page 48. 
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Studebaker Introduces Scotsman— 


Studebaker's economy car, the Champion Scotsman, will appear Tuesday (Mé 
in dealer showrooms in major market areas across the nation. The car is po 
by a 101-horsepower, six-cylinder engine and is available as a two-door or four-door 
sedan and a two-door, two-seat station wagon. Prices start at $1,776, including | 
Federal excise tax and dealer delivery-and-handling charges. 


heater, 


* * > 


OUTH BEND.—tTermed the 
lowest-priced car built by an)| 
American manufacturer, the Stude- | 
baker Champion Scotsman, will | 
|appear in dealer showrooms in| 
major market areas tomorrow 
(May 28). 

The Scotsman is an economy 
model of Studebaker’s regular 
Champion series and uses the 
Champion 101-horsepower, L-head 
six-cylinder engine, Three models 
are available—a two-door and 
four-door sedan and a two-door, 
two-seat station wagon, 

Suggested prices including heater, | 
Federal excise tax and dealer de- 
livery-and-handling charges, are 
$1,776 for the two-door, $1,826 for| 
the four-door and $1,995 for the 
wagon. 

> 


HE two-door 


> * 


equipped models of other makers, 
and the wagon enjoys a $360 to 


Studebaker’s next 

| wagon with heater. 

| Im the four-door field, the Scots- 
man is $211 to $297 under heater- 
equipped models built by Rambler, 

Ford, Chevrolet, Plymouth and 
the next lowest Studebaker. 

The economy models are avail- 
able in three colors — gray, green 
and blue. Manual transmission is 
standard and overdrive is optional. 


lowest-priced 





is $268 to $301) 
under the lowest-priced, heater- 


$404 advantage. It is $457 less than | 


| exceeded anticipation. 


| 
i 
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Studebaker Scotsman Bows |} 
As ‘Lowest-Priced U.S. Car’ 


| 


|Automatic transmission is not | 


available. A third seat is optional | 
in the station wagon. 

Sydney A. Skillman, Studebaker- | 
Packard general sales manager, | 
said orders for the Scotsman have | 
: | 


= highly enthusiastic recep- 


tion given the model by our 


|eastern dealers at the New York) 
|showing earlier this month is re-| 


flected by an increase in orders,” | 


| he said. 


The company yesterday (May | 
26) concluded a two-day public | 
showing of Studebaker, Packard 
and Mercedes-Benz cars and | 
trucks here. It ended two weeks 
of previews of what Harold E. 
Churchill, S-P president, has 
called a “new era of Studebaker- | 
Packard progress.” 

S-P dealers will market Mercedes- 
Benz cars under a _ three-way| 
agreement involving S-P, Daimler- 
Benz of North America, Inc. and| 
Curtiss-Wright Corp. 

Earlier last week, a dealer drive-| 
away was staged in which S-P re-| 
tailers drove away more than 1,000 
cars and trucks. 

> > * 


OMMENTING on dealer reaction 


i? 





4 to the Scotsman, Skillman cited 
a letter from a Dallas dealer 
(See SCOTSMAN, Page 6, Col. 3) 
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Industry Problems 


W eighed 


at Parley 


Of Makers, NADA 


By William Ullman 


Washington Correspondent 


W7ASHINGTON. — A belief that 
solution of industry problems 

was in sight was expressed last 
week by Frederick J. Bell, execu- 
tive vice-president of NADA, fol- 
lowing a confer-| 

ence Monday with | 

top industry) 

dealer - relations| 
executives.| 
(Cross-selling and 

bootlegging are) 

problems pres-| 

ently in the spot-| 

light.) 

The conference 

was a closed door | 

affair, and the ex- 

F. J. Bell act nature of the 
problems discussed was not re-| 
vealed. Automotive News was told 
that further details would be with- 


x 


C. L. Jacobson W. H. MeGaughey | 
held until after a later meeting to) 
be called following reports of each 
group of conferees to their respec-| 
tive chiefs, 


B 


ELL, however, apparently was 
well pleased with last week’s 





‘Hard Buyers’ Slow °57 Selling 


By Robert M. Lienert 
Associate Editor 
IHE nation’s new-car dealers re- 
port they are entering a season 
in which the “hard sell” is meeting 
its match in the “hard buy.” 

Widespread factory-sponsored 

sales contests, designed to hypo 
new-car sales in the spring- 
summer transitional period, have 
been able to do little more than 
hold the line on volume, field re- 
ports indicate. 

Furthermore, dealers say, there 
has been a reversal of the trend 
toward the luxurious models, noted 
since the introduction of ’57s, and 
a shift in demand toward more 
austere units. 

x 





+ a 


7; combined factors give deal- 
ers a bleak outlook on the pos- 
sibilities of building up their 
profit position before the cleanup 
season arrives. 

The period from Memorial Day 
to the end of the cleanup is 
traditionally one in which the 


economy-miided buyer makes his 
move. He is appearing now in the 
showrooms, dealers say, and is 
out to dicker this year with a 
stony heart and tight purse- 
strings. 

Dealers report that their best! 


prospects are increasingly becom- 
ing “transportation buyers”—driv- 
ing hard bargains for discounts on 
less frilly models. 
As May closes, the average dealer 
(Continued on Page 4, Col. 3) 


Inside Automotive News... 
Er gineering highlights, Page 26: Research goals, 


tive advances. 


N ‘rth Carolina dealer convention, Page 6. 

Kentucky dealers ask “fair distribution,” Page 3. 

Dealer sues union, Page 2. 

Lincoln seeks larger share of market, Page 2. 
New-car and truck registrations and new-car prices, Page 48. 


De ‘roit auction, Page 6; 


other auctions, Page 42. 


Vehicle production by makes, Page 61. 


, conference and emphasized that it 
| was not only interesting and gen- 


erally beneficial but could well re- 
sult in a solution to many of the 
problems that long have harassed 
both the industry and the trade. 


Meeting with Bell and top 
NADA staff men were Ivan L. 
Wiles, executive vice-president of 
General Motors in charge of 
dealer relations; Walker A. Wil-- 
liams, vice-chairman of the Ford 
dealer policy board; Charles L. 
Jacobson, Chrysler Corp. dealer- 
relations vice-president, and Wil- 
liam H. McGaughey, vice-presi- 
dent of communications for 
American Motors. 


The meeting, it was felt, marked 
the new spirit of willingness to ex- 
plore areas where dealers and fac- 
tories can work together for indus- 
try betterment. 

* * > 
Bell declined to be spe- 
cific about the problems dis- 
cussed, both dealer and factory 
(Continued on Page 4, Col. 5) 


Threat of Bigness 
Cited by NSPA 


Hits Giant Business, 
Labor, Government 


OSTON.—Repeated warnings on 

the threats posed to small- 
businessmen by big business, big 
government and big labor were is- 
sued here last week at the annual 
convention of the National Stand- 
ard Parts Assn. held in connection 
with the National Automotive Serv- 
ice Show. 


In the most severe criticism of 
“bigness,” Harold T. ’ 
NSPA counsel, charged that the 
U. S. is undergoing “a gradual 
substitution of a form of social- 
ism” to replace the “American 
system of private enterprise and 
constitutional government.” 


J. L. Wiggins, NSPA executive 
vice-president, predicted that all 
manufacturing and most of the dis- 
tribution and service business of 
the nation could be in the complete 
control of a few giant corporations 
within two decades. 

= + = 


ENATOR JOHN J.SPARKMAN, 

Alabama Democrat and chair- 
man of the Senate Small Business 
Committee, on the same tack, noted 
that in an era of unparalleled 
prosperity the independent bu si- 
nessman is “bewildered, frightened 
and unsure of the future.” 

Halfpenny, in his blast at big 
government, said: 

“This nation has become pros- 
Pperous because of the continued 
freedom of individual oppor- 
tunity not because of government 
aid and support. But the trend is 
to strong central government and 
socialist big government. 

“In this nation, the power of the 
executive branch of government is 
ever increasing. The Federal gov- 
ernment has been and continues to 
subject nearly all labor, business 
and agriculture to Federal regula- 
tion and control. 

“Consider how many things are 
now either compulsory or illegal, 

(Continued on Page 58, Col. 1) 
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Closes Firm and Sues... 


AUTOMOTIVE NEWS, MAY 27, 1957 


Dealer Fights Back at Picketing 


A DETROIT-AREA Lincoln Mer- 
~% cury dealer has struck back at 
the Teamsters Union, which had 
maintained an organizational 
picket line at his showroom for 
four weeks, by closing his dealer- 
ship and by suing Local 376 of the 
union for $250,000. 
The dealer is B. F. 
Hutcherson, the only 
Lincoln - Mercury 
dealer in Wayne, 
Mich., home town of 
Mercury division. 

Although full details of the suit 
in Wayne County Circuit Court 
have not been disclosed, Hutcher- 
son is reportedly claiming that 
Local 376 violated the Michigan 
Labor Mediation Act which re- 
quires a union to notify the State 
Labor Mediation Board before 
striking an employer. 

Local 376 is under the direct 

supervision of Edward Petroff, 
business agent, and under the 


ster officials were available last 
week for comment. 

On May 18, about four weeks 
after the picketing began, Hutcher- 
son closed up his sales and service 
departments and put a “closed” 
sign on his doors, The Teamsters 
shortly withdrew their pickets but 
the unionists have been keeping 
the dealership under surveillance. 

A Hutcherson salesman said, “I 
don’t know whether Hutch in- 
tends to stay closed or not. That’s 
the $64 question to us. All I’m 
doing is cleaning up a few deals.” 

Earlier Hutcherson had said, “We 
do not have a union shop. Two ex- 
employes are walking in front. But 
they’ve quit. I repeat we're not 
union. Our shop and sales room are 
operating and our business isn’t 


suffering.” 
+ « * 


N. Y. Drive Continues 


— Teamsters are also keeping 
up organizational pressure in 


indirect supervision of James R. 
Hoffa, Teamster vice-president, 
who recently was indicted for at- 





Chicagoans Warned 


tempted bribery and for wire- | Of Bad-Check Scheme 


tapping. 

About 10 days ago, Hutcherson’s 
attorney, Arthur Stringari, filed a 
“traecipe” in Circuit Court — a 
preliminary notice that Hutcherson 
will sue the union. 

* * 


15 Days for Details 
A SUMMONS was then issued by 
the court, requiring some rep- 
resentative of the union to make 
a court appearance. Within 15 days 
after the initial notice was filed, 
Hutcherson must file his declara- 
ey containing the charges in de- 


Neither Hutcherson nor Team- 


CHICAGO.— Police and the 
Chicago Automobile Trade Assn. 
have warned dealers of three men, 
25 to 28, who reportedly are 
working a bad-check racket, The 
men allegedly offer to make a 
$50 downpayment on a cheap 
car, then present a payroll check 
for $100 or more from Archer 
Industries, Inc. 

They are said to take the dif- 
ference in cash or the dealer’s 
check, Police said Archer In- 
dustries has been out of business 
for more than a year, and its 
bank account is closed. 





New York where John Burke, 
president of Local 917, declared last 
week that the organized dealers 
are willing to pay a minimum of 
$100 per-car-sold to salesmen, pro- 
viding the union can organize 70 
percent of the dealers in metro- 
politan New York, including the 
counties of Nassau, Suffolk and 
Westchester. 

Following a recent meeting with 
the organized dealers in New York, 
Burke said the dealers did not op- 
pose the $100-per-car plan but that 
they were concerned over how the 
plan would be implemented and 
whether it would be too expensive 
during the present competitive 
period. 

+ + * 
Strike Sanctioned 
| i CLEVELAND, a strike by 700 
mechanics against 63 auto 
dealers was sanctioned last week 
by the Cleveland Federation of| 
Labor. 

Matt De More, representing 
Local 1363 of the Machinists 
Union, said the dealers failed to 
make an offer that the bargain- 

(Continued on Page 4, Col. 1) 


McNamara, Wright) 
Move Up at Ford; 


Crusoe Retires 


DEARBORN.—Promotion of six 
Ford Motor Co, executives and re- 
tirement of L. D. Crusoe as execu- 
tive vice-president—car and truck 





Leaders in Syracuse— 






Newly elected officers of the Syracuse Automobile Dealers Assn. ore, seated, frog 


left, John M. Henson (Mercury), vice-president; Edgar J. Arnstine (DeSoto), President; 
William B. Dunn, retiring president. Standing: Harvey M. Stewart (Nash-Rambier), 
treasurer; Lester A. Llewellyn (Buick), secretary; and Stuart C. Ballard, executive 





divisions were announced Thursday 
by Henry Ford I, president. 
Robert S. McNamara, formerly 
vice-president and general man- 
ager of Ford division, was elected 


vice-president. 





145 Exclusives Planned 
In Lincoln Leadership Bid 


By Joseph M. Callahan 
Staff! Writer 

OVI, Mich.—When the first ’58 

Lincoln comes off the produc- 
tion line of the sprawling, new Lin- 
coln plant here next August, it will 
signify a number of important 
changes to every man who sells 
Lincolns, 


These changes at Lincoln were 


The changes stem from Ford 





Chevrolet's Dealer Advertising Council— 


The 1957 spring session of the Chevrolet Dealer Advertising Council has been con- 
cluded in Detroit. This group includes the 23 dealers, Chevrolet executives and 
Campbell-Ewald Co. advertising representatives who attended the meeting. The two- 
day event was a part of the Chevrolet program to provide a medium of exchange on 
advertising ideas between retailers and company executives. The national meetings 


Motor Co.’s determination to 
achieve leadership in the high- 
priced field. This will take some 
doing, considering that Cadillac 
outsold Lincoln in 1956 by 132,952 
to 42,598. Imperial was third with 
10,460. 

4. O. Wright * * * 

group vice-president in charge of HEFE are some of the major 
the car and truck divisions—Ford, changes anticipated: 

Mercury, Lincoln and Edsel. Cru- 





R. 8S. McNamara 


crease considerably their Lincoln 
sales and to cease using the Lin 
coln as a curio to entrap Mercury 
buyers. 

While officials declined to dis- 
cuss the cost of the new plant or 
Lincoln’s new break-even point, 
it is evident that the break-even 
point of the multimillion-dollar 
installation is going to require s 
much larger volume of sales from 
its dealers. 

Also contributing to this higher. 
volume concept is the expectation 
that Lincoln — which has never 
made money since Henry Leland 
produced the first one in 1920 — 
eventually will be a profit pro 
ducer. Of course, this must be done 
while still keeping the Lincoln 
competitive price-wise with Cadil- 
lac and Imperial. 

5. Among the things that many 
Lincoln dealers will be expected 
to do to achieve this greater vol- 
ume will be the establishment of 
separate Lincoln sales staffs and 


ere held twice a year, with dealer representatives from ail parts of the country. 


New Pattern in Auto Sales 
A Possibility, Ford Says 


By Pete Wemhoff 
Editor, Automotive News 

ROMEO, Mich.—A new pattern 
in new-car sales may be developing, 
Henry Ford II, president of Ford 
Motor Co., said last week at the 
firm’s second annual shareholders’ 
meeting, held at Ford’s new proving 
ground near here. 

The meeting also marked dedi- 
cation of the 3,880-acre testing 
facility. 

Reviewing new-car market trends, 
Ford noted that the traditional 
spring upturn in sales now has 
failed to materialize for the second 
year in a row. 

“Whether the absence of a spring 
upturn for two successive years is 
a mere coincidence, or whether it 

is a sign of a new pattern in auto- 
motive sales, we do not know at 
this time,” Ford said. 

“If a new pattern is developing 
which would distribute sales more 
evenly throughout the year, it might 
alleviate some of our scheduling 
problems and bring a greater 
degree of employment stability to 
the industry,” Ford said. 

“We are watching this develop- 
ment closely,” he added. 

Ford also said: 

1, Ford Motor dollar sales for 


the first half of 1957 probably 
will exceed $3 billion for a new 

six-month record for the company. 

2. Plans for marketing the new 
Edsel line are moving ahead 
rapidly, with “more than enough 
qualified prospects for the approxi- 
mately 1,200 new dealerships to be 
established by introduction time.” 

3. There are no strong forces in 
action “to indicate either an ex- 
pansion or a contraction of the 
economy over the next few months.” 

4. The greatest economic danger 
facing the country is that wages 
will outstrip productivity. 

5. With Ford Motor’s plant- 
expansion program nearing com- 
pletion, heavy capital expenditures 
and abnormal costs incurred in 
launching such facilities should be 
down sharply next year. 

In looking ahead, Ford said 
the level of new-car buying is 
unlikely to change appreciably 
during the remainder of the 1957 
model year. 

“We hope to maintain at least 
our current share of the market,” 
he said. (Ford has outstripped the 
perennial sales leader, Chevrolet, so 
far in 1957.) 

Ford noted that two million cars 

(Continued on Page 60, Col, 1) 


soe, retiring as an officer of the 
company, will continue as a direc- 
tor. 


James O. Wright, who has been 
assistant general manager of Ford 
division, was elected vice-president 
and general manager of Ford divi- 
sion. 

John S. Bugas, vice-president — 
industrial relations, was, in addi- 
tion, elected a group vice-president. 
Ford International division will re- 
port to Bugas in his new capacity. 

Tom Lilley was elected vice- 


1. Gradual strengthening of the 
dealer body. This will result in (a) 
the eventual establishment of 145 
exclusive Lincoln dealerships in 
major sales areas, (b) the dualing 
of Lincoln with other Ford Motor 
Co, dealerships in points where 
Lincoln is not now represented and 


(Continued on Page 8, Col. 1) 


Business 
Barometer 


(c) the elimination of some Lincoln 
outlets at points where exclusive 
dealerships are set up. Lincoln now 
has 1,425 outlets. 


president and general manager of| be evolutionary and will result 


the Ford International. He pre- 
viously had served as assistant 
general manager and succeeds the 
late Arthur J. Wieland. 

Arjay R. Miller, controller of the 
company since 1953, was elected) 
vice-president and controller, while | 
Earl G. Ward, director of purchas- 
ing since 1956, was elected vice- 
president—purchasing. 


Webster Loses 
Rehearing Bid 


WASHINGTON.—The District of 
Columbia Circuit Court of Appeals 
has denied the petition of Webster 
Motor Car Co. for a rehearing of 
the former Baltimore dealer’s anti- 
trust suit against Packard. 

According to attorneys for Web- 
ster, the case will be appealed to 
the U. S. Supreme Court, which is 


from dealer resignations, deaths 
and normal attrition im the 
dealer body. 

2. Much greater emphasis on 
quality and quality control. This 
will be a logical consequence since 
all Lincolns will now be manu- 
factured at the Novi plant, which 
will be devoted almost entirely to 
the Lincoln, Lincolns have been 
manufactured at the Lincoln- 
Mercury plants in Wayne, Mich., 
and Los Angeles. The Los Angeles 
plant is not producing Lincolns at 


present. 


3. Improved factory service to 
dealers in regard to parts, distribu- 
tion, service, advertising, sales pro- 


motion and most other areas in 
which factories assist dealers, with 
the exception of business manage- 
ment, Business management, like 
most Lincoln factory services pre- 
viously, will continue as a Lincoln- 


unlikely to hear arguments until| Mercury program 


the fall term, 

Webster won a $570,000 judgment 
against Packard in District Court 
on grounds that the manufacturer 
forced the dealership out of busi- 
ness in 1953 by giving a competitor 
the exclusive franchise for Balti- 
more, The Circuit Court reversed 
the lower court’s decision by a 2-to- 
1 vote. 


€ * * 
ONTRIBUTING a large measure 
of this extra service (and 
probably some extra sales pres- 


sure) will be the new Lincoln field 
organization which was established 


last August in 13 district sales of- 

fices, Each district office will have 

a retail merchandising manager. 
4. Dealers will be expected to in- 


Auto Production — 151,936 cars, 
trucks in week vs. 129,533 year before. 

Business Failures—264 in week vs. 
279 year before. 

Store Sales—Up 3 

percent from year before. 

Freight Loadings—723,392 cars in 
week, down 54,214 from year before. 

Gasoline Stocks — 197,402,000 
barrels, a decline of 930,000 barrels 
in week. 

Jobless Ciaims—233,550 in week 
vs. 222,900 year before. 

New-Car Registrations—1,533,- 
744 in 1957 to date vs. 1,512,518 


year ago. 
New-Truck Registrations— 213, 
442 in 1957 to date vs. 230,185 year 


ago. 
Oil Stocks—261,876,000 barrels, o 
decline of 944,000 barrels in week. 
Steel Output—s86.7 percent of co- 
pacity estimated vs. 84.2 percent week 
earlier. 
Used-Car Prices — $903 average, 
May to date, vs. $927 in April. 
Wholesale Prices—117.2 percent 
of 1947-49 index, unchanged from 


week before. 
a 


Common Stocks 
May May 
22 «15 
6% 6% 
75%, 75% 
564% 56% 
42% 43% 
7% 7% 


Average 37.70 37.90 


1957 
High 
8% 
80% 
59% 


44 
8% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 
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By John O. Munn 

















ORIAL DAY reminds me 


Minat we entered World War I 


forty years ago. 
If ou were in business at that 


time you are to be congratulated. 
You are one of about 30 dealers in 
pusiness at that time who have 








survived. 

It is equally true that you have 
been a service dealer all this 
time; otherwise, you would be 
among the missing. 

This is my conclusion as I sit in 

observation post, viewing why 
some dealers made a success and 
others were failures. 

Specializing in new-car sales 












alone has usually resulted in a 
|, frog & short business life. Dealers who 
sidem, | originally had the service concep- 
mbler, tion and continued with that view 

fi made real history. They have been 
the foundation, as well as the hope, 
——. B if this trade is to become more 
stable and reach heights never 

known before. 
There always have been hazards 
in this trade. There always will be. 

They test our capacity. Overcoming 

them is what makes life worth 

while, 
ncoln One of the hardships of a dealer 
Lin in the early years was keeping lined 
up with a manufacturer who was 
rcury § to continue in business. Forty years 
ago there were 110 manufacturers 
dis- and the pioneer dealer had to be 
it or alert, indeed, to see the impending 
oint, §f difficulties of his factory and to 
ven exercise good judgment in picking 
vllar another line with a greater future. 
The dealer who made a name for 
re ® Dhimself locally had no difficulty in 
rom § changing for the better, since such 
dealers are always wanted outlets. 
gher. § About as many cars were manu- 
ation § factured during 1917 as were pro- 
never | duced the first quarter of this year. 
> > + 
= Cars on Quota 
~ AS A result of the war, passenger 
P cars were placed on a quota 
done § and during the next 18 months car 
ncoln § production was reduced 800,000 
adil- § units while truck building, prin- 
cipally for the Army, was expanded 
nany § 100,000 vehicles. 
noted All of the factories answered 
wt the eall of the War Production 

Board, of which Barney Baruch 

ae was the head. War Production 


Boards were organized in all of 
the factories, The writer served 
as secretary of the board for the 
Overland plant. Our product was 
French 75 guns, the famous light 
artillery of the time. 

Dodge made the recoil, Rock 


Dealer Pollard Honored 


On 35th Anniversary 

LOS ANGELES. — Fifty Los 
Angeles civic and business leaders 
gave Martin Pollard, pioneer San 
Fernando Valley automobile dealer, 
& testimonial luncheon party. 

? The occasion was the 35th anni- 
versary of Pollard’s establishment 
of his first automobile dealership 
in the valley. Pollard opened his 
first Chevrolet dealership in North 
Hollywood. He now has seven 

dealerships in the Valley. 
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Island Arsenal made the barrels. 
We made the trucks and assembled 
them complete. By the end of the 
war our production, per day, was 
more than the annual combined 
French arid English factories, 
Packard, Cadillac, Lincoln and 
Buick built Liberty motors. 


Because car production was 
down, car shortages developed and 
used-car prices went up. There was 
no Government price control on 
them, 


To take you back to the old times 
a record of production of makes of 
that time, as well as factory prices, 
will prove interesting. Remember 
that while these prices were low, 
it took more bushels of wheat or 
more pounds of beef and pork to 


pay for a car then than it does now, 
+ * * 


Model T in Front 


— was the number one pro- 
ducer, 
production was 656,000 cars with 
an average price of $345. Overland 
was second in production with 131,- 
000 cars and a base price of $665. 
Chevrolet was in the third spot with 
125,000 cars and priced at $490. 
Chevrolet was still being built by 
Durant, but it was absorbed by 
General Motors the following year 
and combined with Buick, Oakland, 
Oldsmobile and Cadillac which were 
the original General Motors entries. 
Fourth was Buick, with both fours 
and sixes, producing 116,000 cars. 
It was General Motors’ money 
maker. The base price was $660. 
In fifth spot was Dodge Broth- 
ers, a three-year-old concern, with 
John and Horace Dodge at the 
helm. The base price was $785, 
with a production of 101,000 cars. 
In sixth position was the six- 
cylinder Maxwell, producing 77,000 
cars, priced at $620, with Walter 
Flanders at the head, Studebaker, 
| with fours and sixes, was in the 
seventh spot with 42,000 cars and 
|@ base price of $930, Oakland oc- 
|cupied eighth position with sixes 
|and eights, producing 33,000 cars 
| with a price tag of $875. 
Reo was headed by R. E. Olds, 
making 25,000 fours and sixes with 
|a price of $875, Oldsmobile in tenth 
|place had a V-8 with production 
at 22,000 cars and a price of $1,295. 
Then followed Saxon, with fours 
and sixes, building 21,000 cars with 
Harry Ford at the head with a 
| model priced at $495. Twelfth posi- 
| tion was Hudson, with 21,000 cars, 
but growing rapidly, with the price 
| of $1,650. 


* ad 


a 
20,000 Cadillacs 

ADILLAC, one of the luxury 

cars, occupied the 13th position 

built 20,000 cars priced at $2,240. 
Frank Chandler made 14,000 
Chandler sixes at $1,395. The Paige 
Six followed, with 14,000 cars, and 
was priced at $1,175. Dart was in 
16th place with 14,000 cars at a 
Price of $695. 

Packard was building a “12” 
and produced 13,000 and its aver- 
age base price was $3,000. In the 
18th spot, with Hugh Chalmers 
still at the head, was the Chal- 
mers. Production was 13,000 cars 
and price was $1,090, Hupmobile 
enjoyed the 19th spot with 11,000 
cars, It sold for $1,100. 

The Mitchell Six was the 20th 
volume producer with around 10,- 
000 cars priced at $1,150. Jeffery 
and Nash were both being built at 
the rate of 9,000 a year, the Nash 
coming late in the fall at $1,095. 
Briscoe had a four and six with 
an 8,000-unit output at Jackson, 
Mich., and was priced at $685. 
Twenty-third spot found the Frank- 
lin Six, with an air-cooled engine, 
selling for $1,800. Elwood Haynes 
was still in the picture with 5,000 
cars priced at $1,485. 

This will give you a little sum- 
mary of the leading cars on Me- 
morial Day 40 years ago, and re- 
mind you that the manufacturing 
of automobiles has also been haz- 
ardous, It is the public that decides 
the destinies of commercial enter- 
prises. And it is by best serving the 
public that we best serve ourselves. 
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| Dealers tell me 








Chain-Referral Scheme 


Banned in Wisconsin 


MADISON, Wis.—Chain-referral 
sales plans would be outlawed 
under a bill given final passage 
by the Legislature, The bill pro- 
hibits auto dealers from offering 
customers’ commissions for bring- 
ing in new buyers who then so- 
licit other prospects in chain 
fashion. 

In another action, the Legisla- 
ture killed a bill which sought to 
outlaw more than two headlights 
on a car and to require that they 
be at least 30 inches apart. 








making the Model T;) 





Elected by Dealers in Massach 


For Their Survival .. . 





Kentucky Dealers Ask 
‘Fair’ Distribution 


By A, W. Williams 

Staff Correspondent 
LOUISVILLE. — Kentucky auto 
dealers have called on NADA to 
secure a “fair” distribution of new 

cars from manufacturers. 
A resolution passed at the an- 
nual meeting of the board of the 
Kentucky Automobile Dealers 


usetts— 


Officers elected at the annual convention of the Massachusetts State Automobile 
Dealers Assn. are, front row, from left, John J. Dugan, New Bedford, president; and 
| Edgar V. Cook, West Medford, past president. Back row: Harry B. Scott sr., Cam- 
| bridge, second vice-president; Leo W. Malboeuf, Worcester, first vice-president; Chorles 
G. Hall, Orleans, treasurer; John J. Delaney, Dorchester, general chairman. 





Fair Labor Act 


Extension 


Opposed by Mass. Dealers 


BOSTON. — The Massachusetts 
State Automobile Dealers Assn. has 
come out strongly in opposition to 
extension of the Fair Labor Stand- 
ards Act to the retail industry. 


In a resolution passed at the 
association’s 17th annual conven- 
tion, the dealers said that they 
“do voice their emphatic opposi- 
tion to any extension of the Fair 
Labor Standards Act and in par- 
ticular the pending legislation 
now before the House Education 
and Labor subcommittee, and par- 
ticularly does this association op- 
pose the elimination of the present 
retail exemption applicable to the 
automotive retail trade.” 

The dealers said such legislation 
would cause more inflation and 
more price increases and that 
“every effort is now béing made by 
the retail automotive industry 
throughout the nation to pay its 
mechanics and employes a fair 
hourly wage.” 

They added that, since auto re- 
tailers are engaged in a struggle 
for existence in a highly competit- 
tive field, wage differentials among 
various states are considerable and 


Legislators Offer 
Two Courses on 


Dealer Reserves 


WASHINGTON. —A House sub- 
committee has asked the commis- 
sioner of internal revenue either to 
follow a ruling of the U. S. tax 
Court on auto dealers’ reserves or 
apveal the ruling. 

The subcommittee on internal 
revenue taxation said that, if two 
or more courts of appeals rule 
against the commisisoner, he 
should stop court action on the 
subject. 

He should then ask Congress to 
clarify the law, if he does not want 
to accept the courts’ interpretation, 
the group said. 

The action stems from the 
Blaine-Johnson case in which the 
Tax Court ruled against the Inter- 
nal Revenue Service. 


the imposition of one federal wage 


standard throughout the entire na- | 


tion would create gross inequities in 
some states and serve no useful 
purpose in others. 

Among those who spoke to the 
1,000 dealers and their friends were 
Thomas J, O'Neil, an associate 


member of the Ford Motor Co.) 


dealer policy board; Walter B. Coo- 
per, NADA secretary, and Warren 
A. King, automotive manager of 
Life magazine. 


Edgar V. Cook, retiring presi- 


dent of the Massachusetts asso- | 


ciation, discussed the legislative 
activities, aims and projects of 
the group. 


The association’s new officers are 
John B. Dugan, president; Leo W. 
Malboeuf, first vice-president, and 
Harry B. Scott sr., second vice- 
president. New directors are E. N. 


Emmons, Hugo Separini, John P.| 


Corcoran, Julian E. Lucini and 
Abraham Maltz. 


Assn, hit at “improper and unfair 
distribution and the promiscuous 
appointment of low - overhead, 
nonservice dealers.” 

The dealers asked that manu- 
facturers consider each dealer’s 
potential in his area and his service 
facilities. 

They urged speedy action “to 
reduce cross-selling and enable 
dealers to survive.” A number of 
dealers have liquidated and “many 
others” are considering it, the 
resolution said. 

It said Kentucky dealers “are in 
a desperate battle for survival.” 

The board also approved a resolu- 
tion opposing extension of the Fair 
Labor Standards Act to retail 
trade. Variations in wages in dif- 
ferent states were cited and the 
dealers said a uniform Federal 
wage standard would “create gross 
inequity.” 

The dealers said they are mak- 
ing every effort to pay their em- 
ployes fair wages. 

All officers of the association 
were reelected at the meeting. 


President is C. E. Brents, Le- 
banon; first vice-president, | 
McGaw, Madisonville; second vice- 
president, I. R. Hicks sr., Coving- 
ton; treasurer, Ben F. Long, Louis- 
ville, and board chairman, Paul 
Dexheimer, Somerset. 

Turner A. Summers sr., Louisville, 
was named life board member, and 
Lew Ullrich was renamed managing 
director. 


New-Car ‘Mix’ Irks 
North Dakota Dealers 


FARGO, N. D.—Dealers through- 
out North Dakota are complaining 
about the treatment they are get- 
ting from the factories as to 
| deliveries of cars wanted, the Auto- 
mobile Dealers Assn. of North 
Dakota said here last week. 

Hard-top models seem to be in 
great profusion with few takers, 
the Association pointed out in a 
bulletin, but “good plain automo- 
biles” seem to be scarce. There is 
unrest among dealers on the 
matter of distribution, the associa- 
tion declared. 


Maryland Dealers 
Schedule Summer 
Meeting June 7-9 


BALTIMORE. — The summer 
meeting of the Automobile Trade 
Assn. of Maryland will be held June 
7-9 at the Commander Hotel in 
Ocean City, Md. 

Scheduled as speakers are Charles 
J. Seyffer, manager of dealer rela- 
tions for Ford Motor Co.; Glen E. 
Jorgensen, vice-president, Universal 
CIT Credit Corp.; Clark Moody, 
manager of business management 
statistics, NADA, and James B. 
Monroe, commissioner, Maryland 
Department of Motor Vehicles. 

The meeting will be enlivened by 
|a banquet, dance, a clambake and 
‘other beach activities. 





On the House. . 


annual meeting, 


prime mover in 


Show ... 





Wemhoftf 
autos. Points up need for better 
dealer association has moved to 
cisco association ... Rhode Island dealers will hold annual summer 
outing June 27 . . . Ken Brown, Detroit Dodge-Plymouth dealer, 
is very proud of his leasing business .. . : 


Washington State association is 


AMA refuses to comment, but insiders say that 
the AMA board of directors has banned auto 
makers from direct participation in stock-car racing 
and pace-car setups. Significantly perhaps, the ban 
is supposed to be announced June 6 at the AMA 


a week after Mercury sets the 


pace for the 500-mile race in Indianapolis. Fear of 
governmental safety regulations is said to be a 


the ban. The AMA meeting also 


will finalize plans for this year’s National Auto 


Industry experts are worried about rash of 
brake failures and fading, both on new and older 


hand brakes, too .. . Tennessee 
larger quarters; ditto San Fran- 


offering to supply copies of recent 


Seattle city ordinance banning Sunday auto sales for possible use 


in other cities . . . Greater Detroit 


Plymouth dealers, sponsoring their 


sixth annual travel-map giveaway, were hailed last week by a Michi- 
gan travel director as having the “forward look” five years before 


the cars came out. 





—Prte Wemnorr, Editor, 
Automotive News 
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Closes Firm and Sues... 


Dealer Fights Back at Picketing 


(Continued from Page 2) 


ing committee could recommend 
to the membership and that a 
strike vote would be taken 
shortly. 

He said the union refused to con- 
sider a flat rate agreement in which 
the work hours were based on fac- 
tory standards. 

The dealers have offered a seven- 
cent increase to the hourly rate 
which ranges from $2.21 to $2.36. 
The unions have asked for $2.50 an 
hour. 

In Buffalo, the National Labor 
Relations Board has ordered that 
an election be held among the 12 
salesmen at Gillogly Chevrolet. The 
United Auto Workers asked for 
the election. 

* * = 


Salesmen Affiliate 


AST week, John Hanlon, presi-; 

dent of the Automobile Sales- 
men’s Assn. of Youngstown, an- 
nounced that his union, which now 
has 76 members, has been char- 
tered by the Retail Clerks Union. 

He said the union intends to 
begin contract negotiations with 
dealers in the area in the near 
future, with job security as the 
number one objective. 

Declaring that the union hopes 
to work closely with the dealer 
associations, Hanlon asserted, 
“We feel our organization will 
help them as much as the sales- 
men by developing greater co- 
operation, es g higher 
ethical standards and increasing 
the professional standards of 
salesmen.” 

In Spokane, a contract has been 
signed by the Spokane Automotive 
Trades Council and Ernie Majer, 
a Ford dealer. 

Meanwhile, Chrysler Corp. last 
week became the last of the major 
auto makers to decline to partici- 


pate in talks with the UAW re- 

garding the shorter work week, 
Robert W. Conder, Chrysler’s per- 
sonnel vice-president, said, “I wish 
to say we are in agreement with 
the thought set forth in your let- 
ter, that in collective bargaining 
both parties carry responsibilities 
which include those to the whole 

community.” 
a a 


White-Collar Rejection 


N ONE of the UAW’s first major 
drives in the white-collar or- 


N.H. Considers 
Cracking Down 
On Foreign Cars 


MANCHESTER, N, H.— (UTPS) 
—New Hampshire is considering a 
crackdown on foreign cars because 
of an “alarming accident rate,” 
Motor Vehicle Commissioner 
Frederick M, Clarke told reporters 
here. 

“Foreign cars are bearing in too 
many accidents,” he said. “We are 
digging into the matter now, trying 
to find out just what is behind the 
accident rate.” 

He pointed out that 62 foreign 
cars had been involved in accidents 
in New Hampshire in the last four 
months, with injuries to 27 persons. 

Speaking at a dinner meeting of 
the New Hampshire Automobile 
Dealers’ Assn,, Clarke urged dealers 
to discuss the accident situation 
with prospective customers. 

Arthur Bergerson, Keene, was 
elected president of the association 
at the meeting. He succeeds Frank 
Costello, Portsmouth. 

Gordon Wentworth, Ossipee, was 
named vice-president; Thomas Mc- 
Koan, Pittsfield, executive vice- 
president, and Walter McGregor, 
Manchester, treasurer. 





Dealers Face New Charges 


In Shady Deals 


on Coast 


LOS ANGELES, — New charges| (Dodge-Plymouth), Compton, of 
concerning shady sales practices of|“malice and fraud” in connection 
Southern California automobile} with a car she purchased last June. | 
dealers may be forthcoming, ac- Mrs. Carter alleged that after | 
cording to C. W. Dessart, trade| she had signed a blank contract 
practices consultant, Los Angeles| and made a $715 downpayment, 


Better Business Bureau. 


the defendants added $679.64 for 


Dessart told Automotive News 
last week that he had been in- 
formed by the district attorney’s 
office that it intends to “pursue 


carrying 

She said this made the purchase 
price $4,522.64 instead of the $3,843 
quoted her and made her 36 
present investigations of com- | monthly payments $108.79 instead 
plaints against various automo- | of $68.79. She seeks return of the 
bile dealers to their fullest | alleged $679.64 overcharge plus $3,- 
extent.” 000 as punitive damages. 

> . * 


Meanwhile, there were new de- 
velopments last week in the area’s 
prime sales-tactics case — that 


Five Indicted in Calif. 


against H. J. Caruso, who heads For Chain-Sales Plan 
three Chrysler Corp. dealerships} saN RAFAEL, Calif. — Indict- 


and a Pontiac outlet. 


ments against five men assertedly 


Caruso was granted a continu-|inyolved in a referral sales pro- 
ance until June 10 to enter a plea gram for the Towne-Martin 


to a grand jury indictment. He|Tincoln-Mercury dealership here 


was indicted in April on 19 counts] pave peen 


issued by the Marin 


of conspiracy, forgery and grand) County Grand Jury. 


theft after witnesses told the jury 
they had been defrauded in car 
deals. 

The continuance was granted 
after Caruso’s attorney told 
Superior Judge Louis H. Burke 
that he had not had time to study 
the bulky grand jury testimony. 

Burke continued bail 
$25,000 for Caruso and $5,000 for 
each of 10 officials and salesmen 
of his dealerships who were in- 
dicted with him. 

Caruso’s troubles may mount as 
a result of new grand jury hearings 
which began last week. 

District Attorney William B. Mc- 
Kesson ordered the additional in- 
vestigation of Caruso’s activities 
after hundreds of new complaints 
reached his office in the wake of 
the original indictment, 

, Clifford Crail, deputy district at- 
torney who presented the evidence 
to last week’s grand jury, said that 
10 of the “strongest cases” were 
selected as the basis for possible 
new indictments. 

Caruso also is the defendant in 


a civil suit for $3,679.64 which has| 


been filed in Superior Court by 
Mildred C. Carter. She accused the 
dealer and H. J. Caruso, Inc. 


Louis D. Reymenandt, 34, and 
William Richards, 55, surren- 
dered and are free on bail of 
$1,500 each. District Attorney W. 
O. Weissich said the other three 
have left the state. 


Reymenandt was charged with 
conspiracy to commit grand theft 
and to defraud the public, con- 
spiracy to commit forgery, grand 
theft and attempted extortion. 
| Richards was named on conspiracy, 
grand theft and forgery counts. 

Weissich said there was no testi- 
mony to link the dealership’s 


Martin, with the plan. They were 
not indicted. 

The district attorney said the 
sales scheme was investigated as 
the result of several complaints 
and the forgery counts stem from 
customers signature of blank 
contracts under persuasion of 

n. 

He said Richards helped set up 
the plan and that Reymenandt was 
the sales manager for the program. 

Weissich said that on the basis 
of his investigation, the referral 
plans rarely worked for the cus- 
| tomer. 








owners, Roger Towne and Hilary} Sold by 


ganizing field, the union suffered a} ™ | 


severe setback in an election 
among the engineers and techni- 
cians at Minneapolis-Honeywell 
Regulator Co. in Minneapolis. 
Besides rejecting the UAW, the 
engineers and technicians also re- 
jected representation by an inde- 
pendent union, the Engineers and 


Scientists of America, which had|° 


represented the 2,200 professional 
workers for the past 10 years. 

Of the 1,451 eligible in the en- 

gineers unit, the vote was 314 

for the UAW and 197 for the 

ESA. The nonunion vote was 63 
percent of the total. 

Of the 746 eligible in the techni- 
cal workers unit, 254 voted for the 
UAW and 62 for the ESA. The 
nonunion vote was 56 percent. 

—JosePH M. CALLAHAN 





Bound for America— 
The first batch of Italian mass-produced 


cars for sale in America are loaded 
aboard a freighter at the Port of Savona, 
near Genoa. The Fiat cars, numbering 
about 1,000, represent Italy's first attempt 
to break into the low-priced foreign-car 
market in the U. S. 





Selling of ’57s Bumps 
Into Stubborn Buyers 


(Continued from Page 1) 


is selling “less car per car’ than 
he has previously in this model run. 
+ > * 


~— of course, gives the dealer 
a smaller markup as a starting 
point for a deal. 

In addition to buyers showing 

a preference for cheaper basic 
units, dealers say, there has been 

a distinct tapering-off in requests 

for power equipment and other 
options, 

Demand for automatic transmis- 
sions and V-8 engines has also de- 
clined—although not so _ sharply. 
Interest in “big” engines and power 
packs has slumped considerably, 
dealers say. 

Dealers in the past few months, 
driven to discounting by competi- 
tive pressures, frequently found 


| they could preserve a large part of 
| their overall per-unit profit by cut- 


ting on the car itself and standing 


| pat on the relatively expensive op- 
| tional equipment. 


This maneuver is no longer as 
effective, they say. 
* 2 « 

T IS no secret, of course, that 

dealers in several lines have 
had to dig hard for sales and slash 
deeply on price tags all year long 


|in order to achieve any kind of 


volume, 

Dealers in the “hot” lines, with 
plenty of cars suddenly available, 
have found they have turned the 
corner, too. The fat deal is only 
a fond memory. 

Dealers in several lines are 
puzzled by their factories stepping 
up production despite the lack of 
sales gains. 

Some suspect the factories are in- 
tentionally building up stocks prior 
to an early build-out of ’57s and 
a moved-forward start on ’58 pro- 


duction. 
” * = 


was dealers do not anticipate 
an earlier introduction for '58 
models, dealers in lines which have 
been less-popular this year would 
like to have larger-than-usual 
stocks when they introduce restyled 
58s. An earlier start on ’58 produc- 
tion would help give them bigger 
introduction-day inventories. 

More than a few dealers, if 
they are to avoid red ink for the 
calendar year, will have to make 
their comeback in the final quar- 
ter with the new models. 


In the meantime, the guy in thef 





Last of Wagon Works 
International 


CHICAGO.—The last remnants 
of International Harvester’s wag- 
on making days have disappeared 
with the sale of Harvester’s for- 
mer wagon works at 8list and 
Wallace Sts., Chicago. 

The property includes eight 
buildings on a 19-acre site, and 
was acquired by Harvester in 
1904, The property was purchased 
by the Canary Industrial District, 
Inc., for a reported $550,000, Plans 
are to lease the buildings to 
manufacturing and warehousing 
tenants. 





showroom is trying to buy a two- 
door six with a heater for $1,700. 
He frequently isn’t even bothered 
by the fact that he has no equity 
in his tradein. 


Auto Producers 
Report Continued 


Gains in Deliveries 


DETROIT. — Sales reports from 
automobile manufacturers last week 
included the following: 


Metropolitan 


American Motors dealers deliv- 
ered 367 Metropolitans during the 
first 10 days in May, compared with | 
238 in the corresponding period a) 
year ago, according to J. W. Wat- 
son, Metropolitan sales manager.| 
The rate of increase was 54.2 per-| 
cent. 


Watson said sales through May) 








'10 totalled 3,602 units, compared| 
| with 1,876 last year, a gain of 92) 


NADA, Factories. 
Weigh Problems 


Bell Eyes Solution 
After Conference 


(Continued from Page 1) 


leaders have cited cross-selling 
bootlegging as top threats to the 
franchise system. 

Earlier this month Frederick x 
Sutter, NADA 
president, as- 
serated at the 
state convention 
of Oregon dealers 
that the Federal 
Government 
should remove 
roadblocks in the 
form of antitrust 
law interpreta- 
tions that now 
hold anti-bootleg- 
ging and terri- 
torial security clauses in factory. 
dealer selling agreements to be ip 
violation of such laws. 

Territory security clauses were 
dropped shortly after the war 
There is considerable doubt as to 
whether the interpretations that led 
to the end of territory security are 
valid. They have never been tested 

* = > 


_ is also confusion as to 
how the interpretations were 
conveyed to the industry. One 
widely held belief is that J. Howard 
McGrath, who was attorney gen- 
eral at the time, merely expressed 
doubt publicly at an NADA meet- 
ing as to whether the dealer se 
curity clauses were lawful. 
However, industry sources say 
that factory action in dropping 
the clauses was based on more 





F. M. Sutter 


| substantial grounds. 


It is understood that the U. §& 
Department of Justice sent repre 
sentatives to each maker with a 
warning to drop the clauses. 

Nevertheless, it is still felt that 
there is room for clarification in 
this area. 

Other industry problems whic 
have been receiving attention in- 
clude deceptive advertising and 
— practices, finance 
holds the industry and the need 


One project close to the heart of 
Bell is establishment of an automo 
bile retailing institute — “a great 





percent. |national educational body sup 


| ported by manufacturers and deal 
|ers alike, that would have as its 
| purpose the training of young men 


> . > 
Ford Division 


Ford dealers sold 895,405 cars in 
the seven months following the 
Oct. 3 introduction day, according 


|}to R. S. McNamara, division gen- 


eral manager. He said this was 
61,441 more than in the first seven 
months of the 1956 model year. 


He added that car sales in the! 


and women who would be attracted 
to a career in distribution in th 
automobile industry.” 


Calif. Unit Moves 
SAN FRANCISCO. — The North 
ern California Motor Car Dealers 
Assn. has moved its offices to 124 





first 10 days of May exceeded ee) 
of any similar May period in divi-| Larkin St, San Francisco. The 
sion history and that April truck| office is also headquarters for the 


| sales represented the best month| Motor Car Dealers Assn. of San 


the division ever has had. | Francisco, 
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Trucking Industry Featured on Radio— 


Chairman Walter F. Carey of the ATA Foundation, Inc., who also is a past president 
of the American Trucking Assns., receives a check for $40,000 from Elliott G. Ewell 
sales vice-president, Mack Trucks, Inc., to pay for summertime trucking educatio® 
broadcasts on NBC's national weekend radio program, Monitor. Looking on at right 
is P. O. Peterson, Mack president. The trucking industry education series, spon 
by Mack in cooperation with the ATA Foundation, will be carried by some 160 radi 
stations each Friday, Saturday and Sunday during July and August. 
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... not just the cream off the top” 


says H. R. JACOB, authorized Ford dealer of Ardmore, Penna. 


“I have been in the automobile business 45 years, 34 of 
which have been with Ford and I have used COMMERCIAL 
Crepit for 17 years. By providing us with one dependable 
source for all our financing needs and not just the cream 
off the top, CommerciAL Crepit has been an important 
‘partner.’ With full control of our financing we can 
close sales faster, sell up to higher priced models. The 
regular contact between their representative and our 
salesmen also adds to our selling effectiveness as does 


their national service and fast credit approvals.” 


_ # “+ 
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Commercial Credit dealers 
are successful dealers 





Write or call our nearest office for complete 
information on the benefits of ComMMERCIAL . 
Crepir Pian. Why not do it today? 






COMMERCIAL CREDIT CORPORATION 






Da aE A service offered through subsidiaries of the 
S010) 0M UMN Commercial Credit Company, Baltimore . . . Capital } 
SA 5° and Surplus over $200,000,000 . . . offices in principal 





cities of the United States and Canada. 
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At North Carolina Convention... 


Win Public’s Trust, 
Nance Urges Dealers 


SHEVILLE, N. C.—Members of 

the North Carolina Automobile 
Dealers Assn. were told at their 
22nd annual convention here last 
week that steps must be taken to 
strengthen public confidence in the 
industry. 

James J, Nance, Ford Motor Co. 
marketing vice-president, told 
delegates “blitz sales, false or mis- 
leading advertisements and gim- 
mick sales are bad practices that 
entered the industry back in 1936” 
and that “we must get away from 
that and get back to sound sell- 
ing methods.” 

“The most important development 
in the automobile industry since 
invention of the automatic trans- 
mission was the focusing of atten- 
tion on methods of selling,” he de- 
clared. “We must get back to the 
prewar selling methods — back to 
where people didn’t want cars and 
had to be sold.” 

Nance said the auto industry is 
on a plateau now. New customers 
coming into the market were born 
in the depression years when the 
birth rate was low so the potential 
market is growing only slowly. 

However, by 1960 or '61, the “war 
babies” will be old enough to buy 
cars and the market will increase 
again, he said. 

> > . 
E SAID the answer to the 
present buyers’ market was 
“hard, personal selling.” He urged 
dealers to shun extremes in ad- 
vertising and focus attention on 
better selling. 

Touching on the same subject, 
John W, Tiller, Durham, outgoing 
president, said “if we are to sur- 
vive in today’s highly competitive 


determination to take a sale away 
from a neighboring dealer.” 

Walter A. Deal, Asheville, was 
elected president, succeeding Tiller. 

Joe A, Watkins, Oxford, was 
named vice-president; Ralph Wink- 
ler, Boone, secretary; H, S. Mobley, 
Greensboro, treasurer, and Allan 
Mims, Rocky Mount, NADA direc- 
tor. 

Mrs. Bessie Ballentine was re- 
elected executive secretary. 

The three-day convention was 
attended by 650 persons. The 1957 


Fla. Court Rules 
Sunday Closing 
Law Is Illegal 


TALLAHASSEE, Fila.—The State 
Supreme Court has ruled unani- 


mously that Florida's 1955 Sunday-| 


closing laws are unconstitutional. 

The court said that the laws ex- 
empting certain businesses and oc- 
cupations from the ban set up an 
illegal classification. 

The decision reversed a Circuit 
Court finding in a case involving 
Archie Kelly, a Tampa used-car 
dealer. 

In reversing the previous ruling, 
the high court quoted from an 
opinion in which it held invalid a 
1951 act which exempted certain 
types of businesses from the State’s 
ancient Sunday-closing law. 

The court said that the only dif- 
ference between the two laws is 
that the 1955 act exempted fewer 
businesses. A bill is pending in the 

re which is designed to 
cure the defects in the 1955 laws. 


Gulf Oil Denies 
Merger Violation 


WASHINGTON.—Gulf Oil Corp., 
Pittsburgh, has denied Federal 
Trade Commission charges it vio- 
lated the antimerger law by acquir- 
ing Warren Petroleum Corp. 

Gulf challenged FTC contentions 
that the 1956 merger lessened com- 
petition in liquefied petroleum gas 
and gasoline sales. 

The merger “will in fact serve to 
increase competition for the benefit 
of the public and the consumer,” 
Gulf said. 














convention will be held in Pine- 
hurst. 
* * +. 

REDERICK M. SUTTER, NADA 

president, called on the dealers 
to launch an educational campaign. 
He outlined how bootlegging was 
injuring the public as well as the 
auto industry. He urged dealers to 
work within the industry against 
bootlegging and educate the public 

on its evils. 

“There is a tremendous job of 
education to be done here and it 
is time we were getting along 
with it,” he said. 

He also asked the dealers to 
adopt systems of accounting that 
show the true profit and loss posi- 
tion of each department. 

“You will continue to run up 
against competitors who cannot or 
will not figure correctly, and you 
will have to meet their offers,” Sut- 
ter warned. 

“But keep preaching sound ac- 
counting. Remember, a child in the 
lower grades doesn’t learn arith- 
metic in one lesson.” 

> e +. 
yg said that selling cars on 
the element of style has danger- 
ous possibilities. 

A dressmaker, whose style finds 
little favor, can make a small 
change with little trouble. Not so, 
automobile manufacturers who 
spend $200 million to $300 million 
to bring out a new model, he said. 


Franchised dealers have a sta- | 


bilizing effect on the market, 
Sutter said. They must sink or 
swim with each year’s model and 
so get out and sell that car. 

If cars were sold as department 


store items, some makes might be} 


neglected and their manufacturers 
would be forced out of business, he 
said. 
> . 

AxotTuEe speaker, John Wil- 

liamson, sales counselor of Bir- 
mingham, Ala, said a well-trained 
sales force directed by a competent 
sales manager is “a dealer’s great- 
est social security system.” 

He warned that this sales force 
must be backed up by a competent 
service and parts department. He 
said dealers were most often open 
to criticism on three points—failure 
to plan, failure to develop and fail- 
ure to manage. 

Sveakers at May 21 sessions in- 
cluded Elson G. Sims, Ford dealer 
from Vincennes, Ind.; Stan Press- 
ler, Bloomington (Ind.) Oldsmobile- 
Studebaker dealership proprietor, 
and Dr. Carl C. Byers, Parma (O.) 
superintendent of schools. 

Sims charged that the first rea- 
son for sagging dealer profits was 
the elimination of the service re- 
sponsibility clause in 1949. 

Pressler discussed the difficulties 
a dealer encounters when he be- 


| gins making some deals below cost. 


He said sales personnel begin to 
lower all deals to that level. 





Boost Cancer Crusade— 


At ceremonies boosting the automotive 
industry's part in the Cancer Crusade in 
Detroit, TV star Virginia Graham joins 
with Harry D. Hirsch, left, president, C. M. 
Hall Lamp Co., Detroit, chairman of the 
automotive industry drive, and Dr. James 
Lofstrom, right, president, Southeastern 
Michigan Division, American Cancer So- 
ciety. Miss Graham, who recently won a 
bout with cancer, helped the Detroit auto- 
motive group to raise funds at a giant 
rally. 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


May 22 
(Sold 178 cars out of 282 con- 
signments.) 

BUICK—’57 Century Hardtop, $2,685* 
(ps). °56 Special Hardtop, $1,850*, 
$1,640*; Century Hardtop, $1,850*; 
RM Hardtop, $1,505*. °55 Special 
sedan, $1,310*; Century Hardtop, $1,- 
250°. °54 Super Hardtop, $1,175*, 
$1,000, $640; Special sedan, $1,310°; 
Hardtop, $1,100; 2-dr., $810, $660; 
Century Hardtop, $950*. ‘53 Super 
Hardtop, $625*; sedan, $480°*; Special 
Hardtop, $595*, $465*; RM Hardtop, 

| $450* (ps). °52 Super sedan, $305*. 
*49 Super sedan, $105*. 
CADILLAC—’'56 (62) Hardtop, $3,230* 
| (ps). '53 (62) sedan, $1,050*° (ps). 
|| CHEVROLET—’57 Bel Air (8) sedan, 
| $2,125*; Two-ten (6) Hardtop, $1,- 
920°. 52 Bel Air (8) conv., $1,835°*; 
2-dr., $1,550; $1,500; Bel Air (6) 2- 
| dr., $1,190; Hardtop, $1,460; Two- 
ten (8) sedan, $1,410*%; Two-ten (6) 
2-dr., $1,210; Delray (8) 2-dr., $1,- 
580° (ps). '55 Bel Air (8) station 
wagon, $1,520*; Bel Air (6) 2-dr., 
| $1,000, $910; Two-ten (6) 2-dr., $1,- 
| 100, $1,000; sedan, $915, $725; Two- 
ten (8) 2-dr., $1,075, $880; station 
wagon, $1,465; One-fifty (6) sedan, 
| $700; One-fifty (8) 2-dr., $650. °54 
| Bel Air Hardtop, $905* (ps); 2-dr., 
$750°*, $640; Two-ten sedan, $670; 2- 
| dr., $655*. '53 Bel Air Hardtop, $745°*, 
$610; conv., $710; 2-dr., $450; Two- 
ten sedan, $500; 2-dr., $395; One-fifty 
2-dr., $340, $305. ‘52 Deluxe sedan, 
$365*, $320°. ‘51 Deluxe Hardtop, 


$215. 

CHRYSLER—-'55 Windsor Deluxe, §1,- 

| 300°; sedan, $1,280* (ps). ‘52 Wind- 
sor sedan, $295*. "51 NY Hardtop, 

| $330°. 

|| DeSOTO—’'56 Firedome conv., $2,010*. 

| '55 Firedome sedan, $1,235*; Hard- 
top, $1,170. ‘54 Firedome sedan, $635. 
"53 Firedome sedan, $415. 

DODGE—’56 Coronet (8) Lancer, §1,- 

710°. "55 Royal (8) Hardtop, $1,350°. 
"54 Coronet (6) sedan, $625. '53 Coro- 
net (8) sedan, $300. "52 Meadow- 
brook sedan, $215. "51 Meadowbrook 
sedan, $190. 

FORD—'57 Gustom (8) station wagon, 
| $2,310° (ps). ‘56 Country Squire, $1,- 
850° (ps); Fairlane (8) conv., $1,- 
| 750°, $1,620°, $1,610°, $1,587.50°; 
| Victoria, $1,650°; Hardtop, $1,625; 


COLUMBUS, O.—C. E. Sherman, 
chief of the dealer’s and salesmen’s 
licensing division, has warned that 
some dealers are not complying 
with the State’s licensing regula- 
| tions. 

He reminded dealers that a sales- 
man’s license must show the name 
of the dealership by which he is 
employed. 

If a salesman leaves the firm, his 
license is terminated, and the dealer 
is required to notify the licensing 
board of such termination of em- 
ployment. Several violations of this 
rule have been reported, Sherman 
said, 

Another regulation stipulates that 
a photograph, not more than six 


Dealership Denies 
Gypping FBI 


BALTIMORE. — Griebel Motor 
Sales, Inc., (Ford) and its service 
manager, Harold Isennock, have 
pleaded innocent in Federal Court 
to charges of padding repair bills 
on FBI autos since November, 1954. 

Amount of the overcharge was 
alleged to be $4,000. 

The pleas were entered by the 
dealership’s attorney, who asked 
time to prepare a defense. 





Scotsman 
(Continued from Page 1) 


which, he said, was typical of many 
he has received. 

“We -received our first units of 
the Scotsman yesterday after- 
noon,” the dealer wrote, “and I 
want to compliment manage- 
ment on the job that was done 
on this automobile.” 

The dealer said the first man to 
See the car bought one. The man 
was driving a 1956 model of another 
make, the dealer said. 

“We ordered eight more units of 
this car today,” he wrote, “and 
we plan to use the first station 
wagon as a courtesy car.” 





club sedan, $1,495; $1,450; Main (6) 
sedan, $930. '55 Thunderbird, $2,100* 
(ps); Fairlane (8) Victoria, $1,355, 
$1,230, $1,300; Custom sedan, $1,110; 
Victoria, $775; Fairlane (8) station 
wagon, $1,265, $1,150, $1,030. ’54 
Custom (8) 2-dr., $735, $700*, $685°, 
$670, $640, $610*; Victoria, $825; 
Custom (6) sedan, $625; 2-dr., $530. 
53 Custom (8) sedan, $590*; 2-dr., 
$400; Crest (8) Victoria, $575; Hard- 
top, $400. '52 Crest (8) 2-dr., $300, 
$285°. 

HUDSON—’55 Hornet sedan, $1,260*. 
"51 Hornet 2-dr., $360, $100. 

LINCOLN—’56 Premiere Hardtop, $3,- 
900° (ps). 

MERCURY—’56 Custom Hardtop, $1,- 
565°, $1,240*. °55 Custom Hardtop, 
$1,275; Monterey sedan, $1,240*. '53 
Custom Hardtop, $700*; Monterey 
Hardtop, $800*. ‘52 Monterey Hard- 
top, $245. 

NASH — ’'54 Rambler Hardtop, $375; 
Custom sedan, $630. °53 Statesman 
Hardtop, $375; Ambassador 2-dr., 
$150*. 

OLDSMOBILE—’56 (88) Holiday, $2,- 
100* (ps); (88) Super Hardtop, §$2,- 
055°; (88) Hardtop, $1,810*. '55 (88) 
Super sedan, $1,800* (ps); Hardtop, 
$1,710, $1,655, $1,650; (88) sedan, 
$1,350; Holiday, $1,650* (ps); (98) 
Holiday, $1,795* (ps), $1,650° (ps). 
‘54 (88) Hardtop, $1,180* (ps), 
sedan, $1,150°, $955; 2-dr., $1,085; 
(98) sedan, $1,160* (ps). ‘53 (88) 
sedan, $630. 

PLYMOUTH—'56 Belvedere (8) Hard- 
top, $1,440. °55 Belvedere (8) conv., 
$1,195*; sedan, $1,150; station wagon, 
$955; Plaza 2-dr., $840, $725; Savoy 
(8) 2-dr., $725. °'54 Plaza station 
wagon, $605. '53 Belvedere Hardtop, 
$675*, $440, $400; Station wagon, 
$420; Cranbrook 2-dr., $340; sedan, 
$315. ‘51 Belvedere Hardtop, $715. 

PONTIAC—'56 Safari station wagon, 
$2,130° (ps); Starchief Hardtop, $1,- 
790°; Chieftain Hardtop, $1,675°*. °55 
Starchief Hardtop, $1,465*, $1,400, 
$1,395; sedan, $1,270* (ps); Chief- 


tain sedan, $1,000. ‘54 Starchief 2- 
dr., $815*, $630. °53 Starchief 2-dr., 
$360. ‘52 Starchief sedan, §499; De- 
luxe, $400. "51 Deluxe, $120*. 

STUDEBAKER—’'56 Commander sedan, 
$1,245°*. "55 Commander sedan, $815*. 
‘52 Champion 2-dr., $150*. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 42, 50, 51, 52, 54 and 56 


Ohio Cites Violations 
On Salesmen’s Licenses 





months old, must be submitted each 


year. 
Dealers also were told that they 
must notify the registrar of any 
change in status of their companies 
if the change concerns personnel 
of owners, partners, officers or di- 
rectors; location of the business, or 
any contract or agreement with any 
manufacturer or distributor. 


74 Apprentices Graduate 


From Buick Training Unit 

FLINT.—The largest graduating 
class in the 21-year history of 
Buick’s apprentice training pro- 
gram, 74 men have received jour- 
neymen certificates after complet- 
ing their four-year programs. 

Buick has graduated 484 appren- 
tices in the skilled trades since its 
program was started in 1937. More 
than 80 percent are still working 
at Buick. 


Ford Trucks Offer 
Automatic Drive 


On Heavy Models 


DEARBORN.—Transmatic Drive, 
on automatic six - forward. 
transmission for medium-through. 
extra - heavy-duty trucks, is now 
available on Ford trucks. 

The addition of Transmatic ag » 
extra-cost option on the F-509 
through F-900 series and B-5y 
through B-750 series brings aut, 
matic transmissions to the entire 
line of conventional Ford trucks, 
school buses and parcel deliy 
units. Fordomatic has been avail. 
able on light conventional and par. 
cel delivery models for Several 
years, 


Transmatic also will be availabe 
on Ford’s new Tilt Cab series about 
July 1, according to L. A. I 
Ford division truck marketing map. 
ager. 

Transmatic combines the smooth. 
ness of a torque converter with the 
automatic operation of a Planetary 
gear box, Iacocca said. 

Transmatic gives the driver the 
choice of three operating ranges: 
“Drive,” “Intermediate” and “Low” 

For regular highway driving, the 
selector lever is moved to “Drive" 
and the transmission automatic 
starts in third gear. As speed ip. 
creases, Transmatic automatically 
upshifts to fourth, fifth and sixth, 
“Intermediate,” in third and fourth 
gears, is for city driving. “Low,” for 
off-the-road hauling, uses the high- 
torque first and second gears. 


To shift manually from range to 
range, the driver need only move 
the selector lever. He can shift up 
at any time, and can shift down 
whenever the speed is below the 
limit for the range selected. 

Torque multiplication in first gear 
is 1482 to one. In each gear, the 
torque converter is locked, prevent- 
ing slip, except for momentary un- 
locking at shift points to insur 
hydraulic shock-cushioning of the 
drive line. 

A built-in retarder, operated bya 
floor pedal, multiplies engine brak- 
ing power as much as six times 
and permits the driver to go down- 
hill in greater safety without “play- 
ing the brakes.” 


225,473 Enter 


Pontiac Contest 


PONTIAC.—Pontiac revealed that 
225,473 persons entered its “Drive 
the Champ” contest conducted dur- 
ing April by Pontiac dealers. 

To be awarded are 100 new Pon- 
tiacs provided by the factory, along 
with a great number of other prizes 
offered by individual dealers. 

Open to anyone of driving age, 
entrants in the “Drive the Champ” 
contest were asked to test drive 4 
1957 Pontiac and then grade the 
car. Awards are based on how well 
entrants expressed their imprest 
sions of the car. For their part in 
conducting this special demonstra 
tion and campaign, special awards 
will also be made to dealer sales 
men. 





Buick Initiates Helicopter Service— 

Edward T. Ragsdale, right, Buick general manager, and Waldo E. McNaught, Buick 
public relations director, wait for a hovering helicopter to land and pick them 
for a trip to Detroit's City Airport. The flight ‘originated at Flint's first heliport, pre 
pared on the Buick parking lot, and marked the first time that a helicopter ho 


























landed and taken off at Flint on a routine trip from a site other than fhe ai 


or a park and recreation area. 
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meet America’s newest, most talked- 


about volume car... De Soto FireSweep 


Tom Kleene: 


wer Price Models Boosting De 


The new FireSweep series is accounting for one 
out of every three De Soto sales. Such rapid 
public acceptance for a totally new car is almost 
unheard-of in the industry. It’s no wonder the 
new FireSweep has received more than its share 
of space and attention in the nation’s press. 


The FireSweep’s success story goes far beyond 
press Clippings. Teamed with the Firedome and 
Fireflite series, FireSweep gives De Soto dealers 
a complete line that meets the competition on 
every level in the medium price field . . . and 
that’s helped boost De Soto’s market penetra- 
tion by 14% over last year. The new De Soto 
FireSweep series is one more added proof that 
now—as never before in history—it really pays 
to be a De Soto dealer! 
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145 Exclusive Dealerships Planned... 


Lincoln Set for Leadership Push 


(Continued from Page 2) 


separate Lincoln showrooms in 

some cases, 
+. * 

asked about the signifi- 

cance of the new plant to 

dealers, Daniels said, “It will mean 

increased effort by every dealer to 

sell more cars. It’s the beginning of 

a@ new era for us--a new car, a new 

field organization and a new plant. 

“Our objective is leadership in 
the fine car field—an we're going 
to get it. We’re making important 
gains right now. If we reach our 
sales goal this month—and we 
expect to—we’ll surpass last year 
in retail sales.” 

Declaring that Lincoln dealers 
will have to raise their sights to 
take care of new projections, he 
said that he had just attended 19 
dealer meetings around the country 
to outline the plans for this year 
and for 1958, He added that all 
Lincoln dealers will be invited to 
Novi this fall to inspect the new 
plant. 

“Our long-range plan is to de- 
dual about 145 dealerships,” he 
continued. “It will be accomplished 
through attrition and other normal 
ways. A few exclusives will proba- 
bly be appointed this year but 
they'll be strictly voluntary. 

“The primary purpose of my re- 
cent dealer meetings was to sell 
them on having more salesmen to 
sell Lincoln only, It takes a specific 
type of salesman to sell Lincoln. 
He has to spend more time with 
the prospect, visit his home, and 
so on.” 

7” * . 
said that dealers were 
encouraged to add salesmen and 
to establish separate Lincoln show- 
rooms. He added that some dealers 
are setting up new showrooms now. 
He said he also told the dealers 
that in the future more attention 
will be given to servicing Lincolns. 


“The dealers are doing almost 
everything they can right now,” 
he explained. “There’s just not 
enough people doing it.” 

He also told the dealers (1) the 
division's objectives in the present 
market, (2) that all of them would 
be offered the new Lincoln selling 
agreement (almost identical to 
other Ford Motor Co. contracts), 
(3) that they could expect addi- 
tional Lincoln dealerships (“mostly 
in smaller communities where our 
competition is”) and (4) that there 
will be fewer dealerships in the 
areas where exclusive outlets are 
created, 

One of the unique facts about 
the new Lincoln plant is that it 
was completely planned by the 
people who are going to use it. 

- > * 

INGLETON, the principal “user” 

of the plant, has been working 

full-time in planning the construc- 
tion of the plant since his appoint- 
ment as general] manufacturing 
manager in May, 1955, This was 
just a month after Ben D. Mills 
was appointed division general 
manager. 

Singleton said, “This is our 
idea of an ideal Lincoln plant. 
It’s the most ‘planned’ operation 
in my 26 years with Ford Motor 
Co.” 


Included in these 26 years of ex- 
perience is the planning of the 
construction of Ford’s Kansas City 
aircraft plant, the Louisville plant, 
the Mahwah (N. J.) plant and the 
San Jose (Calif.) plant and the re- 
building of the Dallas and Norfolk 
(Va.) plants. 

He declared, “We were com- 
pletely free in planning this plant. 
We weren’t bound by any con- 
vention or by the design of any 
other plant. 

“My success here is based on my 
ability to build Lincoln’s at a price 
that people will pay. This gives us 
our ability to produce, Although 
prices are not my field, it is as- 
sumed that our prices will have to 
remain competitive, 

“In building this facility, very 
little was left to chance, And we 
met every schedule and every cost 
point, despite the steel strike and 
the bad weather last winter.” 

* * * 


Gee aTON said the new plant 
was built specifically for a 
Lincoln-type car—a low-production 


car, a longer car, a car that will re- 
quire a higher content of manual 
work and a car which will provide 
more options and therefore require 
fewer repeat operations per thou- 
sand units, 

For these reasons the plant will 
have a minimum of automation 
equipment, 

The facility also has these 
characteristics: 

1, Every “nut and bolt” and piece 
of equipment is completely new. 

2. It will- be the most integrated 
auto plant in the country, in the 
sense that it will contain all de- 
partments of the division except 
engineering and styling. 

3. As a manufacturing facility, 
it will be more integrated than 
most Ford Motor Co, plants in 
that the only major items to be 
shipped in will be the engines, rear 
axles, transmissions, doors and radi- 
ators. 

4. It will have its own fire de- 
partment, water and sewage sys- 
tem, hospital, ambulance, quarter- 
mile test track, three cafeterias 
and many other features that go 
to make a small city. 

5. It will not use the “gate-line” 
method of car construction but will 
employ jigs and framing fixtures, 

6. The plant will have a two-shift 
capacity of 112,000 units annually. 
Besides Lincolns, the plant will 
produce Continentals and possibly 
some other low-production cars. 

7. Its freight section will be able 
to unload 34 box cars and 24 trucks 
simultaneously, The materia] will 
be delivered throughout the plant 
by a regularly scheduled trackless 
train. 

8. It will have its own “cut and 
sew” and trim-manufacturing fa- 
cilities. 

- > = 

INGLETON said, “We think the 

expandability of this plant is 

unusual, One end of every major 
part of this plant can be knocked 
out for expansion. We can increase 
production, with darn little effort, 
to any amount.” 

He added that 235 acres of the 
site’s 325 acres are now developed 
and that 35 acres are “under 
roof.” 

Touching on the improved quality 
expected in future Lincolns, he said, 
“Quality is nothing more than the 
integrity of the management. 
Quality isn’t gauges and measuring 
devices; quality is your people. 
And we're going to do everything 
necessary to bring fine quality to 
our fine cars.” 

Discussing the manpower, he as- 
serted, “We're hiring a completely 
new work force, Every man is 
being hired for a specific job. We're 
looking for real automobile know- 
how, 

“Most of our foremen have been 
foremen before, We're hiring over- 


> > > 





First Team— 


Henry Daniels (left), Lincoln general 
sales manager, meets William Singleton, 
the division's general manufacturing man- 
ager, outside the nearly-completed Lin- 
coin plant in Novi, Mich, Production will 
begin in August. 


age men who have been let out by 
other auto plants which have 
moved from Detroit or have folded 
up. And every foreman hired has 
been sent to some other Ford plant 
to study their jobs for a week.” 

* « + 
DOMINANT factor in the de- 
sign of the plant was the desire 

to make it as fireproof as possible. 
This has been accomplished largely 
by the erection of fire baffles and 
special ceiling vents. 

These baffles are metal sheets 
which hang down several feet 
from the ceiling throughout the 
plant, serving to contain the heat 
and the fire in one sector, This 
directs the heat upward, causing 
the louvers in the special ceiling 
vents to open automatically when 
a certain temperature is reached. 

The need for fire control was 
also a large factor in the placement 
of all heat-generating units on the 
second floor of the two-story struc- 
ture. These units largely include 
the painting and drying facilities. 
This also prevents discomfort to 
the rest of the plant and con- 
tributes to expandability. 

“This is the safest plant in the 
business,” Singleton said. “We've 
taken every known precaution. An 
interesting point is that while our 
second floor is a smaller area than 
the first and employs fewer people, 
it represents the larger invest- 
ment.” 

A man who has been in on the 
development of the new plant al- 
most from the beginning is Paul 
Prill, facilities planning manager. 

He declared, “When the Lincoln 
division was founded in April, 1955, 
it was promised separate facilities. 
The first job was to select a site. 
This selection, like most other de- 
cisions, had to be based on the 
‘dollar approach.’” 

> > . 

AMUtHoucH admitting that “As 
you move from determination 
to determination in the selection 
of a site, your ground rules shift,” 
he said that these were the domi- 
nant factors in selecting Novi: 

1. Inbound and outbound 
freight. He said that this is easily 
the dominant factor and that 
after studying the division’s 
‘sourcing pattern’ and the des- 
tination of the cars, it became 
apparent that the plant would 
have to be in the Midwest. 

2. States taxes, 

3. Then it was determined that 
the plant should be near Detroit 
so as to be close to the Ford Motor 
Co. central office and to engineer- 
ing and styling. It was also neces- 
sary that the division’s genera] of- 
fices be near Detroit, 

4. Proper compatibility with the 
community, He explained this by 
saying that the plant must not be 
in an exclusive residential area 
where the people would resent it. 

5. Proximity to an adequate labor 
force, Prill said that research 
showed that 300,000 people lived 
within 15 miles of the selected site. 
This judgment has been vindicated, 
since 20,000 people already have ap- 
plied for the 5,000 jobs the plant 
will offer when production begins. 
About 1,500 of these will be salaried 
personnel. Some 1,250 are now em- 
ployed at the plant. 

x * * 

6 SUITABILITY for building. 

© For example, some new plants 
require that expensive pilings be 
driven. 

7. Suitability for purchasing. 
Prill said the ideal is to find a 
large piece of land owned by 
four or five persons, Lincoln 
bought its site from 13 owners. 
After the Novi site was selected, 








Dodge Appoints Truck Distributors— 

The appointment of eight privately owned and operated truck distribution center, 
has been announced by Dodge. The centers will provide warehousing facilities 
between the factory and its dealers, thus expediting delivery and major servicing 
of heavy-duty Dodge trucks. Under the system a full and representative inventory 
of truck models will be available for fast delivery. J. Swanton Ivy, seated, left, 
president, Ivy Truck Sales, Inc., Athens, Ga., was the first to sign the agreement with 
John Naughton, seated, right, Dodge truck and fleet director. Standing, from left, are 
John Cochrane, manager western marketing area; G. C. Dowell, of Louthan-Dowelj 


Trucks, Inc., the Lubbock (Tex.) center; D. 


A. Geil, manager central marketing areo; 


L. C. Thomas, of Thomas-Hyer, Inc., the Denver center; Gordon Swan, of Oregon 

Truck Center, the Portland (Ore.) center; Fred Cushing, of Southern State Truck Sales, 
Inc., the Jacksonville (Fla) center; and Morris A. Jones, manager midwest marketing 
area, Other centers include Bud & Rays Truck Center, San Leandro, Calif.; Clork 
Dodge Truck Co., Oklahoma City, and Lake Erie Dodge Truck Center, Inc., Buffalo, 


Punch Lines Played Up 
In Dealer Advertising 





By John K. Teahen Jr. 
Staff Writer 

os NIMATED anniversaries,” 

“wholesale” coupons and “one- 
to-a-customer” are among the hun- 
dreds of punch lines dealers are 
using in their advertising in efforts 
to get the public off the street and 
into the showroom. 

They all tie in with a familiar 
line in dealer advertising—“If we 
can talk with you, we can deal 
with you.” 

The animated angle appeared in 
copy announcing the 26th anniver- 
sary of Chip Barwick Chevrolet, 
Memphis. A Shetland pony and 
three cocker spaniel puppies were 
to be given away. 

The names of the animals were 
part of the promotion. The pony 
answers to “Belle’s Heir’—the pup- 
pies are “Sweetie,” “Smoothy” and 


“Sassy. 
* > * 


- LOUISVILLE, Vissing’s Buick, 
Inc., inserted a “wholesale cou- 
pon” in an advertisement and said: 
“We agree to sell one new 1957 
Buick out of our stock to the bearer 
of this coupon at OUR wholesale 
price.” 

It was one car to a customer 
during a “public fleet sale” at Ed 
Hoffman Plymouth, Corpus Christi, 
Tex. 

Bill Maguire, a DeSoto-Plym- 
outh dealer in Dallas, announced 
the birth of his fifth child and 


toma lk hk 
100 mam toneer me 


50 FOR Tet COAL OF Won Un oe 


6 NE maanis 
jacd Mitchell. fe 
Lee aon a ftom 


the ground-breaking was held Dec.| =~ 


2, 1955, and the first large number 
of office employes moved in Apr. 
15, 1957—16% months later. 


Only one major decision remains, 
But that has to be decided by the 
politicians and citizens who can’t 
figure out which of the local muni- 
cipalities will collect the huge 
property tax from Lincoln division. 
When this is decided, the Lincoln 
employes will know whether they 
work in Novi or Wixom, Mich. 


"Follow Me’ Advertising— 


Gene Manning, leading salesman of 
Jack Mitchell, Inc., Dallas, shows a type 
of advertising which the Nash dealership 
has found highly successful. Jim Nelson, 
general sales manager, said each of his 
salesmen has such a sign on his demon- 
strator and that many prospects have 
followed salesmen right into the dealer- 
ship. 





sought help in paying the hos- 
pital bill. 

He staged a “baby sale” and, 
since the new arrival was a girl, he 
offered “$50 more for your tradein 
if you purchase a car with pink in 
it or on it during this sale.” 

Another Dallas dealer, Maher 
Bros., declared “Ford Week” in 
celebration of the two- millionth 
Ford built in Dallas. He hoped to 
“sell more Fords than ever have 
been sold in one week.” 

= + * 
“q*ORRECTION,” screamed Tutan 
Motors (Dodge-Plymouth), Mi- 
ami. “Last weekend,” the company 
said, “we advertised 1957 Dodges at 
$2,033, which is below our intended 
sale price. 

“We are not going to correct this 

ad on Dodges. Instead, we are going 
(Continued on Page 58, Col. 4) 


Dealers in R.I. 
Get Rundown on 
1957 Legislature 


PROVIDENCE. — With the 1957 
Legislature adjourned, the Rhode 
Island Automobile Dealers Assn. 
last week reported to members on 
legislative action in regard to bills 
of interest to dealers. 

No insurance bills “of injurious 
nature” were passed, the association 
said, noting that “the insurance 
lobby has shown more inclination 
toward reason than ever before.” 

Also failing to pass were two bills 
which would have basically changed 
the License Commission. 

The 3 percent sales-tax bill, which 
takes effect June 1, does not ex- 
clude used-car trades before the 
application of tax, although Sena- 
tor George DeStefano attempted to 
amend the measure to exclude used- 
car allowances. 

The sales-tax law is subject to 
revision in 1958, the association 
noted. 


Fuller to Manage 
Coast Dealer Unit 


LOS ANGELES.—Appointment of 
Lloyd P. Fuller as manager of the 
San Fernando Valley Motor Car 
Dealers Assn. was announced by 


| Pat Bales, president. 


Bales, who owns a Lincoln-Mer- 
cury dealership in Van Nuys 
termed the appointment “a mile 
stone in the development of a pro 
gram of automotive service to the 
public.” 

Fuller, who first came to the 
Valley 27 years ago, is a past 
president of the West Valley As’ 
sociated Chambers of Commerce 
Woodland Hills Chamber of Com- 
merce and Encino Chamber 
Commerce. 
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BENDIX DUO-DUTY AUXILIARY BRAKE 
Power to hold on grades ... Power to stop at road speeds 


The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 
emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
Capacity to serve as a dependable stand-by brake 


PRODUCTS 
DIVISION 


Bendix 


at road speeds should the main braking system, 
for any reason, fail to work. 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 


A heavy-duty drive shaft brake that is rugged 
and right . . . built and backed by Bendix. 


*REG. U.S. PAT. OFF. 


BRAKES « POWER STEERING « POWER BRAKING « CONSTANT VELOCITY 
UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


South Bend, wo. bey 


Export Sales and Service: Bendix International Division, 


205 East 42nd Street, New York 17, N. Y. 
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AUTOMOTIVE 


Capsule Comment 


Dealers report that used-car buyers are choosier than 
ever. 
The “cream puff” becomes a bread-and-butter car. 
* * *x 
Ford opens its new 3,880-acre proving grounds, with com- 
plete facilities for wringing out new cars. 
But the housewife in a supermarket parking lot is still 
the ultimate way to test a car. 
* * 
Repeated consumer surveys show many persons plan to 
buy new cars this year. 
The road to the showroom is paved with good inten- 
tions; it still takes salesmen to help along the way. 
* * * 
Studebaker introduces a new economy car, said to get 29 
miles to a gallon of gas. 
Little fuel to buy; even less chrome to polish. 
* * * 
Registration of 18 million trucks is predicted by 1975. 
With every one a prospect for service and TBA sales. 
* * * 
Smooth-talking salesman bilks Naples, Fla., out of $1,900 
and the car used by the chief of police. 
‘The Chief’s understatement of the week: “We'd sure 
like to find him.” 
* * * 
New-car production hits highest pace in month, stretches 
lead over 1956. 
Sales also run ahead of last year. 





Coming 
Events 


Dealer Conventions 


May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 
June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 
June 7-9 — Automobile Trade Assn. of 
arene, Commander Hotel, Ocean 
, 


June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 


Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
~? 25-27—Automobile Dealers Assn. of 

est Virginia, Greenbrier Hotel, White 
Sulphur Springs. 
Sept. 68 — Maine Automobile Dealers 
a Inc., Samoset Hotel, Rockland, 
e 


Sept 8-10—New York State Automobile 

ealers, Inc., The Concord, Kiamesha 

Lake, N.Y, 

Sept. 810—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

= 9 — New Hampshire Automobile 

- 1 Assn., Lake Tarleton Club, Pike, 


Sept. 15-16—Kentucky Automobile Dealers 
—. Sheraton Seelbach Hotel, Louis- 
ville, 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — 

ealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 

Sept. 19-2i—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
a Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oF. 20-21—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive 
Assn., Hotel Statler, Hartford, 

Nov. 10-12 — Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 

* * 


Auto Shows 


Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. 1—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Dec. 1421 — Miam: Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 8-12 — St. Paul Automobile Show, 
Auditorium, St, Paul. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

.s. = ¢ 


General 


June 16-2iI—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National Grendiion. 
Toledo, 

Oct. 1416—Truck Body and Equipment 
Assn, !O0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Nov. 2-4—I3th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc,, Commodore Perry Hotel, Austin. 

Dec. 8-li—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Trades 


30 Years Ago... 


The Big Stories 


The Swedish government is making experiments with road material 
which will not soften under heat or become slippery when wet. 

One gallon of gas costing 40 cents was sufficient to take a four- 
passenger automobile 43 miles in France’s annual “can-of-gas” econ- 


omy tournament. 


Chevrolet’s April production totalled 111,937, exceeding by 4,037 units 
the best previous monthly performance in the history of the firm. 

Automotive production in April in the U. S, took another large 
Spurt with an output of 397,566 units, of which 353,071 were cars and 
44,495 trucks, according to the Department of Commerce, This com- 
pares with 386,841 cars and trucks in March and 430,523 in April of 


last year. 


A new million dollar corporation for the manufacture of trucks 
has been formed in Detroit. The firm will be known as Divco-Detroit 
Corp. It will produce trucks that can be operated from the driver's 
seat or from either running board. 
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Automotive Cartoon 


"It's top secret—but | think he's working 
on next year's fail fins.” 





Letterbox 
‘For Auto Education .... 


This is an open forum for the discussion of any subject of interest to 
and your letters are welcomed. No attention is given to unsi; 





letters but you may sign your name with the assurance that it will not 


used, if you so request. Editor, Automotive News, Detroit 26, Mi 


tion on a new ’57 Cadillac coupe 
that was stolen from my dealership. 

This boy walked on the lot on 
the pretense of buying a car. He 
asked to drive it around the block, 
leaving with me a 1954 Lincoln 
four-door. After leaving my place 
he called me back in about five 
minutes and told me he wanted to 
show it to his mother, and has not 
returned. 

Insurance did not cover this and 
it is a direct loss to me. I am& 
poor dealer trying to get along and 


Asks Pilot Study 


Your story on Woody Miller (On 
the House, May 13) deserves a good 
deal of study, as you indicate, 

Personally, I think that Mr. 
Miller has a very splendid idea, and 
I would like some more education 
on the subject, thinking that per- 
haps if we k about it enough, 
the manufacturers would feel will- 
ing to have a pilot study of it at 
least.—R. D. McKay, president, R. 
D. McKay Motor Co., Inc., Wichita, 


Kane. 7 i cannot afford many $5,000 losses. 
° The Cadillac coupe has a white 
Crying Need top and a tan bottom and is fully 


equipped, including ARA air condi- 
tioning. Its Georgia license number 
is 10-A-77. Serial and motor number 
is 5762-010176. 

The man who took the car May 
6 was about 35, about six feet tall 
and weighed 185 pounds. He had 4 
dark complexion and black, wavy 
hair. 

There is a $100 reward offered for 
recovery of this car. — Gains 
Mep.ey, 829 W. Broad Ave., Albany, 
Ga. 


“” * 
Handy Reference 
I like your 1957 Almanac very 
much, and I am sure I will have 
occasion to refer to it many times 
—J. P. Fatvey, president, Electric 
Auto-Lite Co. 


” 7 

Congratulations to the Almanat 
for having come of age. To have 
reached this stage with full stature 
and maturity is a well-earned trib 
ute to you and your associates. Best 
wishes to you and your staff for 
continued progress and success. — 
J. C. Dorie, general sales managet, 
Edsel. 


Just read your article about the 
suggestion made by Mr. Woody 
Miller (May 13). I want to endorse 
the plan wholeheartedly. There is 
a crying need for somthing of that 
nature that will raise the standard 
of the whole industry. 

I am 52 years of age and have 
sold automobiles for thirty odd 
years. “It is later than you think.” 
Let’s go. Wishing you every suc- 
cess.—Rew B. Bisuor, 113 Wabash 
Drive, Lexington, Ky. 

7” 


Stolen Cadillac 


I would appreciate any informa- 


As were its 20 predecessors, your 
latest yearbook is a most inform 
tive and indispensable reference 
book for the entire industry.—H. H 
Curtice, president, General Motors 


Corp. 
x & * 


I look forward with a great deal 
of interest to going through your 
1957 Almanac, and it is a valua 
record to have in my office.—L# 
Jackson, vice-chairman, Firestone 
Tire & Rubber Co. 


—From the files of Automotive News. 
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BEAUTY... 


CONSISTENT QUALITY... << ~~ 


It's Tulip Time in Holland and once again we see a supreme 
example of consistent quality . . . Here is spectacular beauty 
created through man’s ingenuity and the careful cultivation 
of Mother Nature. The world famous Blue Coral Treatment 
follows in this same proud tradition. Every ingredient used, 
every resource of nature and modern science is combined to 
achieve the most beautiful and enduring treatment known 
for finely engineered automotive finishes. Blue Coral means 


“beautiful cars” ... prestige . . . profit and repeat business! 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment 


oo 





© —H.D.T. COMPANY FACTORS, INC 


WHITE PLAINS, NEW YORK 
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Gales Conditions in Various Areas... 


Auto Market Reports 


Spokane 

New-car dealers in Spokane re- 
port that sales appear to be climb- 
ing, with numerous “lookers” or 
shoppers. 
Volume is up, but profits are 
generally down, with account-buyer 
resistance overcome by higher 
tradeing on used cars, 

Dealers say buyers are price- 
conscious, but that there is little 
desperation selling. Most loans 
run 24 months, although dealers 
in some sections reportedly are 
writing 40-to-12-month paper. 
Competition is heaviest in the 
lower-price field, with foreign cars 
having fair sales, Most popular op- 
tions with buyers of U. S. makes 
are power brakes and power steer- 
ing.—(F., K, Haskell.) 

* = 


Cleveland 


New-car registrations were off 2 
percent in the Cleveland area dur- 
ing April, totalling 7,825 for the 
month, compared with 7,993 for 
March. 

For the first months the total 
was 27,095, compared with 27,274 
for the year-ago period. 

In the April count, Ford con- 
tinued ahead of Chevrolet, 1,611 to 
1,469. Plymouth was in third place 
with 862, to 579 for Buick and 506 
for Oldsmobile. 

Other registrations: Mercury, 
470; Dodge, 445; Pontiac, 382; 
Cadillac, 218; Chrysler, 184; De- 
Soto, 176; Rambler, 68; Lincoln, 
66; Imperial, 60; Studebaker, 54; 
Volkswagen, 25; Nash, 16; MG, 
15; Metropolitan, 13; Volvo, 12; 
Morris, 10; Hillman, 9; English 
Ford, 7; Renault, 6; Hudson, 5; 
Jaguar, 4; Triumph, 4; Packard, 
3; Mercedes, 2; Porsche, 2; 
Austin, 1, and Rolls-Royce, 1. 

New-truck registrations, mean- 
while, dropped 14 percent, from 609 
to 524. 

By make, they were: Ford, 189; 

Chevrolet, 150; 


3 Chrysler Cars 

Shown in Dealer, 
7 

Factory Display 

CINCINNATL — Chrysler line 
dealers and the factory have staged 
a Chrysler Exhibition which is re- 
ported to have been successful ‘te 
stirring sales and prospects. 

Dealers participated in the ex- 
pense, although it was reported that 
many had doubts as to the eventual 
success of the promotion. 

However, it was said that the) 
dealers not only were satisfied with | 
the results of the exhibition, but | 
are willing to enter again next year. | 

Attendance was reported as be-| 


tween 55,000 and 60,000, and admis- 
sion was free. 


Collection Tactics 
Cost Firm $10,919 


ROCHESTER, N. Y.—A Supreme 
Court jury at Waterloo has awarded 
a Seneca Falls couple $10,919.50 for 
loss of a baby, allegedly after the 
pregnant woman was frightened by 
tactics of a credit firm collector. 

The couple, Joseph and Lila 
Driver, brought the suit against 
Universal CIT Corp. and its agent, 
Robert Lawler, both of Syracuse. 

Mrs. Driver testified that Lawler 
visited their trailer home to collect 
two back payments on an auto 
purchased by her husband. She said 
his tactics frightened her into hy- 
steria only hours after her doctor 
had advised her to avoid any ex- 
citement. Her baby was born pre- 
maturely Feb. 2, 1956, and died 
three days later. The jury awarded 
Mrs, Driver $8,250 and her husband 
$2,669.50 for expenses. 


International, 66; 


Send for 
free folder. 


AMER- STAGE 


805 East 134 S¢. 
Bronx 54, N. Y. 


Dodge, 50; White, 24; GMC, 13; 

Willys, 11; Divco, 6; Reo, 6; Volks- 

wagen, 5; ‘Mack, 3, and Studebaker, 
1.—(Sanford Markey). 


Columbus, O. 

New-car registrations in Franklin 
County (Columbus), O., in the first 
15 days of May totalled 1,173, com- 
pared with 1,132 in the first half 
of April. 

Truck sales showed a greater in- 
crease, moving up to 151 from the 
99 recorded in the corresponding 
period of the previous month, 

New-car registrations by makes 
in the May period were: Ford, 

342; Chevrolet, 267; Plymouth, 

118; Oldsmobile, 86; Dodge, 82; 

Pontiac, 56; Mercury, 55; Buick, 
49; to, 33; Cadillac, 26; 
Chrysler, 13; Studebaker, 10; 
Rambler, 9; Volkswagen, 8; Im- 
perial, 4; Lincoln, 4; MG, 2; Met- 
ropolitan, 2; Morris, 2; Packard, 


1; Hillman, 1; Maserati, 1; Mor- 
gan, 1, and Triumph, 1. 
Truck registrations were: Chev- 
rolet, 70; Ford, 32; International, 
11; Divco, 10; Dodge, 10; GMC, 10; 
Autocar, 2; Diamond T, 2; Volks- 
wagen, 2, and White, 2. — (Bert 
Strang.) 


* * * 


Pittsburgh 

New-car registrations in the Pitts- 
burgh area for the week ended May 
11 were the highest in six weeks, 
according to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 113.6 percent of the 1947- 
49 average during the week. It had 
been 116.8 a month earlier. 

The steel-ingot rate rose to 92.5 
percent of practical capacity after 
declining in the three preceding 
weeks.—(Leon M., Leffingwell.) 
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Hudson Dealer Opens 200-Car Lot— 


Aubrey, Orval & Mac, Hudson dealership in Houston, Texas has opened a used-car 
lot on which 200 cars can be displayed. Opening ceremonies were attended by city 
officials, Actress Kathy Grant and L. W. Stevens, American Motors dealer development 
director. G. W. McCarter, head of the dealership, said a new building will be con. 
structed on the lot. 


—. 














Merchandising 


Memos to Dealers 











By Bob Finlay 





ee old salesmen must go.” And| gears and make good in the 

that’s an old cry, but it is being| present market. 

raised in the auto industry again. 
Doesn’t mean old in years. It is 

symbol, rather, that there is a new 

trend of thought in selling. 
Adaptable salesmen, old or 

young in years, can shift mental 


auto business. 
* ia 


Lost Product Loyalty 





Saleswoman Returns 
LOUISVILLE.—A nnie Louise 


situation this way: 


ing cars in 1931, has returned to 
the sales force of Thruston Cooke 
Co, after a two-year absence, She 
is one of the few women in 
Louisville connected with auto 
sales. 


loyalty. 

They go back to Pearl Harbor. 
In 1942, those fortunate enough to 
be able to buy cars took their 
certificates of necessity in their 





Scotch servers have one thing in common 
— they can’t have thistles in their purse! 
In metropolitan New York, their favorite 


newspaper is The News — with 1,040,000 


adult readers in households serving Scotch— 


510,000 more than the 
World-Telegram & Sun 
550,000 more than the Mirror 
560,000 more than the Times 
590,000 more than the 
Journal-American 
680,000 more than the Post 
740,000 more than the 
Herald Tribune 






















Those whose minds and selling 
a| habits are fixed by the patterns of 
the past will find no home in the 


THOUGHTFUL dealer from the 
Midwest sees the auto selling 


For 11 years auto selling was sub- 


jected to influences which have) can buy a (His Dealer) Chevrolet, 
tended to break down product) Ford or Plymouth. 


hot little hands and went looking 
for a new car—any new car. 
During World War II and for 


1952 the customers took what they 
could get. Then came the discount 
selling and the wild terms. The ac- 
cent was on buying discounts and 
terms rather than products. This 
continued habit patterns in selling 
that had nothing to do with product 
loyalty. 


* ” 

Insist on Change 
Bot now many dealers are con- 

vinced that they can’t do busi- 
ness that way any longer. They are 
demanding loyal salesmen — sales- 
men who will take the time to learn 
how their line is superior to the 
competition and will then sell 
superiority. 

They are looking for salesmen 
who will sell the dealer—who will 
operate on the basis that the cus- 
tomer can buy a Chevrolet or a 
Ford or a Plymouth anywhere, but 
there is only one place where you 


In addition, some dealers are 
looking for salesmen willing to 
take the initiative. They have 
found that the more they did to 
make the salesman’s job easier, 


_ Scotch whisky? 


...In households serving Scotch whisky, 
The News has more readers than any two other 


New York morning papers combined...and more 
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the more indifferent the salesman | than I was willing to make a 
became. deal.” 


One dealer told us that he holds 


most of the years up until about} an hour-long meeting every day at 


This dealer says it is obvious 
now that when the market price of 


which he and his sales manager) q car is less than the recommended 


seek to inspire the salesmen to 
greater and more efficient efforts. 

They still provide prospect lists 
for the salesmen, but they no 
longer dump so many postcards in 
his lap each morning; nor give him 
a list of so many prospects to phone. 


They keep daily records, provide 
the training, and insist on results, 
but the initiative is thrown back to 
the salesman for the actual per- 


formance of his selling job. 
* * *¢ 


Selling at the Market 


Sate, got into a dis- 
cussion with a dealer the other 
day on that postwar period when 
the market price for new cars was 
something like $1,000 more than the 
factory recommended price. 


“I was one of the dopes,” he said, 
“who sold at the recommended 
price. And every time I sold a car, 
in effect I handed the customer a 
thousand-dollar bill. 

“I lost the last of those cus- 
tomers just the other day when 
he told me he could buy a car 
from someone else for $25 less 





than any two New York evening papers combined ! 


Buyers of this illustrious import are 
also better prospects for the better price 


lines and all quality merchandise. 


And The News moreover delivers more 
readers in families with $10,000 and up 
incomes, more in the $5,000-plus bracket, 


more owners of air-conditioning units, more 


home owners, more families with children, 


more bondholders and stockholders, more 


customers for better goods and volume! 


In the nation’s richest market, 


The News 


with 4,780,000 readers daily delivers most 
buyers and prospects—because it has most to 


deliver! Ask for all the facts. 














The News, New York’s Picture Newspaper. . . 


with more than twice the circulation, daily and Sunday, of any other newspaper in America... 


price, it is the accepted practice to 
sell for less. So if there ever comes 
a time—he doesn’t see it coming in 
a hurry—when the market price is 
higher than the recommended price, 
he is going to sell at the market 
price. 

He figures that his customers 
will accept the practice just as 
they accept buying stocks or 
bonds or anything else at the 
market. 


At least, he says, he won’t lose 
any more customers than he lost 
by selling cars for $1,000 less than 
the market. 

That, of course, is a view tinged 
by the present. If every dealer had 
adopted the practice of selling cars 
at the market in those years, it is 
quite possible the manufacturers 
would have adopted the policy of 
selling cars to dealers at the mar- 
ket less the normal markup. 

* > + 


Backshop Engineers 


aa back to the present, he 
sees a major change in service 
as well as selling. 

For example, his shop hasn’t had 
a major engine overhaul in the last 
three months. Heaviest work these 
days, he says, is on automatic trans- 
missions. 

Incidentally, he is glad for the 
change. If the new and more 
trouble-free engines had not come 
along, dealers would have had to 
have tremendous shops in order 
to keep their service operations in 
relations to greatly expanded 
sales. 

To his way of thinking, the trend 
in dealer shops is toward the need 
of more highly skilled workmen— 
approaching the engineering level. 

This presents the problem of up- 
grading compensation. Now, in his 
view, the shop men, equipped with 
a multitude of tools, get less than 
the plumber equipped with a 
wrench, and yet the plumber’s com- 
pensation is higher. 

He hasn’t got the answer to 
this one yet. Just one that the 
industry will have to meet. 

His shop, by the way, is kept busy 
largely with tune-ups, light work 
and electrical work. 

= . > 


Backbone of Dealership 


Anorum experience he would 
like to share is that of giving 
increased attention to the office 
staff. At one time he looked at the 
office as a necessary evil—part of 
the cost of doing business. 

Recently, however, he adopted 
a policy of providing incentives to 
the office staff, which, he said, 
spruced up the dealership. He 
found the office was the back- 
bone of the whole operation. 

Shortly after he adopted the 
policy, one of the office workers 
showed him how he was pouring a 
tidy sum down a rat hole each 
month. 

“Why didn’t she tell me before?” 
he asked, and then suggested an 
answer: 

“Guess she just didn’t care.” 

Maybe that’s a much-overlooked 
secret of working with people: 


Make them care. 
o * a 


Easy-Term Argument 


ANY dealers are reluctant to sell 
on terms longer than 30 
months, but one gave us an argu- 
ment on that. He says he is letting 
a lot of cars out on 36-month paper, 
and, to his way of thinking, in some 
cases it is a lot safer than shorter- 
term paper. 
“Most repossessions,” he said, 


to find the car back on my hands 
than if I had made the payments 
easier over a longer term. 

“And this business about 36- 
month paper keeping the buyer out 
of the market too long is a lot of 
bunk. Many customers move, and 
many customers trade again long 
before running out the payments.” 


MOTOR | 
MASTER 
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CENTRAL REGION: 
Cleveland District Mgr., George F. Walters 
N.B,C. Building, Cleveland 14, Ohio 
TOwer 1-0800 
District Mgr., Harley F. Riley 

6200 West Warren Avenue, Detroit, Michigan 
TYler 8-9822 
Columbus District Mgr., John H. Scharnhorst 

Beacon Building, 50 W. Gay St., Columbus 15, 
Ohio, sateen 8-5251 


ee Hiller A. Pries 
414 Guaranty Bldg., 20 N. Meridian St., 
Indianapolis, Indiana, MElrose 5-5421 


aa tee REGION: 
New Oelee Ennead Tedeentat Ca —. P. PO. Box 27, 


Needham Heights 94, Massachusetts 
NEedham 3-5705 
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new member of the Ford Family of Fine Cars 


New York District Mgr., Patrick A. Brescia 
158 Linwood Plaza, Fort Lee, New Jersey 
WIndsor 4-5500 


Philadelphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. Sylvester 
The Romax Bldg., 731 James St., Syracuse, 
New York, GRanite 4-7551 


Washingten District ns Emerson Planck 
Insurance Bldg., 2116 Wilson Blvd., Arlington, 
Virginia, JAckson 4-2400 


MIDWEST REGION: 
Chicago District oe: D. Edward Manning 

1900 Esquire Bidg., 65 East South Water St., 
Chicago 1, Illinois, ANdover 3-7788 


THE CAR AHEAD IS EDSEL 


An one shalt 


e star Edsel deale 


Parts Depots 
Assembly Plants 
District Offices 

Regional Offices 


Yeap 


Des Moines District Mgr., Louis A. Wehde 
300 Fleming Bidg., Sixth and Walnut, 
Des Moines, lowa, ATlantic 8-2165 


Kansas City District Mgr., Ellwood S. Gross : 
4141 Broadway, Kansas City, Missouri 
VAlentine 1-6051 


St. Louis District Mgr., A. E. Jacobsen 
Meramec Bldg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 


Twin Cities District Mgr., Chet W. Johnson 
3033 Excelsior Blvd., Minneapolis, Minnesota 
WAlnut 7-8421 


SOUTHERN REGION: 


tlanta District Mgr., Roy A. Blount 
1330 West Peachtree St., N.W., Atlanta 9, 
Georgia, TRinity 5-8721 
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Dallas District Mgr., Robert J. Sanford 
1120 Mercantile Securities Building, Dallas |, 
Texas, Riverside 1-3171 


Houston District Mgr., George O. Simmons 
211 Melrose Building, Houston, Texas 
CApital .8-7571 


Jacksonville District Mgr., J. D. 
915 Prudential Building, on ville, Florida 
EXbrook 8-1581 


District Mgr., William W. Sugg 
1200 Edway Building, 147 Jefferson Aves 
Memphis, Tennessee, JAckson 5-5601 


New Orleans District Mgr., Claiborne H. Weigané 
330 1.B.M. Building, 2640 Canal Stree, 
New Orleans, Louisiana, RAymond 9041 
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Florida 
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WESTERN REGION: 
Denver District es Harry M. Pritchard 

Detroit Building, 2727 E. Second Ave., 
Denver 6, Colorado, DUdley 8-4171 


Los Angeles District Mgr., Paul W. Pursiey 
91 So. La Cienega Bivd., Beverly Hills, 
California, OLympia 2-944 


Francisco District Mgr., Wallace E. Boyer 
209 World Trade Center, San Francisco 11, 
California, YUkon 6-5403 


Seattic District Mgr., Richard J. Slewers 
521 Second Ave., West, Seattle 99, Washington 


MUrdock 7920 
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No other dealers will be better served — faster or more effectively 

than Edsel dealers. And this is only one of the important facts 

that make selling the Edsel an historic opportunity. The Edsel is the first 

car ever created specifically for the most profitable section of the car market. 
The Edsel is backed by the experience and facilities of the Ford 

Motor Company and represents an investment of over a quarter-billion 
dollars. Clearly the Edsel is slated to become one of America’s 


most important cars. 


How Accredited Edsel Dealers will be selected 


While our initial dealerships will only number around 1,500, we now 

have over 4,100 inquiries on file. However, we are well aware that except for 
the car itself, nothing will affect the Edsel’s future more than the 

caliber of the men who become Accredited Edsel Dealers. We are determined 
therefore to secure the strongest group of dealers a new car has ever had. 


The purpose of these advertisements is to make certain that we 


reach all qualified men: 


Men who have the capacity to do things better than they’ve 
ever been done before — because this is the whole philosophy 


behind the Edsel automobile. 


Men who have the character that secures friendly cooperation from 
employees and trust and goodwill from customers. 


Men who have or can obtain the capital it takes to do this job right. 


If you are such a man, or if you know of such a man, we urge you, 
in your own interest, to get in touch with our nearest 
Edsel District Office as soon as possible. 


EDSEL DIVISION @ 


FORD MOTOR COMPANY 


DEARBORN, MICHIGAN 
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AUTOMOTIVE WASHINGTON 


Study of Brakes Shows 


Improvements Unlikely 


By William Ullman 

Washington Correspondent 
RAKES in motor vehicles “have gone about as far as 
they can go.” So conclude the engineers responsible for 
the latest Bureau of Public Roads study of the stopping 
ability of cars and trucks. A newly published report on the 
study covers vehicles selected at random from 1955 highway 


traffic. 
Earlier brake studies were 
conducted by BPR in 1942 


and 1949. The 1949 study revealed . 


plenty of improvement during the 
preceding seven years, but the 1955 
study shows little improvement 
since then. 

It looks as if the research men 
have reached a point of diminishing 
returns in brake design. 

Commenting on this lack of im- 
provement, BPR predicts that the 
wide gap between the stopping 








ability of a car and a giant truck 

ulti won't be closed 
much in the near 
future. 

This wide range, 
the bureau adds, 
must be recog- 
nized in highway 
design, vehicle 
regulation and 


activities, 


age braking dis- 


tance for a passenger car going 20 
miles per hour was 20 feet. This 
was only a foot less than it took to 
stop in 1949. Back in 1942, however, 
it took 25 feet for the average car 
to halt. 

But BPR engineers found that 
a three-axle truck required 39 feet 
to come to a stop from 20 miles 
per hour in 1955. The average truck 
in 1949 stopped in just 37 feet, In 
1942, however, it required 54 feet. 


There were some exceptions to 
the lack of recent improvement. 
Three-axle truck-tractors with 
two-axle semitrailers and truck- 
tractors with semitrailers and full 
trailers (five, six and seven axles) 
decreased braking distances dur- 

both seven-year periods. 
Whether they will show so much 
improvement before the next 
study in 1960 seems doubtful, 
however. 
Several incidental findings of the 
study offer some tips for dealers 
interested in truck service, For one 


thing, regional differences in brake | 


performance emphasized the need 
for more frequent brake main- 
tenance of vehicles which travel 


driver training| over hilly or mountainous terrain. 


Swerving, described ag “uncon- 


In 1955, the aver-| trollable lateral movement of the 


vehicle when the brakes are ap- 





plied,” is still a serious problem in 
passenger cars and very light 
trucks. In 1955, 28 percent of the 
cars swerved and 29 percent of 
the light trucks. 

This problem of zero pedal re- 
serve has been pretty well licked, 
however, Pedal reserve is the dis- 
tance between the floorboard and 
the back of the brake pedal at the 
end of an emergency stop. When 
reserve is “zero,” the pedal is flat 
on the floor. 

In 1955, only 3 percent of the cars 
checked had this deficiency, com- 
pared with 41 percent in 1942, BPR 
said this reflects improvements in 
both maintenance and design of 
braking systems. 

a” +. + 


Congress Not Consistent 


lg ye ml can accuse Congress of 
being consistent. 

The House, after spending most 
of this session complaining about 
the size of President Eisenhower's 
budget, has asked for an increase 
of more than $5 million in its own 
budget for fiscal 1958. 


But the House insists it needs the | 


money for serious, sensible expendi- 
tures. 

Here are some of the budget in- 
creases — not totals — which the 





aa 
House says it can’t get along 
without: 

For more phone calls and 
grams, some of which will assure 
constituents the budget will be cut 
— $25,000. 

For additional employes o 
standing committees, some of 
which will look into Administra. 
tion spending—$250,000, 

For more printing, including 
| Speeches denouncing the high rat, 
of Federal spending—$800,000, 

For folding documents, including 
speeches promising tax cuts, ete— 
$20,000. 
* * * 


|Predictions Miss Mark 


_— RISKY to make predictions 
|= particularly if somebody remem, 
bers what you said. 

| In a recent address, Edwar 
Margolin, assistant to the under. 
| secretary of commerce for trans. 
| portation, recalled that he had geen 
|a@ movie on “postwar planning” back 
in 1944, It depicted American life ag 
| it would be in 1954. 

In this “typical American 
family,” Margolin recalled, Mother 
played records of a crooner to 
give her children a bit of the 
past. The kids were disgusted by 
such low-brow music. 

Junior was humiliated because 





~|Dad’s airplane was out of whack 
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MORE 


ENGINEERS AND 


“Ff o 7 


BUILDERS OF OIL 


t 


acteristics and 


STEERING 


Vickers’ new VT-27 model pump sup- 
plies the power for steering Mercury's 
luxurious 1957 Turnpike Cruiser. This 
pump has excellent performance char- 


a compactness that 


simplifies space problems. 
The VT-27 design incorporates a 


ICKERS. TYPE VANE PUMPS than all other makes 
combined are used for HYDRAULIC POWER STEERING 


HYDRAULIC 


pressure lubricated sleeve type bearing 
in place of the previous ball bearing, 
reducing cost without sacrificing per- 
formance, sound or life characteristics. 
Advance-minded engineering like this 
is one of the reasons why more and 
more automotive manufacturers are 


selecting Vickers power steering pumps. 


VICKERS INCORPORATED 
DIVISION OF SPERRY RAND CORPORATION 
AUTOMOTIVE PRODUCTS DEPARTMENT 
MOBILE HYDRAULICS DIVISION 
ADMINISTRATIVE and ENGINEERING CENTER 
DEPARTMENT 1532 @ DETROIT 32, MICH. 


7742 


EQUIPMENT SINCE 1921 


and he had to use the family car 
| an outdated vehicle used exclusively 
| by the elderly and handicapped. 
What really happened? The year 
| 1954 was a prelude to the biggest 
car sales year in history. It was algo 
|the year that the old fashioned 
|crooner won an Academy Awari, 
Margolin said. 
* ” * 

Standardization to Rise 

UTOMATION alone isn’t going 
to be the salvation of anybody's 
economy, warned W. R, G. Baker, 
General Electric vice-president, in 
a recent address. 

Automatic machinery, he said 
will have to go hand in hand with 
increased standardization, if it is 
going to be effective. 
| In most cases, Dr, Baker added, 
“standardization means simplifica 
tion.” 

He deplored the fact that 
simplification is frequently op- 
posed by the people who could 
profit most by it. 

Pointing out that U. S. population 
will probably swell to 200 million 
in the next 10 years, he warned 
that industry must be ready to 
produce 40 percent more goods and 
services with only 14 percent more 
workers. 

That means more automation, he 
said, and more simplification. 

> * = 





Wheels Now Have to Stop 


ROM now on, Peruvian govern- 

ment officials will have to stop 
for red lights. according to the 
International Road Federation. 

One of the first acts of Peru's 
new president, Manuel Prado, was 
to dispense with green license 
plates. The green signified “gov- | 
ernment” to police and meant 
“hands off.” 

Taking advantage of the immv 
nity, the Peruvian motoring aristoc- 
racy has been breaking every la¥ 
on the books for years. 


as 

Ghana Ahead on Roads 

HANA, the world’s newest coul- 

try, has a head start as far # 
roads go on some of the globe's 
older democracies, The Africa 
republic, formerly the Gold Coast 
inherited a 1,000-mile primary 
system and a 500-mile secondary 
road network. 

As a result of its recent highway 
program, the number of motor Vv 
hicles in Ghana have trebled sinc 
1947, There are now some 30,00) 
cars and trucks, 50 percent d 


which are commercial. 
as 


* * 
C of C Discusses Profits 


MwMost people think profits from 
business amount to about % 
percent of sales, according to ! 
report just released by the U. § 
Chamber of Commerce. But people 
also believe a “fair” profit would b 
about 10 percent of sales, the report 
adds. 

The actual profit per dollar of 
sales in American industry, how- 
ever, averages 5 percent or less, 
says the chamber, about half 
what the public considers fait. 

These facts and many others af 
included in a new Chamber 
let, “Profits—Something for Every 
one.” It looks like a valuable soure 
of material for speakers on busine 
all over the country. 
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$250,000 research job 


Get the 1957 Consolidated Consumer Analysis— 
product use, brand position and trends 


The 12th annual edition of The Consolidated Consumer 
Analysis brings you a nation-wide picture of shopping 
habits with 23 market comparisons in 125 different 
product classifications and thousands of brands, a three- 
year trend in product use and 1957 median product use. 


FOOD PRODUCTS: All-purpose shortening, 
baby foods, bacon, coffee, cake mix, 
pancake and waffle mix, dog food, 
flour, frozen foods (beef, chicken 
and turkey pies; fruit, berry and 
cream pies; vegetables; fish sticks), 
frozen orange juice, margarine, 
soda crackers, tuna fish. 


SOAPS, ALLIED PRODUCTS: Bleaching fluid 
and powder; laundry starch, scour- 
ing cleansers; soaps and cleaning 


SUBJECTS 


agents for dishes, fine fabrics, laun- 
dry, walls and woodwork; floor wax. 


DRUGS, TOILETRIES: Antacids, deodorant, 
facial cream, facial tissues, hair 
spray, hair tonic and dressing, hand 
cream, hand lotion, lipstick, head- 
ache remedies, home permanent 
waves, shampoo, electric shavers, 
shaving cream, tooth paste, toilet 
articles in grocery stores. 


This 130-page digest also includes basic data on popu- 
lation, households, income, retail sales and newspaper 
circulation—including data on two new members of the 
Consolidated group—the Denver Post and Wichita Eagle. 


COVERED 
BEVERAGES: Beer, wine, soft drinks. 


MISCELLANEOUS: When most groceries 
are bought, housewives working, 
family income, composition of 
family, shoes, girdles, brassieres, 
cigarets, paper towels, paper nap- 
kins, toilet tissue, aluminum foil, 
air line travel, vacation plans, out- 
board motors. 


AUTOMOTIVE: Automobile ownership; 
c to buy in 1957, new and used, 

by make; own second car; gasoline, 
motor oil, tires. 


HOME APPLIANCES: Washing machines 
and dryers, dishwashers, refriger- 
ators, food freezers, power mowers, 
cooking utensil preference by type 
of material, home owners, painting 
done in 1956, carpets, rugs and 
sheets bought in 1956. 





Get your copy from one of these newspapers or their representatives 


Chicago Daily News 
Cincinnati Times-Star 
The Columbus Dispatch-Ohio State Journal 
Denver Post 
Duluth Herald and News-Tribune 
The Fresno Bee 
Honolulu Star-Bulletin 
The Indianapolis Star and News 


Long Beach Independent and Press-Telegram 

The Milwaukee Journal 

The Modesto Bee 
Newark News 
The Omaha World-Herald 
Oregon Journal (Portland) 
Phoenix Republic and Gazette 

Portland (Me.) Press Herald-Evening Express 


The Sacramento Bee 


The Salt Lake City Tribune 
and Deseret News: 


The San Jose Mercury and News 
The Seattle Times 
St. Paul Dispatch and Pioneer Press 
The Washington Star 
Wichita Eagle 
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New-Car Dealers 
Fight Auction in 


Oklahoma City 


OKLAHOMA CITY.—At the re- 
quest of new-car dealers here, the 
City Council has postponed until 
the last week of May, a hearing on 
@ proposed new ordinance to legal- 


ize automobile auction sales in|; 


Oklahoma City. 

Such auctions now are 
within the city. 

R. T. Scott, a Chevrolet dealer, 
told the council that new-car 
dealers had not received ample 
advance notice of the council’s in- 
tention to consider the ordinance 
and wanted time to prepare opposi- 
tion testimony. 

The proposed new law apparently 
was suggested after an auction 
firm was brought inside the city 
limits through annexation and re- 
ceived notice that further operation 
would be illegal. 

The stop order originally was to 
go into effect May 15, but was post- 
poned until May 28 to await the 
council’s action on the proposed 
law. 


illegal 





Ford Receives Award— 


Fletcher N. Platt, left, traffic safety and 
highway improvement department man- 
ager, Ford Motor Co., accepts on behalf 
of the company a merit award from the 
California Vision Conservation Institute, 
presented by Dr. L. E. James, VC! director. 
The award honored Ford's engineering 
and crash research. 





How They're Pushing Sales .. . 





Dealer Ad 


Service in Spotlight 


i A full-page advertisement, Nor- 
folk Motor Co. (Oldsmobile- 


Cadillac), Norfolk, Va., showed pic-| 


tures of backshop operations and 
said, “Here’s why Norfolk Motors 


can give you the best in auto} 


service.” 


Copy continued: “A modern plant, 
modern equipment plus honest-to- 
goodness ‘know-how’ saves guess- 
work and costly labor to give you 
scientifically accurate service at a 
real savings.” 

Displayed prominently in Nor- 
folk’s advertising is the company’s 
tag line—“A list of satisfied cus- 
tomers 23 years long.” 

* * * 


The Small Sell 


MALL-SPACE ads can sell—and 
certainly attract reader interest 
—when they begin with such news- 
worthy items as: 
“Broken Headlamp, Ark. — Sam 
Slaughter, self professed Hit-and- 


Ideas 


| run driver who made a fortune sell- 
ing the advertising space under his 
car, surrendered voluntarily to 
police here yesterday.” 


A liberal dash of humor fia- 
| vored with a mild blending of 
| sell adds up to a tasty dish for 
the reader and for Shortman 


Ex-Dealer Sawyer Asks 
Release from Prison 

MILWAUKEE.—Walter J. Saw- 
yer, former Milwaukee auto dealer 
serving a one-to-two-year term in 
State Prison for bribing an alder- 
man, is seeking his release on pleas 
that he was mentally ill and physi- 
cally fatigued. 

The pleas were presented by at- 
torney Carl R. Becker and Dr. Mor- 
ris Kretchmar. The doctor said he 
had been the Sawyer family physi- 
cian 27 years and that Sawyer had 
been under his care for three or 
four years before he went to prison. 








KNOW TH 


AUTOMOTIVE eats 





— FACTS ABOUT 


The trade-ins that move fast off the used car lots are the 
ones that have kept their good looks—the ones equipped 
with stainless steel brightwork. 


Shinles Stl. INCREASES RE-SALE VALUE 


No other trim material offers so many advantages. 
Stainless steel never needs plating or other special 
surface-treatments. It’s tough, inherently strong . . . 
provides maximum resistance to denting and abrasion. 
It offers the highest resistance to corrosion of any com- 
mercial metal. 





THERE 


IS A BIG 


Stainless never fades from sun or weather. Never 
shows its age. Keeps its original showroom shine. 


Reconditioning costs of automotive trim made from 
less versatile metals is tremendously expensive, if not 
prohibitive. Remember, stainless steel makes it easier 
to recondition cars for re-sale. 


Know the facts. Then sell the competitive advantage 
only stainless steel trim gives you. 


REPUBLIC STEEL 


GENERAL OFFICES « CLEVELAND 1, OHIO 


DIFFERENCE 


IN BRIGHT TRIM 


INSIST UPON STAINLESS 








_—, 

Motors, Inc., Kansas City Dodge 

dealership. 

“We're a comparatively ney 
dealership in the Kansas City area» 
says Bob Cloughly, sales m 
“We were faced with the problen 
of advertising in a newspaper fy 
of very large ads, each competing 
for the reader’s attention.” 

The problem finally resolved itself 
into a series of comment-provokj 
ads. Surveys show that reade, 
look for the one-column by fo 
inch ads just as they turn to, 


favorite column or cartoon, 
* * * 


Tradeins on the Hoof 


————— tradeins, as we 

as the four-wheeled variety, ay 
welcome at Medina Motors, Medin, 
O. 

“More dealers ought to take live. 
stock in trade,” says Edward p 
Hodge, Medina owner. “What's , 
guy going to do if he has a nig 
heifer or pig, but is short on cagh 
for a downpayment?” 

Hodge wholesales a lot of his 
tradeins. “Pigs and cattle are a 
good as cash,” he declares. “They 
go straight to market.” 

And there’s an added dividend 4 
one-horsepower model recently gaye 
birth to a never-titled, completely 
equipped, two-tone colt. 

How many 300-horsepower trade 
can do that? 


37,007 Car Buyers 
In Denver, Reports 


Consumer Survey 


DENVER.-—There are 37m 
families here that plan to buy a car 
in 1957, according to a consumer 
survey conducted by the Denver 
Post. More than half (53.1 percent) 
plan to buy a new car. 

Preferences by make, according 
to the survey, are Chevrolet, 223 
percent; Ford, 18.6 percent; Plym- 
outh, 9.3 percent, and Buick, 68 
percent. 

The survey reported that 93.8 per- 
cent of Denver’s families own one 
or more cars with 30.8 percent in 
the two-car or more category. 

Slightly more than half (50.7 per- 
cent) were new-car purchases 
Leaders are Chevrolet, 24.1 percent; 
Ford, 17.5 percent; Buick, 9.2 per- 
cent, and Plymouth, 7.8 percent. 

In the $10,000-per-year income 
class, which the survey said com- 
prises 9.7 percent of the familie, 
65.5 percent own more than one 
car. 

Firestone is the leader among 
tires with a preference rating o 
20.9 percent, followed by Goodyear 
(19.3 percent) and Gates (141 per 
cent). 


Willys Slates 
Tokyo Confab 


TOLEDO.—Spurred by success o 
sales conferences in Latin America 
and Europe, Willys-Overland Er 
port Corp. will hold its first Fa 
East sales conference May 27-29 in 
Tokyo. 

Willys distributors, manufactur 
ing representatives and dealers 
from 14 countries are expected & 
attend the three-day affair. Host 
for the conference will be Mitsr 
bishi Heavy-Industries, Reorgal 
ized, Ltd., manufacturer of Willys 
vehicles in Japan, and Ryows 
Motor Sales, Tokyo distributor. 

The Far East represents a $% 
million annual market for Willy 
and sales there in 1956 ran abou 
32 percent ahead of 1955, J. © 
Delaplain, vice-president and gem 
eral manager, said. Reopening @ 
the Suez Canal is expected to stim 
ulate 1957 sales, he added. 

Countries to be represented it 
clude Japan, Thailand, Formos 
Burma, South Korea, Singapott, 
Guam, India, Okinawa, Philippine, 
South Viet Nam, Pakistan, Ceylo 
and New Caledonia. 


Jaderquist Book Tells 


How to Build Hot Rods 


NEW YORK. — “How to Buili 
Hot Rods,” by Eugene Jaderquist 
has been published by Arco Pub 
lishing Co., 480 Lexington, Ne¥ 
= The 144-page book is priced 
at $2. 

The book has more than 300 pho 
tographs and illustrations, inclué 
ing a pictorial review of what thé 
author calls the best hotrods of th 
year. 
















FULL 1 YEAR 


“| “High man’ for profits— Ay 


LOW MAN 


cent) 


=| in car warranty rates! 


your pocket. The uncertain shopper be- 
comes a convinced buyer when he’s assured 
of RTC’s full one year protection against 


‘per: Sure, we're "low man on the totem 
pole" and not the least bit chagrined, 
~w because we're “high man” too . . . in 


Pome profits for you. Although most auto war- 


ranty companies have increased their rates, 
RTC is maintaining its low, low rates 
without skimping one iota on coverage 


major mechanical defects. What’s more, 
RTC-guaranteed used cars command top 
prices, have fewer repossessions and relieve 
you of service headaches after the sale. 


























year or service. 

Pick a winner! Join the swing to Amer- 
ica’s fastest growing auto warranty service 
— Registered Tested Cars — still the 
lowest priced and finest complete auto 
warranty coverage available. 


Here's a bona fide “bargain” if 
there ever was one. RIC with its 
low rates still gives you strong selling 
ammunition that means extra money in 


RTC GUARANTEE 


Covers the following mechanical repairs for parts and labor: 


MOTOR © CLUTCH © REAR AXLE © STEERING © BRAKES 
STANDARD TRANSMISSION °*© AUTOMATIC TRANSMISSION 


Valid throughout the U.S.A. © No mileage or lubrication restrictions 


BACKED BY A NATIONALLY KNOWN INSURANCE COMPANY 










WHAT THE RTC PLAN DOES FOR AUTO DEALERS 


. . . 
ore @ Increases your sales volume . . . melts customer @ Builds customer confidence and good will... 


MAIL COUPON TODAY! 





ines, resistance . . . insures quicker, easier sales. eliminates after-sale complaints. 
ylon 5 : @ Creates new business . . . satisfied customers Registered-Tested Cars, Inc. 557 § 
@ Stimulates your used car sales by dynamic local mean recommendations and repeat business. 122 Brighton Avenue, East Orange, New Jersey i 
newspaper advertising placed by RTC. @ Pre-determines your profit by eliminating Gentlemen: 


after-the-sale service losses. 


used cars bearing @ Supercharges your sales force and advertising 
with irresistible selling features. 


We are interested in the RTC plan. Without obligation, 
kindly forward full details about the low cost RTC Auto 
Dealer Franchise Plan. 


@ Increases your profits... 
the RTC seal bring top prices. 


Dealer 


Title 
REGISTERED-TESTED CARS, INC. 
The Nationwide Auto Warranty Service 
Home Office: 122 Brighton Avenue, East Orange, N.J. 


Address 
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City & State 
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George! 

It says here that day and night 
more people 

watch the other network! 








That’s right, Gracie. It’s not true. That’s right. What’s right? More people watch 5 N 
them less—and e 


More people watch 
the shows on our more people watch § s 
network our shows more. 


You see, Gracie, 
there are really two 
ways of looking at 
television— 





I like the X people § Never mind what you Sure I’m listening. Let’s get to the point. Oh George, you’re You wanted to V 
better. like. What counts is I was just thinking . beginning to talk like know who’s biggét 
that the sponsor likes about Harry. ~ eee Madison Avenue, didn’t you? 
the Y people. I suppose he likes that is 36% larger oe athe s 
Are you sure you’re the Y people just during the day and —_— 
listening, Gracie? because they watch 19% larger during Why are you telling 
little old Harry. the night than the ‘me all this? 


other network. 











watch 5 Now really, George It has nothing to do I'd say they were a Never mind that. Just You meantheyeven Exactly. 





d everybody knows with squinting. pretty shifty bunch. _ pay attention. watch Harry Von — That’s the difference 
— some people squint. One way of watching The second way of re selling between X viewing 


television is to tune in watching is to stay and Y viewing. 


ie, occasionally during tuned in during the The X viewers may 
two the course of a week average minute of the 

; or may not see Harry. 
g at —maybe just for two average program. But the Y viewers 


seconds, or for two 
minutes, or perhaps 
even a half hour. 


Let’s call this X-type 


Let’s call this Y-type 
viewing. This kind of 
audience is around 
when you need them. 


actually do see him 
—in fact, 30,144,000 
every week. Get it? 


viewing. 





Biggerthan what? __ Bigger than any other But who’s the bigger Gracie; you weren't 
single advertising network? listening. 
medium in the whole 
world. 


Well, who is bigger? We're both bigger. 





(What George didn’t tell Gracie is that the other network’s claim is based 
on a year-old Nielsen station coverage study showing a lead of 00.4%. 
But then, George was never one to haggle 


“er vtucin dione) CBS TELEVISION © 
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Ford Alumni Elect Officers— 


Ford Merchandising School alumni from Ford's 10-state central region elected 
new officers recently at a reunion in Biloxi, Miss. Richard R. Smith, left, Raytown, 
Mo., new president, and Herbert A. Lewis, right, Fayetteville, Ark., secretary-treasurer, 
are shown with Robert F. Leonard, central regional sales manager. Richard J. Mc- 


Fayden, Omaha, vice-president, is not pictured. 











| How Nation's Salesmen Meet... 





Practical Problems of Selling 


A B. CHAMBERS, president of 
¢ Chambers Motor Co. (Ford), 
Des Moines, annually calls on a 
lesson he has learned years ago 
about selling automobiles to farm- 
ers. “It works virtually every 
year,” he says. 

Selling to farmers is an im- 
portant part of every Midwest 
dealer’s business, even in cities 
like Des Moines with 200,000 
population.” 


“When things are a little slow 


in January or Feb- 
ruary and particu- 
larly when we hit a 
bad, cold blizzard- 
dominated day with 
nobody moving who 
doesn’t have to, I 
recount this lesson I learned as 
a sales manager for a Waterloo 
(Ia.) firm about 30 years ago,” 
Chambers says. 

“Prospects for sales seemed 
mighty poor as I drove to the 
office in a snowstorm that morn- 


Sales 


Case 
History 





ing. But an idea hit me. It worked 
that day and it’s worked once or 
twice annually ever since, 
aa * * 
“y TOLD our salesmen that 
farmers wouldn't be doing 
much that day except sitting 


| around the stove between the 


morning and evening chores. 


| “They would have time to talk, 


and a salesman calling on them 


Chrysler Executives, 


MoPar Men Confer 


CENTERLINE, Mich.-—Managers 
of Chrysler Corp.’s parts and acces- 
sories plants and depots attended a 
series of meetings at MoPar head- 
quarters here last week. 

The group was addressed by W. 
C. Newberg, Chrysler Corp. group 





vice-president — automotive; R. P. 
Laughna, director of corporate 
production planning, and H. Haild 
Zeder, director of parts and acces- 
sories supply operations, 








“RETAILER OF THE YEAR” 


Proves Sales-Winning Power of Alemite Brand! 


Wh dL ad 


Top Retailing Award in automobile dealers’ category goes to De Nooyer Brothers, 
Inc. for outstanding presentation of Alemite and other advertised brands during 1956. 
Mr. De Nooyer accepts plaque from H. E. Abt, president of Brand Names Foundation. 





Mr. Jerry De Nooyer, president of De Nooyer 
Brothers, Kalamazoo, Michigan, honored by the 
Brand Names Foundation, as “Automotive Retailer 
of the Year.” Mr. De Nooyer says: “The Alemite 
brand name not only brings us a consistently high 
volume of lubrication sales, but also helps us sell 


more new and used Chevrolets.”” 





Alemite 5-Year Guarantee Plan is just one 
of the many Alemite merchandising aids Mr. De 


Nooyer uses to keep customers coming back! 


Alemite—the Brand Name of Consumer Fame 






(CHEVROL iY 


= gg} 
ATT) ae | 


———— —— 


Here’s more evidence that dealers are earning 
high, steady profits with Alemite brand name 
lubrication equipment and lubricants. 
Modern, efficient Alemite lubrication equip- 
ment tells customers they’re getting up-to-date 
service ... Alemite lubricants assure them the 
finest protection for their cars. And to back 
these products, Alemite gives dealers a strong, 
proven sales plan that means more service 
volume, better customer relations, more cus- 





ALEMIT 


REG. U. S. PAT. OFF. 


Division of STEWART-WARNER CORPORATION 


T= ...Gets Sales Results for Dealers! 


tomer traffic leading toward more car sales. 

A few of the powerful promotional aids 
Alemite offers dealers are: - 5-Year Unlimited 
Mileage Guarantee + “Gas, Gaskets and Glam- 
our” car-care school for ladies - Proven cus- 


tomer follow-up systems ° 


Hard-hitting 


mailings, hand-out folders and displays! 

Write Alemite today for complete informa- 
tion on a profit-proved Alemite sales program 
that gets sales results for dealers! 


Dept. AP-57, 1850 Diversey Parkway 


Chicago 14, Illinois 











would have the field pretty much 
to himself since there wouldn 
be a lot of other salesmen tryin, 
to interest the farmer in thejr 
products. 


“Well, those salesmen hustled 
on their overcoats, buckled 
their overshoes and headed for 
the nearby farming territory, 
The idea clicked. We sold 1g 
new cars that day, 2 record for 
the firm. 


“So when we get a bad, cold 
snowy day our salesmen head for 
the farms instead of Sitting 
around the display room dialing 
the telephones and wishing some 
customer would come in. 

* * * 


a ig WORKS every time, not for 

18 cars each time but usually 
for enough to turn a slow Jany. § 
ary or February into a fairly 
creditable month. 


“You don’t have good months 
in the automobile business in the 
Midwest unless you sell to farm. 
ers—so why pass up your best 
prospective day just because it’s 
mean and cold outside? That's 
when the farmer has the most 
time to listen.” 

Chambers, an automobile sales- 
man or dealer since he returned 
from France after World War I 
has been a successful Ford dealer 
since the early 1920. 


40 Years a Dealer, 
Buffalo’s Brost 
Sees a Good 1957 


BUFFALO. — Chester J. Brost 
(Dodge-Plymouth) has celebrated 
his 40th year in the automobile busi- 
ness and was honored at a dinner 
given by management personnel of 
the three corporations he heads. 


Besides the auto dealership, Brost 
heads De pendable Motor Parts 
Corp. and Lake Erie Dodge Truck 
Center, Inc. 


He started in Depew, N. Y., in 
1917 when he took over the business 
of Klepfer Bros. when that firm 
moved to Buffalo. In 1926, Brost 
started a one-car dealership in a 
new building in Lancaster, N. Y. 

Four years later, he bought out 
A. W. Haile here after Haile re- 
tired. 

Business in the first quarter of 
1957 has doubled from the same 
period in 1956, Brost said. He ex- 
pects 1957 to be his best postwar 
year and has set a 1,750-car goal. 

The youngest of his three cor- 
porations is the trucking concern 
which distributes heavy-duty trucks. 
It is the first such operation in this 
part of the country and one of only 
eight in the nation. 


Weiffenbach Gets 
New Borg Duties 


CHICAGO. — J. F. Weiffenbach 
has been appointed director of 
research and engineering for Borg- 
Warner Corp. 

Weiffenbach has been active in 
various phases of industrial man- 
agement for the last 23 years 
mostly in the Chicago area, He 
joined Borg-Warner in September, 
1956. 

Weiffenbach succeeds Henry M 
Haase, who was elected president 
and chief executive officers of 
Borg-Warner’s newly acquired 
York division, manufacture? 
of air conditioning and refrigera 
tion equipment. 











































































































































































































Sheffield Inaugurates 
Gauge-Check Service 


DAYTON, O. — Sheffield Corp's 
new Eli Whitney metrology labora- 
tory has inaugurated a contract 
service for checking and calibrating 
gauge blocks to maintain precision 
measurement standards in manu- 
facturing. . 

Louis Polk, president, said that 
in the past most manufacturers 
have relied on the U. S, Bureau of 
Standards to assist them in this 
work, He said Sheffield seeks to 
ease the burden on Government 
facilities and give industry fastef 
service. 





The most popular man in the automobile business 


today... the man who sells the Imperial 


This is the man in command of the hottest prestige car ever 
unleashed from Detroit—the tremendously popular 1957 
Imperial. The car he sells is scoring the greatest sales gains 
of the year in the fine car field. Imperial has already tripled 
its business in 1957! This is without doubt the car of the year 
—setting the pattern for many a year. Its power and beauty 
and flair have already made a historic mark, on the public 
and on the industry. If there is any one problem for the man 
who sells the Imperial, it is the blazing success of the Imperial. 
We would like to assure him that as fast as these magnificent 


cars can be made, he will have them... and he will sell them. 


CHRYSLER DIVISION, Chrysler Corporation, Detroit 31, Mich. 
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— — i $a 
standing decision to this 
rendered by a late higher court iq 


eae ss Lawsuits Affecting Dealers... the case of Ryan v. Zweck Co, @ 


N. W. (2d) 226. Here the tegg. 
mony showed that a man 


Court Decisions rei ones aos 


electrical equipment. 
















| By Leo T. Parker owned by dealers to other dealers One day Ryan was rendered mo. 
«| Attorney at Law must obtain a license under this mentarily unconscious by an eles. 
HIGHER court has held that an| state law. The court said: tric shock resulting from a . 


auctioneer who sells to dealers “Obviously this state statute was circuit in the sealed unit. He 

at auction automobiles owned by} enacted not only to afford protec- injured severely and sued both 
| other dealers is within the scope of | tion to every purchaser of a used dealer who sold him the equip: 
|a state law which requires dealers| vehicle, but with the purpose of and the manufacturer for dam 
in automobiles to | discouraging a constant fraudulent| In holding the manufacturer 
obtain a state li- commerce in stolen and mortgaged | ble for $2,098 damages to Ryan, 
| cense. vehicles.” |higher court said: “The evi 
For example, in * * * | shows that the sealed unit ca 












| Tri-State Auto | Sealed-Unit Liability meee “ee wy Ag 
eee W. am ENERALLY speaking, in suits|CPene® OF tampered with by agg 
468. ‘a state law against manufacturers for dam- | * * * 


was litigated ages to compensate customers for| Stepladder Breaks 








; ; . personal injuries or real property| 
. ; Sie Gecten, a damages the complaining party| ys higher court also expl 
Dodge Truck Launches Ad Campaign— partnership or | mau prove that the, manatoatures’s| te . manufacturer of an 
Road tests of Dodge trucks against competitive trucks will feature an advertising corporation shall neg nee resuite ns jury. calle ea median . 
and sales campoign which will run in many media during May, June and July. W. D. | engage in the bus- L. T. — | Otherwise there can be no — an’ tea ia Gur a a 
Moore, seated right, Dodge advertising and merchandising director, discusses the|iness of selling or manufacturing ery. On the other hand, a ae | eaahed secelinntens toma 
campaign with A. C. Thomson, center, Dodge advertising manager, and W. L.| motor vehicles without first having higher court held that when a fire| end aoie ap Gat anda 7S 
Kessinger, left, assistant advertising manager—-trucks. The national program is being a a om me ry ; tigation the saabtaben ta abe wethout axe seoer ‘aie senmued i tranepoctetial = 
inat by W. H. Gerstenberger, standing right, vice-president of Ross Roy, Inc., er considerable liti c e I 1 
eee a aunty tor Gog ong and “aebort G. Lyon, standing left, account| higher court held that auctioneers that he was negligent. not dislodge its parts so as to caum 


who auctioned used motor vehicles It is important to note the out- |4 Short circuit and subsequently 
snmnmeee <a . cause injuries to users. 

For comparison, see Heise ¥ 
|Clark Co., 71 N. W. (2d) 818. Ti 
| testimony in this case showed tha 
|a@ salesman was employed by a com 
| poration which sold automobile ag 
cessories. He called on a retal 
dealer to take an order for men 
chandise. 


It had been the salesman’s prae 
tice when making his calls 
make his own inspection of sup- 

plies on hand and by so 
| determine the items to be 
| on order. 


This salesman climbed onto 4g 
stepladder to count certain item 
that were on the top shelves. Th 
ladder broke and the salesman sug 
tained serious injuries and sued tht 
retail dealer and also the manufag 
turer for heavy damages. 


During the trial the testi 
showed that the ladder had beg 
purchased by the retail dealer nim 
months before the accident. ; 
lower court decided that the mang 
facturer was negligent in failing & 

| use an all-metal spreader or locking 
device and in using ponderosa pitt 
in the legs. 

The testimony showed that ponds 
rosa pine is weak and unfit for uw 
in making a strong and safe laddet 

* * = 


Manufacturer Liable 


7 jury held the manufacture 
liable to the salesman for $6,0 
| damages. The higher court @ 
| proved the verdict, saying: 

“Here we have the question 6 
whether there was negligence i 
construction in the use of the woe 
| ponderosa pine, upon which Ii 
| bility might be predicated, in con 
nection with a spreader or lockig 
device and legs as manufacture 
and put upon the market by Clam 
Co. (manufacturer). 


| “Having come to the conclusion 
| that there is evidence in the i» 
stant case to support the verdict 
we accordingly affirm.” 

The court refused to hold the 
tail dealer liable in damages to & 
salesman because negligence of 
retail dealer was not in any wa 
responsible for the injuries sul 
tained. 

However, this court explained thi 
the retail dealer may have be 
liable if he had stated to the sale 
man that the ladder was in firs 
class condition or otherwise sal 
for usage. 


executive. 
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KELSEY-HAYES POWER BRAKES 


Now Offered 


as standard or optional equipment 


SENS 


ET 


by America’s Leading 
Producers of Motor Cars 


Usury Kills Contract, 


Ark. High Court Rules 


LITTLE ROCK. — The Arkansi 
Supreme Court has ruled that 


Creer 


SP aE 


Power braking systems are just one of many diversified 





rod ured = automobile purchase contract i 
, we no oy Sey en = os 7 volving usury as defined in earli 
automotive industry—one of several major industries court decisions is subject to ca 
i i cellation, The Arkansas constitu 
served by Kelsey-Hayes Company, Detroit 32, Mich. ais ie teduiek an tn ane a 
interest. 


In the current case, suit for col 


tract cancellation was filed | 

Woodrow Jones, who had purchas 

a a car from Denzil W. Jones, 

dealer, for $957 after a trade 

allowance, The contract called f 


payment of $1,200 in 24 month 
installments, and the two-year ii 





Automotive, Aviation and Agricultural Parts « Hand Tools tor industry and Home. surance premium was $118, Jon 
15 PLANTS / Detroit and Jackson, Michigan; McKeesport, Pennsylvania; Los Angeles, California; Windsor, Ontario, Canada defended the contract by declaril 
Jackson, Michigan « Springfield, Ohio—2 plants—(SPECO Aviation Division) « Utica, New York—4 plants—(Utica Drop Forge 
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The Finest Products 
Made with Aluminum 





Pure 


REYNOLDS G23 ALUMINUM 
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ALUMINUM WHEEL COVERS can be fabricated 


and finished for 25¢ per cover less than a con- 
ventional finished steel cover. That’s a sav- 
ing of $1.00 per car. A saving for the indus- 
try of seven million dollars every year, based 
on estimated average automobile sales, 1957- 
1961, as reported in Fortune, November, 1956. 


Aluminum wheel covers offer “‘bonuses”’, 
too. They are strong, lightweight, rustproof. 
And they can be color anodized with the 
“gleam of gold” or clear anodized with the 
“look of sterling’’. Either way you get gleam- 
ing chip-proof, flake-proof finishes that cost- 
wise or beauty-wise can not be duplicated 
in other metals. 


Wheel covers are only one application 
where the automotive industry can cut 
costs, reduce weight, increase beauty by 
using aluminum. Grilles, instrument panels, 
emblems—all types of decorative trim inside 
and out—as well as countless motor parts, 
are proved applications for this modern 
metal. And for lighter, brighter tomorrows, 
aluminum bumpers, roof panels, rear decks 


and hoods are already stimulating the imagi- 
nation of the forward looking automotive 
industry. 

For aluminum mill products or for fab- 
ricated aluminum parts and trim, Reynolds 
Aluminum Specialists will be glad to work 
with you to help you get the very most from 
the aluminum you use. For details, call the 
Reynolds Office listed under “‘Aluminum”’ 
in your classified telephone directory. Or 
write Reynolds Metals Company, Fisher 
Building, Detroit 2, Michigan or P.O. Box 
1800-MU, Louisville 1, Kentucky. 


NOTE: Before you buy any part—hove it priced in aluminum. Basic material costs 
do not determine part costs. New techniques and processes—applicable only 
to aluminum—can give you a better product at a lower final cost. 


See “CIRCUS BOY"’, Reynolds dramatic series, Sundays on NBC-TV 


Reynolds Aluminum 
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Auto Personnel 


| Orville J. C. Noble and George 
is have been named regional 
.s-finance managers of Fedders- 

an Corp., responsible for the 
Sadders finance plan. Noble former- 
was assistant manager for the 
-finance Crosley division of 
WCO, and Edwards was a branch 
mager for Universal CIT Credit 


beckmun Names Hannan 


T> Automotive Sales Post 
| Dobeckmun Co., Cleveland, has 
mpointed J. M. Hannan to the 
ly created position of assistant 
manager, automotive prod- 


nan’s duties will be to de- 
op new end uses in the automo- 
industry for Lurex metallic 


Cleaning Hints 
Are Offered for 
Car’s Interior 


DETROIT.—Cleaning a car’s in- 
terior is a much easier job than it 
used to be, according to E. G, Mc- 
Donald, Chrysler Corp.’s supervisor 
of accessories development. 

Vinyl material now widely used 
for door panel and seat trim will 
gparkle after cleaning with a thick 
guds of neutral soap and warm 

r, he says. This should be ap- 

ed with a soft brush or sponge 

and cleaned off with a damp, soft 

loth. The surface should be wiped 
dry. 

A special plastic dye is available 
#%® cover any soiled spots on the 
Vinyl that defy the suds. 

McDonald warns that volatile 

ners—those that vaporize rapid- 
hould not be used because they. 
a cause vinyl or rubber material 
Mo harden and crack. 
. A firm whisk broom (and a firm 
iroke) or a vacuum cleaner will 
upholstery, while a foam-type 
F ner applied with a soft bristled 
wsh will remove most ordinary 
‘dirt, he says. 
' Stains such as ice cream, choco- 
late, grass, gum, grease and oil 
should succumb to dry cleaning 
fluid and spot removers made es- 
pecially for automobile fabric, he 
says. 


“When using these vaporizing 
fluids,” McDonald warns, “take care 
to avoid damaging foam rubber 
cushions underneath.” He suggests 
dipping the cleaning cloth into the 
solution and wringing it dry, then 
working from the center of the spot 
outward. 

Rubber composition carpeting can 
be cleaned with a whisk broom 

_ and soapy water. If the carpeting 

| is made of wool, it should be 

) brushed often with a broom or 
vacuum cleaner. 

Worn rubber floor matting can 
be replaced with color-matched 
rubber patches. If mats are still in 

) Ome piece, they can be brightened 
’ with a rubber finish. 

| A“flocking” material made of ad- 
» hesive and goat hair will fill worn 
’ Spots in carpeting. 


Chevrolet Expands— 


yarns and all other products manu- 
factured by Dobeckmun’s industrial 
division. His headquarters will be 
in Detroit. 


” * * 


Harris Named to Head 


Delco Equipment Sales 
Jesse T. Harris has been ap- 
pointed manager of the equipment 
sales department for the Delco 
appliance division, 
General Motors 
Corp., Rochester, 
iN, Bs 
Harris joined 
Delco in 1954 and 
has served as as- 
sistant manager 
of the equipment 
sales department 
and as acting 
manager. Prior to 
his assignment at 
J. T. Harris Delco, he was 
Syracuse zone sales manager for 
General Motors New Departure 
division. 
= + a 


AMC Promotes Viscount, 


Carruthers in Canada 


Two service appointments have 
been announced by Robert J. Orr, 
vice-president, American Motors 
Sales of Canada, Ltd. Toronto. 

R, E. Viscount, formerly Nash 
Toronto zone manager, was pro- 
moted to general service manager, 
and C. E. Carruthers, formerly 
service training supervisor, was 
named eastern zone service man- 
ager. 


> * * 


General Tire Ups Robertson 


To GTAC General Manager 


Dave E. Robertson has been pro- 

moted to general manager of Gen- 
eral Tire Acceptance Corp. a 
wholly-owned sub- 
sidiary of General 
Tire & Rubber Co. 
Robertson, for- 
merly assistant 
manager of GTAC, 
replaces George C. 
Wolf who has re- 
tired, 

A native of Ar- 
kansas, Robertson 
has been associa- 
ted with General 
Tire and its dis- 
tributor organization for 25 years. 
In sales work most of his business 
life—he was appointed West Coast 
regional manager for GTAC in 1953, 
and in 1954 was promoted to as- 
sistant manager. 

> = > 


White’s Case Retires 

S. S. White’s industrial division 
has announced retirement of John 
P. Case, manager of the company’s 
plastics division for 18 years, Case 
will continue to serve on a consult- 
ing basis) a company spokesman 
reported. He joined 8S, S. White in 
1939. 


Edsel Names Hinshaw 
L. M. Hinshaw, Alexandria, 


Minn., has been appointed service 
manager of the Twin Cities dis- 


plant of Oden Chevrolet, Inc., Albuquerque, N. M., covers 52,000 square 

roof on a five-acre tract. Facilities run from a 17-car showroom with 
lighting, to a paint shop with bake-on ovens for both cars and trucks. 

shop features 10 power hoists with overhead lubrication systems from a remote 
center, air conditioning, a personnel-customer cafe and two lounges for 


W. E. Black is president. 


trict sales office of Edsel. Lyle D. 
Hurd, St. Paul, has been named 
management service manager. 
* * + 
Holmes, Engineering Expert, 


To Retire from Harrison 


J. Ralph Holmes, who is credited 
with developing the product en- 
gineering section of General Motors’ 
Harrison Radiator division, will 
retire June 30. 

Holmes was chief engineer from 
1932 to 1956 and now is technical 
assistant to the general manager. 
In his years with Harrison, the 
engineering staff has grown from 
11 to more than 300 persons. 

* * 7 
Motors Insurance Names 


Four Branch Managers 

Motors Insurance Corp, has 
named four branch managers, 

They are: John M. Marshall, 
Buffalo; Samuel J, Wasem, Hono- 
lulu; Richard A. Morgan, Youngs- 
town, O., and Henry S. Drury, 
Baltimore. 

* * * 


Porsche-Diesel Appoints 


Collins to Head Sales 


Charlies T. Collins has been named 
director of sales of Porsche-Diesel 
Importers, Inc., U. S, distributors of 
Porsche-Diesel air-cooled tractors 
and engines. 

With headquarters in Bridgeport, 
Conn., which is to be Porsche- 
Diesel’s hub in this country, Collins 
will direct the establishment of a 
nationwide sales and service organi- 
zation, the firm said. Collins has 
been head of Eastern Diesel En- 
gineering Co. and Industrial En- 
gineering Supply Co, West 
Springfield, Mass. 

> 
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Sharon Chooses Knecht 


Sharon Steel Corp, has announced 
the appointment of Frank W. 
Knecht jr. to the position of vice- 
president of the corporation and 
general manager of the Brainard 
division, Warren, O. 

+ > * 


Nee and Barnes Elected 


Owen D. Nee has been elected 
treasurer and Wallace Barnes has 
been elected secretary of Associa- 
ted Spring Corp. Nee has been as- 
sistant secretary, and first vice- 
president and treasurer. Barnes is 
a partner in the Bristol (Conn.) law 
firm of Beach, Calder & Barnes. 

a7 +. > 


Morden Advances 


Max B. Morden has been named 
sales vice-president for Commercial 
Contracting Corp., Detroit. He for- 
merly was sales manager. 

a > . 


Budd Promotes Two 


James B. Seelye has been elected 
secretary, and F. Walter Norcross 
jr., treasurer, of Budd Co. Seelye 
joined Budd in 1949, and Norcross 
has been with the company since 
1943. 


Barry and Stressenger 


Promoted by Timken 


F. M. Barry, Boston branch man- 
ager for 10 years, has been named 
assistant manager of rock bit sales 
for Timken Roller Bearing Co., 
and W. B. Stressenger, a salesmen 
in the Boston branch, has suc- 
ceeded Barry as manager. 

The two men have been with 
Timken 56 years. Barry joined the 
company in 1925, and Stressenger 
in 1933. 


Schindler Joins Kraco 


Milt Schlindler has been named 
sales manager of Kraco Products, 
Inc., Los Angeles, maker of auto- 
motive specialities. He formerly was 
western sales manager for Snyder 
Mfg. Co. 


Lee Appoints McMunn 
Lee Rubber & Tire Corp., Con- 
shohocken, Pa., has named John E. 
McMunn manager of its factory 
branch at 112-118 Penn, Reading, 
Pa, He formerly was a sales repre- 
sentative in the Wilmington (Del.) 


branch. 
+ a = 


Dodge Appoints Wolker 

Gar Wolker has been named 
Minneapolis regional manager for 
Dodge. He formerly was Chrysler 
assistant Chicago regional manager. 
Wolker replaces R. K. Robinson, 
who has been named export mer- 
chandising manager for Dodge in 
Detroit. 


NOW AVAILABLE! 
... the ALL-NEW 


Vari-Matic 
GrooveMaster 


for 


PASSENGER CAR TIRES! 


Tire Service men report $500.00 return 
weekly possible with each GMP-1 machine. 
Fleet operators and car dealers report 
immeasurable savings! 


Check these revolutionary GMP-1 features: 


Vv The only machine that regrooves—also follows old grooves, 
duplicates and retains the original pattern on all sizes of pas- 


senger car tires 


V Rotates tire whether wet or greasy 
V Allows positive tire mounting in 30 seconds 


J All adjustments made while machine is operating—no preset- 


ting required—no stopping for resetting 


/ Guaranteed heavy-duty master geared head motor eliminates 


stalling regardless how deep the cut 
/ Comfortable built on operator’s seat 


V Unequalled operating speed—number of tires that can be 
regrooved or retraced per hour is practically unlimited 


BE SURE—WHEN YOU INVEST, GET THE BEST 
The Vari- Matic 
Groove Master GMP -1: 
Write today for complete details 
.»-how you, too, can have a 

greater income and profits. 


Distributor inquiries invited. 


l 


BALLAK a CO. 


811 North Ninth St. - St. Lovis 1, Missouri 


2-1 a 0 


rmance 


over 38 years of 
service to the automotive 
industries and their 
affiliates 


from any point we ore ready to produce for 


YOU. 


We hove tools and dies for many types of 
fuel tanks with irregular and unusual shopes 


ond sizes. 


O.L. ANDERSON CO. 
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SERVICE STEEL 


DETROIT, MICHIGAN 


SEAMLESS or WELDED 
ie aes 
AIRCRAFT 

Lao S3 tl i: 

STAINLESS 

CARBON 

SoTL est eels: 
STAINLESS FITTINGS 


Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





By John T. Benedict 
Engineering Editor 


HICAGO.—“Research for profit” 
was the central theme of this 
year’s National Industrial Research 
Conference. The 300 executives who 
attended the two-day meeting 


agreed that research is a necessary | 
part of doing business today, and 


that it is essential to both short- 


and long-term prosperity of most | 


companies. 


However, a broad range of opin-| 


ion was evident as various top- 
management men gave their views 
on key aspects of the subject. 

Principal areas of controversy 
were: (1) the amount of research 
that should be done, (2) how much 
basic research can be justified and 

(3) top management's role in di- 
recting and controlling research 
activities. 

Talks at the conference were 
grouped in three general sessions 
devoted to: “Sales growth through 
research,” “more research per dol- 
lar” and “extra dividends from re- 


search.” Sponsored by Armour Re-| 


search Foundation, Dlinois Institute 
of Technology, the program cen- 
tered around management-level de- 
cisions on research and develop- 
ment. 

In his opening remarks, Bennett 
Archambault, president, Ste wart- 

. Warner Corp. 
said, “Most indus- 
trial research has 
as its end objec- 
tive, new product 
or new process de- 
velopment.” 

New products 
and processes, he 
said, are desired 
because they are 
expected to pro- 
duce earnings. 
The ultimate test 





B. Archambault 
of the industrial research and de- 


velopment program is, therefore, 
the profit-and-loss statement. 
> * * 
ARCHAMBAULT noted that some 
corporations have been ex- 
tremely successful in translating 
product (or process) development 














into additional dollars of earnings. | 
Many others have failed to produce 
proportionate earnings growth from 
extensive research and development 


programs. 

“It seems to me,” Archambault 
said, “that the incidence of such 
failures has perhaps been due less 
to the caliber of the research or- 
ganizations themselves than to 
unsuitable objectives and admin- 
istration. 


“There is a strong tendency for 
|research and development to feed 
upon itself,” Archambault declared. 
Once undertaken, the typical re- 
search and development project 
“exhibits a remarkable tendency to 


‘Low-Profile’ Tire 


Called Preferable 


No Brake Cut Needed, 
Cadillac Points Out 


r EXPLAINING why the so- 
called “low-profile” tire was speci- 


fied on the Eldorado Brougham, a 
Cadillac engineer offers an insight 
into reasons why design and con- 
struction principles embodied in this 
new type of tire have been cited 
by some authorities as the fore- 
runner of a trend in future pas- 
senger-car tires. 

Chief reasons for selection of 
this tire on the Brougham were 
that it allowed retention of 12- 
inch brake drums while offering 
lower overall height (smaller out- 
side diameter) than a tire of con- 
ventional design mounted on 
either a 15-inch or 14-inch rim. 


Fred H. Cowin, staff engineer, 
pointed out that the “low-profile” 
8.40-15 tire has the same rated load 
|as a conventional 8.20-15 tire and 
the same inflation pressure. Air vol- 
ume is the same, but the new tire 
has a more elliptical cross-section. 
Overall diameter of the new design 


(Continued on Page 31, Col, 1) 
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OVERALL 29.7" 29.2 29.5” 
DIAMETER 
SECTION 
WIDTH 

820-15 8.40-15 9.50-14 

LOW PROFILE 
(ELDORADO BROUGHAM) 

RATED LOAD,LBS. /4/5 4415 1395 
LOADED RADIUS,IN. i368 35 138 
INFLATION, PSI. 24 24 22 


Tire Design Comparison— 


The new “low-profile” tire (center) has a smaller outside diameter than the con- 
ventional 8.20-15 tire, although it is capable of carrying an equal rated load at the 
same infiation pressure. With a 14-inch rim and tire of conventional design, overall 
height stili would be slightly greater than that of the “low-profile” tire on a 15-inch 
wheel. 


Management’s Goal in Research 
Is Keyed to Commercial Results 


stray outside the confines of the 
program originally established.” 

New approaches and, in many 
cases, even new technical objectives, 
suggest themselves. “Many of 
these,” Archambault admitted, “are 
extremely tempting, but unfortu- 
nately most are expensive in terms 
of both time and money.” 


| from the original plan is permitted, 
the result often bears little relation 
to the original objective and may 
| have no commercial value, he con- 
| tinued. 

This happens; Archambault ex- 
plained, because the project no 
longer is the one which was ap- 
proved by management and the 
sales, manufacturing and develop- 
ment departments. Instead, it has 
become “a different project, lacking 
specific commercial criteria and 
probably many times as expensive 
as was estimated originally.” 

In addition to this type of diffi- 
culty, 
there frequently is a desire to do 





too many things at the same time. | 
New ideas arise continually, and | 


many of these seem sufficiently 
attractive to justify at least an 
initial evaluation. 


If too much spontaneous diversion 


Archambault noted that | 


“These initial evaluations,” Arch-| successful 
ambault warned, “have a way of 


Advance at Lincoln .. . 


New Plant 





becoming firm projects if the ad- 
ministration is not alert.” The re- 
search and development program 
then becomes “cluttered with a mis- 
cellany of tasks which cannot be 
handled either effectively or within 
the original budgets of time and 
money.” 
* * * 


Firm Objectives Needed 

|For Research Control 

|\“F TNDERLYING many of these 
difficulties associated with 
| maintaining effective control over 
a program of directed research is 
| the failure to establish specific ob- 
| jectives,” Archambault said. The 
establishment of such objectives 
was called “relatively easy” when 
the new product is related closely 
to products with which the man- 
| agement is experienced. 

Such planning, however, be- 
comes increasingly difficult as the 
commercial area becomes more 
remote from that in which the 
| company is engaged. 
| According to Archambault, “In a 
|directed program of new-product 
| development, the intelligent and 
selection of objectives 
(Continued on Page 35, Col, 1) 


Speeds Up 





Tire-Wheel Assembly 


pgecsanise assembly of tires 
to wheels is carried another 
step forward by equipment at Lin- 
coln’s new Novi plant. Designed 
and built by Curtis Metal Products 
Co., the machine is unusual in its 
ability to handle two different types 
of wheels and a variety of tires. 
Design capacity of the 91-feet 
long unit is 250 assembled tires 
and wheels per hour, Assembly of 
tire to rim and tire inflation 
operations are performed auto- 
matically, and balancing is done 
by an operator at the last sta- 
tions on the machine. 

Design of this equipment was 
complicated by the requirement for 
automatic handling (in one line) of 
two different types of 14-inch rims, 
with tire sizes ranging from 14 x 
8.00 to 14 x 9.50, and plies varying 
from four to six, 

. * . 


versatility requirement 


I called for considerable develop-} 


ment work in the method of mount- 
ing tire to rim and in the transfer 
mechanism of rim to fixture (be- 
cause one rim had to be loaded face- 
down and the other face-up). To 
solve these design problems, turn- 
over and bypass mechanisms were 
devised. 

Principal operations performed 
are: Manual loading of rims on 
conveyor, automatic feed-in of tires, 
automatic mounting of tire, auto- 
matic inflation, balance checking 
and attachment of weights by an 
operator. 

The rims are placed manually 
on a roller conveyor and an 
operator inserts the valve stem 
before moving the wheels onto an 
inclined belt conveyor, The 


wheels then are fed onto an in- 
clined gravity conveyor which is 
load-controlled by limit switches 
that automatically stop the pre- 
ceding powered unit. 

An escapement mechanism actu- 
ated by a limit switch feeds the 
wheels onto a fixtured slat con- 
veyor, which also receives tires 
from a chute and soaper mecha- 

(Continued on Page 44, Col. 4) 
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by John T. Benedict 


When Does Automobile 


Become an Aircraft? 


HERE are times when I think 
I’m back in the aircraft busi- 
ness without ever having left the 
automotive field, While the coun- 
try’s military aircraft manufactur- 
ers are turning to production of 
missiles, it seems that the automo- 
bile companies may be preparing 
to build aircraft. 
At least that’s a natural con- 
clusion after exposure to the im- 





aginative sketches turned out by 
some advanced styling studios when 
they envision the automobile of the 
far-distant future. 


My dictionary says an autome- 
bile is a “self-propelled vehicle 
for use on a street or roadway.” 
But I sometimes suspect that 
certain visionaries may be not 
only altering the design of the 
auto industry’s future product— 
but changing the definition of the 
word “automobile” as well. 


Some of the dream-machines are 
amphibious, while others are tri- 
phibious, with a triple function 
making them operable in the air 
as well as on land or water, When 
such airborne machines are gen- 
erally available, I wonder who will 
manufacture just plain old earth- 
bound automobiles for everyday 
purposes! 

Of course there are some facetious 
individuals who may claim that the 
“automobile” of the future already 
is here . . . only today we call it 
the private airplane or helicopter. 

While controls of double-and 
triple-purpose vehicles of the future 
undoubtedly will be simpler than 
those for similar machines as con- 

(Continued on Page 28, Col. 3) 





Big Hurdle Cleared... 


Automated Grinder Eyed 


JPRODUCTION grinders can be 

completely automated, accord- 
ing to Jones & Lamson Machine 
Co. Springfield, Vt. and Koebel 
Diamond Tool Co., Detroit, as the 
result of a joint development by 
the two firms. 

They said the big stumbling 
block to automation had been 
how to compensate for grinding 
wheel wear and grinder output 
had to be frequently interrupted 
to redress the wheel and reset it. 

The development is said to elimi- 
nate all time out for truing and 
dressing worn wheels on non-auto- 
mated grinders, as well as making 
possible the automation of produc- 
tion grinders. 

Five years ago J&L put the 
tooling problem up to Koebel. What 
was needed, J&L believed, was a 
cutter which would accu ly and 
continuously “machine” a grinding 


Engineering New Products 


Page 30 





wheel while it was working, and 
stay sharp and accurate almost in- 
definitely. 


x * * 


K OEBEL developed a method of 
accurately cementing thousands 
of diamond particles into the sur 
face of a precision-formed cutter 
body made of powder metal. Such 
cutters are said to have proved 
amazingly accurate and retain ac- 
curacy over months of continuous 
service while wheel after wheel 
gradually wears out and hundreds 
of thousands of parts are produced. 
J&L said it developed a mecha- 
nism to cool and drive these cutters 
at a peripheral speed somewhat 
faster than that of the grinding 
wheel, to obtain proper cutting 
action, This is said to make it pos- 
sible to automatically maintain 
correct wheel shape. The mecha- 
nism advances both cutters and 
grinding wheel as wheel diameter 
decreases to keep the same dimen- 
sions on the work produced, In 
addition, dressing can be inter- 
(Continued on Page 28, Col. 4) 
























Assure your customers peak, trouble-free performance 
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| = =NEW GULF CREST 


for today’s most advanced engines 








New Gulf Crest surpasses all other gasolines in these 
significant ways: 

w It’s made with a new, exclusive Gulf formula to keep 
modern engines cleaner, quieter, smoother-running than 








of any other gasoline. 
: @ It’s packed with more potential power per gallon than 
= any other gasoline. 
- e Gulf guarantees peak performance without knock or 
_ pre-ignition—even in the highest-compression cars. 
’ It’s the gasoline you can recommend without reserva- , 
1a tion . . . new Gulf Crest. 
at : 
ng 

; 
: Now, more than ever-to get the . | 
a H 
x best from every car... NEW GULF SUPER = GOOD 
NO-NOX. GULF. | 
In best ever sold for all but the most that famous 
r- for the finest critical of today’s high-value 





cars ever built engines gasoline 











FOREIGN CAR DEALERSHIPS 


Several choice locations open in 
the southern states. Pick-up that 
extra profit! Foreign cars are en- 
joying tremendous popularity. 







































(Continued 


ceived today, still there is no ques- 
tion but what the factors of human 
skill and judgment will be involved 
in their operation. 
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Franchises on several makes available. 


WACO MOTORS 


P. O. Box 185, Riverside Station, Miami, Florida 
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RESENT-DAY automobiles al- 
ready overtax the driving 
abilities of some owners. Yet these 
machines are designed for move- 

ment in only two dimensions, 
How much more complicated 
will the situation be when the 
descendants of today’s average 
(and below average) drivers are 
entrusted with operation of 
vehicles capable of controlled 
movement in three dimensions? 
Most of us will admit there is 
justification for taking a “long look 
down the road” (as product plan- 
ners and advanced stylists are wont 
to say). At the same time, it may 
not be entirely out of order to 
suggest that in the foreseeable 
future there will continue to be a 
market for earthbound vehicles to 
perform functions which are the 
counterparts of uses to which we 
put today’s vehicles now called 
“automobiles.” 
* 


OWN YOUR OWN 
FINANCE COMPANY 


Carry your own instaliment contracts. Retain entire finance charge and insur- 
ance profit. No additional capital of your own required. Using your present 
aute agency as a nucleus for purposes of controlling the new finance company, 
additional capital comes from public participation. Entire procedure planned 


and carried ovt by 
SY FIELD 


1457 BROADWAY, NEW YORK 36, N. Y. Wisconsin 7-4514 
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Suspension Goal Told 

By Air Spring Expert 

A PREDICTION from one of the 
people who shapes the future 

of automotive vehicles always is 

worth hearing. This one comes from 

Von D. Polhemus, engineer-in- 

charge of structures and suspension 

development on the General Motors 


Teen 
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class, to 15 to 22 percent in the 
lowest-price field. 


Tinted glass percentage sales have 
in cars above the 
lowest-price range. However, in the 
Chevrolet - Ford- Plymouth group, 
there has been a percentage decline. 

Here’s a summary of recent 
in- 
stalling tinted glass in about 15 to 
18 percent of production was down 
about 3 percent at the end of last 
year, but has reversed the decline 
and regained approximately the 
same percentage as it had a year 
ago — which, percentage-wise, is 


held up well 


trends: One make, currently 


about at the same level as in 1953. 

Another manufacturer is reported 
to be installing tinted glass at a rate 
varying from about 10 to 20 percent, 


with the 20 percent figure represent- | 


ing a peak period more than a year 


ago. 


The other large-volume producer | 
in the lowest-price field agrees that | 


“Tinted glass doesn’t seem to be 


doing so well this year.” 


Current 


estimates indicate a figure of about 


17 percent this year, as compared 
with 22 percent in the 1956 model 
year. 


industry annual percentages for 
tinted glass also is illuminating. 


agree that the formerly rising 
curve for tinted glass percent- 
ages has “stagnated” or “stabi- 


choice of words. 
In general, it is recognized that, 


Examination of the trend in 


Several men close to this subject | 


lized”—depending upon individual | 
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new concept in tie filter 
produces lowcost, high efficiency filtration 


é 
@? 
Ms 
Complete is the word for the modern Danco Nylon filters. 
Corrosive-resistant Nylon screen is permanently injection- 
molded into the rugged, light-weight Nylon structural frame. 
The complete unit costs less . .. saves assembly time . .. 
and delivers maximum filtration with greatest flow. 





Almost limitless variations in size, shape and type permit 
designing and engineering a Danco Nylon filter exactly to 
your requirements. For all the facts, fill out the coupon below. 


. machinery ... 
- process industries... 


Danco Nylon filters for engines . . . aircraft . . 
coolant and lube systems. . 
and a hundred other applications requiring low-cost, 


high-efficiency filtration. 

































Corp. engineering staff. 

The occasion 
was a gathering 
of the Detroit au- 
tomotive press for 
the writers’ first 


rado Brougham. 
In his introduc- 
tory remarks be- 
fore a movie 
which described 
the new luxury 
car’s air suspension system, Pol- 
hemus gave us a hint of engineer- 
ing objectives for suspension char- 
acteristics of the long-range future. 

Polhemus said that GM’s suspen- 
sion researchers see a possibility 
that pneumatic suspensions eventu- 
ally may be capable of floating a 
car over any road surface at fre- 
quencies so slow that the suspension 
system becomes an integrating de- 

vice which supports the sprung 
mass at a constant mean height 
above the road. 

“We also anticipate,” Polhemus 
said, “that air springs will allow 
us to provide more roll control in 
future suspensions. This will be 
accomplished in any degree found 
to be safe and pleasant to the 
car’s occupants,” he continued. 


Coming from one of the men who 
played a key role in bringing air 
suspensions to passenger cars, these 
visionary predictions should not be 
taken lightly. They take on added 
significance when it is noted that 
certain other air suspension devel- 
opment groups are working in the 
same direction, 

* 





V. D. Pothemus 
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Tinted Glass Experts 


Puzzle Over Sales Dip 


NUMBER of individuals in the 
glass and automotive industries 
are disappointed by the drop-off in 
the percent of cars sold with tinted 
glass. Puzzlement of sales people at 
the downturn in the percentage 
sales curve is shared by technical 
men who recognize the true merit 
of tinted glass in improving pas- 
senger comfort by cutting down 
solar heat and glare entering a car. 
As might be expected, sales 
percentages for tinted glass are 
graduated downward, from high 
to low-priced cars. In general, 
the range is from more than 90 
percent in luxury-cars, and 50 to 
60 percent in the medium-price 


Stednitz Elected 


DES PLAINES, Ill. — Glenn F. 
Stednitz, safety director of 
Riverside-McCook facilities of Uni- 
versal Oil Products Co., has been 
elected secretary of the petroleum 
section of National Safety Council’s 
Great Lakes division. 


en masse ride-| 
and-drive trials of | 
Cadillac’s Eldo-| 


after a rapid rise in public accept- 
ance during the first few years after 
its introduction, automotive tinted 
glass demand has levelled off in 
rather disappointing fashion. 

Yet engineers are unanimous in| 
agreement that the product is bene- 
ficial in reducing glare and eye 
strain, as well as cutting down on 
radiant and solar energy trans- 
mitted into the passenger compart- 
ment. And, where air conditioners | 
are installed, heat loads on the| 
unit typically are reduced by about | 
5 to 10 percent. 

To those “in the know,” then, it} 
is obvious that tinted glass has 
more value than the general public 
realizes. Too often, the buyer's atti- 
tude appears to be that the glass is 
tinted just for the effect of the color | 
or to add to appearance. 

What does it all add up to? | 
Apparently a lack of effective- | 
ness in merchandising this item | 
—since glass experts incline to | 
the view that car makers are not | 
“pushing” tinted glass as vigor- 
ously as they should. 

The reasons for this situation (if 
shall are another story—which I 
shall leave to the proper individuals | 
to discover and rectify. 


Automated Grinder 
Possible, Reports 
J&L and Koebel 


(Continued from Page 26) 


mittent instead of continuous, if 
desired, the firms reported. 

The results obtained in pro- 
duction tests are said to have 
exceeded expectations. Cutters 
can operate in either intermit- 
tent (as preselected) or continu- 
ous contact with the wheel while 
it is cutting and yet cutter life 
ranges into the hundreds of 
thousands of parts. During this 
time there is said to be no 
change in accuracy of the parts 
produced by successive grinding 
wheels. 

The cutters can be used to shape 
grinding wheels right from the 
solid, it was said, and time re- 
quired for this ‘is a minimum. 
Wheels can also have the forms 
removed with cemented diamond 
particle cutters before cutting new 
forms in them. A three eighths inch 
deep form, two inches wide, can be 
removed in less than five minutes. 

The “perpetual form control” 
equipment which drives the cutter 
is compensating in character In- 
feed of the cutter into the wheel 
is incremental. Similarly, the rate 
and frequency of the infeed of the 
wheel is adjustable to just balance 
or exceed slightly the amount of 
attrition on the wheel due to the 
pa accomplished, the -company 














































SPECIALIZED BUSINESS SERVICES 
offers a completely personalized 
new or used car owner follow-up 
program—mailed in your envelopes, 
on your stationery, addressed by 
hand to your customer, signed by 
hand in facsimile of your sales- 
man’s signature, mailed in your 
city .. . all for a few cents a month. 
Used and approved by hundreds of 
dealers. Write for sample program. 


| SPECIALIZED BUSINESS 
SERVICES, INC. 
| Specializing in Personalized Follow-up Sales 
Programs for New and Used Car Sales. 


1610 WEST 5TH AVENUE, POMONA, CALIFORNIA 
LYcoming 9-4632 





AUTO 
TURNTABLES 


statue ienas by 
Macton Machinery Co. 


DYKE LANE 
Stemford 2, 
Cona. 


THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Wlorgren-STEMAC, inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 






















here 


is the 
current | 





national 
advertisement 
in the 
June 1957 


issue of 


HOLIDAY — 


directing customers and prospects to NEW and IMPROVED 


THE SERVICE DEPARTMENTS 
of New Car Dealers 


takes a big step forward 


Now you can always drive a beautiful car. In sparkling beauty 
alone, new and improved Porcelainize outlasts the average wax or 
polish job 4 to 5 times. There is no time limit on the protection to 
the paint itself. And re-Porcelainizing renews the original show- 
room lustre. 









New and improved Porcelainize is radically different from the 
usual waxes, polishes or other coatings. These coatings form a film 
or skin over the paint. Since the film or skin alone takes a shine, the 
results are fleeting and temporary as you know from experience. 


New and improved Porcelainize is not a coating of any kind but a 
paint treatment. After treatment, not a trace of the Porcelainize 
material remains. Instead, the paint is toughened, the sparkle is 
stepped-up, and depth and crystal clearness added to the color. The 


= VIA toughened paint checks the ravages of time and weather. This is 
a one le landlanl fer very important if you leave your car in the open as most owners do. 
Ia the tn bile Ahh With your new car, or an older one, step forward with new and 
MNE Yyewince improved Porcelainize. Your New Car Dealer has the exclusive 





rights to apply Porcelainize on any make or model. 
New and improved PORCELAINIZE 


provides 1957’s surest formula for more MODERN NEW CAR FINISHES NEED 


new car sales at greater profit. As a new NEW AND IMPROVED PORCELAINIZE 


| an now Porcelainize 
car dealer you can now 2 The better the paint, the better the Porcelainizing 


every new car before delivery with speed action. With modern “miracle” paints, new and im- 
and ease and the better appearance proved Porcelainize reaches new heights in matchless 

linches th | beauty and crystal clear color depth; and that beauty 
reteset is maintained and “weather-proofed.” 


For New or Older Cars... Applied Only by New Car Dealers 
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Belt-Driven Pump Designed 


For Power Steering System 


A belt-driven oil-hydrauvlic power steer- 
ing pump designed for 1957 car and 
truck production is now available from 
Vickers, Inc., Box 302, Detroit 32, Mich. 

The compact, lightweight unit features 
@ pressure lubricated sleeve-type bearing 
in place of a ball bearing as used on 
previous production designs. Designated 
model VT-27, the vane type pump utilizes 
an integral regenerative supercharged 
system which permits operation of the 
pump to speeds of 7150 r.p.m. If can 
use either a 4 or 5 gpm insert-type ring. 
Capacity is rated at 1200 r.p.m. It meas- 
ures 3-7/16 inches housing length and 
6% inches over the chef. 





RAPIDUCTION JR 





Threading Machines Offered 
For Specific Requirements 


A line of threading machines for specific 
requirements is being offered by Oster 
Mfg. Co., E. 289th and Nickel Plate R. R., 
Wickliffe, O. 

Known as the Rapiduction jr., the line 
is comprised of four machines of the 
same basic design but with different types 
of die-heads and work holders which are 
said to permit the selection of the most 
suitable machine for each individual user's 
needs. Spindles on all models are mounted 
in Timken tapered roller bearings and 
worm shofts in ball bearings. Drive mo- 
tors cre 3 horsepower with four-speed 
transmissions. 





Milling Machine Developed 
For Automotive Work 


A continuous, rotary milling machine, a 
high-production tool with circular table 
and twin spindles, primarily for the auvu- 
tomotive industry, has been developed by 
Hamilton Division, Baldwin-Lima-Hamilton 
Corp., Hamilton, O. 

Of box-type construction, with columns 
ond cross-rail cast integral and bolted to 


the bed for rigid application of the 
cutters to the work, machine is said 
to permit accurate milling. The work, 


hand clamped or, with optional equip- 
ment, held and released automatically, is 
fed continuously in multiple setups to the 
milling cutters. Finished work can be taken 
off the table and new work put on while 
the table is moving and the cutters oper- 
ating, it is said. 
* a + 

Industrial Air Compressor 
Available in Six Models 


A heavy-duty industrial air compressor 
in the 350 to 1,000 horsepower range 
has been announced by Joy Mfg. 
Co., Henry Oliver Bidg., Pittsburgh 22, Pa. 

The unit, labelled the WN-224, is said 





to be the largest package-type compressor 
available. Output at 80-125 psig is rated 
from 2418 to 6048 cfm, depending on 
motor horsepower. The new compressor is 
a four-cylinder, double-acting, water-cooled 
machine of semi-radial design, achieving 
final pressure in two stages. Three stand- 
ard single models and three “Twin Unit" 
models are available, plus corresponding 
altitude sizes. Weight for single units 


ranges from 26,500 to 29,400 pounds. 
ie 








Engine Oil Cooler Features 
Economy and Flexibility 


This plate-type engine cooler, developed 
and produced by Long Mfg. division, Borg- 
Warner Corp., 12501 Dequindre St., De- 
troit 12, Mich., offers high lube cooling 
capacity in a compact unit. Casing in this 
6-plate application is less than 5x6x2% 
inches, exclusive of fittings. 

Waterside of the housing is clad with 
rust and corrosion-resistant cupronickel 
and the plates are formed from cupro- 
nickel stampings. Used with or without a 
housing, according to the application, the 
heat exchanger can be attached as an 
accessory or built into the engine block. 
It can also be used for any oil cooling 
application, such as in transmissions, 
torque converters and hydraulic presses. 

* * ® 


Lube Oil Additive Developed 
To Resist Shear Breakdown 


Two new lube oil additives for viscosity 
index improvement which are said to be 
outstanding in their resistance to shear 
breakdown are being offered by Industrial 
Chemicals Division, Olin Mathieson Chemi- 
cal Corp., Baltimore, Md. 

Called Omavis 10 and 20, the products 
combine the desired effects of raising the 
viscosity index and lowering the pour 
point. At the concentrations used in formu- 
lating multi-grade oils, they give ASTM 
pour points of —30 to —50 degrees 
Fahrenheit. The Omavis additives thicken 
the oil less for a given viscosity index 
level than do similar products, thus per- 
mitting wider latitude in compounding as 
well as reduced use of additive, it is 
claimed. 





Line of Gasketing Materials 
Marketed by Armstrong 


A line of gasketing materials that is 
said to have more flexibility, ease of ap- 
plication, and increased durability, has 
been developed by the Industrial Division, 
Armstrong Cork Co., Lancaster, Pa. 

A 1/32-inch sheet of the “Accopac" 
asbestos fiber compound, as shown in 
photograph, will withstand sharp bending 
around a pencil without piping or crack- 
ing. Manufactured by a patented “beater- 
saturation" process, the gasket composi- 
tions are available in several types of 
rubber binders, can be supplied as roll 
goods, sheets, or die-cut parts. 


Engineering and Production 
New Products 





‘Gold’ Tape Features 
High Metallic Lustre 


A technique said to reduce overall 
costs of decorating products with metallic 
trim is possible with a new “gold” tape 
introduced by Minnesota Mining and Mfg. 
Co., Dept. 17-19, 900 Fauquier St., St. 
Paul, Minn. 

The tape, Scotch brand gold polyester 
film tape No. 850, it has a high metallic 
lustre and can be cleaned like any 
polished metal. Resistant to corrosion and 
abrasion, the gold tape is a tough, flexi- 
ble material with excellent tear resistance, 
the firm said. Tensile strength is 21 pounds 
per inch of width, elongation at break 
is 110 percent and the tape has an ad- 
hesion of 35 ounces per inch of width. 





Machine Mounting Features 
Non-Slip Cushioning 


A new version of Elasto-Rib machinery 
mounting has been announced by Korfund 
Co., Inc., 48-0213 Thirty-second Place, 
Long Island City 1, N. Y. 

Designated ‘‘waffle-grip" Elasto - Rib, 
this pad-type mounting is said to offer a 
non-slip cushion for mounting machinery 
without bolting, plus improved vibration 
and noise control characteristics. 

~~ @® ©@ 





Motor-Generator Welders 


Feature Sealed Bearings 


A line of motor-generator welders, 
featuring prelubricated, sealed bearings, 
controlled current peaks, and space-saving 
design, has been announced by General 
Electric Co., Schnectady 5, N. Y. 

The welders are designated WD30AE 
and WD40AE. An improved magnetic 
starter with fast response, bi-metallic 
thermal overload relays prevents motor 
burnout in the event of motor overload, it 
is claimed. The relays will kick-out in 
less than 10 seconds in stalled single 
phase, and in less than eight seconds if 
the rotor is locked in normal three-phase 
position. The units can be used for vir- 
tually all industrial applications, including 
light, medium, and heavy d-c metal arc 
and inert arc welding. 

SS 


Chilling Chamber Developed 
For Use in Metal Hardening 


A low-temperature chilling machine has 
been developed by Cincinnati Sub-Zero 
Products, 3930 Redding Rd., Cincinnati 29, 
O. The unit, model 3SR-120-47, is said to 
eliminate many of the problems which 
occur in the conventional heat-treatment 
of stainless steel. 

With a 47-cubic-foot chamber, 





model has a net thermal capacity of ap- 
proximately 6,000 btu per hour at 120 
degrees Fahrenheit. Using convection fluid, 
it will chill 250 pounds of steel per hour 
from +80 degrees to —120 degrees 
Fahrenheit it is claimed. Net clear chilling 
chamber area is 120 inches long x 18 
inches wide x 36 inches deep. 





Kodak Contour Projector 
Designed for Optical Gaging | 


A contour projector, Model 14-6, has | 





been introduced by Eastman Kodak Co.,| 
Rochester, N. Y. | 

The projector embodies a micrometer | 
device for horizontal measurements and 
features ample table travel to simplify | 
staging. Said to be ideal for receiving | 
inspection operations, the projector in- | 
cludes a movable work table with both | 
horizontal and vertical traverse. Additional | 
information may be obtained by writing | 
Optical Gaging Products, Inc., Rochester | 
11, N.Y. 





Handy Angle Solves 
Equipment Problems 


A basic material designed to solve 
various equipment problems has been 
marketed by Handy Angle Division, Lug- 
All Co., Haverford, Pa. 

The product, known as Handy Angle, 
is made of rolled steel of a tensile 
strength of 32 p.s.i. A patented feature 
is said to be the anchor plate which 
gives rigidity to all structures and elimi- 
nates corner bending. It can be rapidly 
assembled for permanent or temporary 
needs, easily modified and just as easily 
dismantied and stored compactly for 


future use, it is claimed. 
e ss @ 





Motorized Hardness Tester 
Makes Superficial Tests 


Two Kentrall motorized combination 
hardness testers have been announced by 
Torsion Balance Co., Clifton, N. J. 

Available as standard models in both 
the 8 and 12-inch vertical capacity, these 
latest additions to the Kentrall line re- 
duce operator fatigue by motorization of 
the major load. As a result production 
can often be increased from 10 to 20 
percent, depending on the piece handled, 
it is claimed. These motorized units also 
are available on special order in 4 and 


this| 16-inch vertical capacity. 


Bausch & Lomb Announces 
IIluminated Microscope 


A microscope for use by machinists ang 
toolmakers in the inspection and measure 
ment of tools, drill jigs, templates ang 
finished parts has been announced by the 
Bausch & Lomb Optical Co., 635 St. Poy 
St., Rochester, N. Y. 


Called a Toolmaker's Measuring Mico 
scope, the instrument offers a novel illumi. 
nating system. The illumination source i; 
built-in and the beam of light is directed 
down through the microscope objective, 
giving true vertical illumination. A cob 
lective mirror under the stage plate 
reflects the light back into the body tube 
As a result, both the surface and the 


| contour of parts may be viewed simu. 


taneously, it is claimed. 





Contact Wheels Feature 
Oil-Resistant Rubber 


Rubber contact wheels featuring a tire 
flanged disc assembly on steel to reduce 
the use of aluminum hubs have been 
marketed by Chicago Rubber Co., 651 
Market St. Waukegan, Ill. 

The assembly is made of cold-rolled, 
drawing quality steel, with welded con 
struction. Wheels are available in many 


sizes in plain or serrated faces in all 
hardnesses for use with all types of 
abrasive belts. Designed for use in 6 


variety of finishing operations, the wheels 
are made of oil-resistant rubber. 





Cone-Drive Gearmofors 
Available in 2 Models 


Compactness, high capacity and long 
life, resulting from the use of double 
enveloping worm gearing, are said to be 
features of a complete line of right-angle 
worm gearmotors now available from 
Cone-Drive Gears division, Michigan Tool 
Co., 7171 E. McNichols Rd., Detroit 12, 
Mich. 

Standard NEMA D-fiange motors are 
used and gearmotors are available with 
or without motors as desired. Four differ- 
ent sizes are currently available to handle 
fractional to 15 hp motors. This range is 
now being extended to 40 hp. All Cone 
Drive gearmotors are available in 28 
standard output speeds from 6.25 to 525 
r.p.m. (which includes all standard 
A.G.M.A. output speeds) in both extended 
shaft and shaft-mounted models. 
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No Brake Cut, Cadillac Says... 


‘Low-Profile’ Tire 
Called Preferable 


(Continued from Page 26) 


js % inch less, which permitted 
slight reduction in car height. 
* a * 

CCORDING to Cowin, a conven- 

tional tire on a 14-inch rim 
would have a greater overall diame- 
ter—yet would necessitate one-inch 
smaller brakes. Rated load would 
be slightly less, although ride soft- 
ness should gain by a pressure re- 
duction to 22 pounds per square 
inch. 

Engineering calculations in di- 
cated that, to match the outside 
diameter of the low-profile tire in 
a conventional-section tire, rim di- 











Cheap Computers 
Seen Easing 
Engineer Squeeze 


LOS ANGELES. — Low-cost dig- 
ital computers now available can 
help ease effects of the national 
engineer shortage by extending an 
engineer's ability to perform, an 
official in the computer field has 
declared. 

“General-purpose computers are 
Jengthening the shadow’ of the in- 
dividual engineer and putting the 
U. 8. in a better competitive posi- 
tion against the mass government 
training of engineers in Russia,” 
said Maurice Horrell, general man- 
ager of the computer division of 
Bendix Aviation Corp. 

The key to success in this field, 
said Horrell, has been the develop- 
ment of $50,000 computers that are 
within the price range of compara- 
tively small industries, research 
laboratories, military establish- 
ments, universities and government 
agencies. 

“An excellent example of the im- 
portance of the low-cost computer 
as an extender of engineering 
talent can be found in the nation’s 
interstate highway program,” said 
Horrell. “There is a drastic shortage 
of civil engineering students and 
graduates. If all this year’s gradu- 
ates of civil engineering colleges 
went into highway design, it would 
ao enough to satisfy the current 
n b 


“But part of this slack can be 
taken up by general-purpose com- 
puters assigned to the job of com- 
puting earthwork on highway and 
freeway routes. This time-saving 
process can be carried a step fur- 
ther by using computers in con- 
junction with aerial photography 
and contour mapping.” 


Budd Gets Rights 


To PhotoStress 


PHOENIXVILLE, Pa. — Tatnall 
Measuring Systems Co., a new sub- 
sidiary of Budd Co., has acquired 
U.S. and Canadian rights to Photo- 

a new stress analysis tech- 
ren from PhotoStress, Inc., New 


PhotoStress uses conventional 
Photoelastic methods for the ex- 
perimental stress analysis of full- 

structures or components made 
of metal, concrete, wood, glass, 
Plastic. rubber, stone or other 
structural materials. It eliminates 
the plastic model of the part for- 
merly required. 


Associated Spring Opens 
Bristol Research Center 


BRISTOL, Conn. — Associated 
Spring Corp. has announced an ex- 
Panded research development pro- 
gram aimed at improving the com- 
Pany’s present products and devel- 
oping new ones. 

A new research center is being 
established here to supplement the 
center at the company’s Barns- 

bson-Raymond division, Plym- 
outh, Mich. H. Perry Smith, newly 
appointed assistant research direc- 
tor, will head the Bristol center. Dr. 
Franz P. Zimmerli, headquartered 
at Plymouth, continues to head all 
company research and development. 
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ameter would be shrunk to 13 
inches. Among other drawbacks, 
this hypothetical design would put 
the squeeze on brake space and 
force a two-inch reduction in 
brake diameter. 


high-speed tires. Ride, handling and 
noise factors were considered (along 
with durability) in selection of this 
cord angle. 
> * * 

HE result is said to be “a more 

efficient tire with less standing- 
wave effect at high speeds.” Rated 
top speed of the “low-profile” de- 
sign is 10 miles per hour higher 
than that of the conventional tire. 


Power absorption is another fac- 
tor that is claimed to favor the 
new design. At 100 miles per hour, 
it is alleged to absorb 2% horse- 
power less per tire (a 25 percent 
saving). 

The “low-profile” tire is of four- 


As developed jointly by engineers| ply rayon construction. Tread depth 
at U. S. Rubber and Cadillac, the/is slightly less than standard, but 
Brougham tire has a low (37 de-| tire life reportedly does not suffer 
grees) cord angle that approaches| “because of the tread design and 





construction principles used for 





use of improved tread materials.” 








Acoustical Lab 
Stops All Sounds, 


Arvin Declares 


COLUMBUS, Ind.—An acoustical 
laboratory which reportedly has 
stopped completely every sound 
thrown at it has been built by Arvin 
Industries, Inc., John C. Brighton, 
chief engineer in the mechanical 
department of Arvin’s research cen- 
ter, designed the laboratory and 
supervised its construction. 

The laboratory was designed for 
noise-control research work and 
acoustic evaluation of such Arvin 
products as radios, automobile muf- 
flers and exhaust systems and elec- 
tric-fan and heater motors and 
assemblies. 

Designing a laboratory which 





ae 


would be capable of handling low 
frequencies was the biggest prob- 
lem. Muffler noise frequencies gen- 
erally are below 500 cycles and are 
difficult to attenuate. Higher fre- 
quencies can be attenuated rela- 
tively easily. So the laboratory was 
designed specifically with this prob- 
lem in mind. 

The acoustical chamber actually 
is a “room within a room within 
the research center,” Brighton ex- 
plained. The entire building is 
sound controlled, and the acoustical 
chamber is constructed so the inner 
and outer sections are independent 
of each other and the laboratory 
room. 

Walls of the laboratory are 32 
inches thick and are built of three 
units involving the application of 
10 different acoustical materials. 


"Here's where Stainless makes the difference" 


thing that could happen to the used car business.” 


“Does the increased use of Stainless Steel mean 


anything to you?” we 


asked the head of the Used 


Car Department of an Ohio agency. “It makes a 


big difference,” 


he said and proceeded to point 


out that a trade-in with stainless trim and acces- 


sories almost always 


commanded a oo price 


than one without. “The reason is readily visible 
right here,” he said and pointed to the grill of a 
car sitting in the lot. “Notice how we were able to 
bring the stainless parts back as good as new. 


Now, notice the trim 


section, not stainless, that 


is pitted and discolored. Nothing we could do, and 
it detracts from the value of the car. In my opin- 


ion, the increased use 


9977 


of Stainless is the greatest 


Leading automotive designers recognize this fact 
—that’s why every year more parts are fabricated 
of Stainless Steel—much of it from the mills of 
Sharon—where buyers know they can expect con- 
sistent quality plus the industry’s finest finish. 


SHARONSTEEL 
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1957 Mercury— Official Pace Car 
for the Indianapolis 500-Mile Race 


ee 


. .. the honor always goes to the car that, 
in our opinion, shows the biggest advance in 
styling and performance.” 


Tony HuLMan, 
Chairman of the Board 
Indianapolis Motor Speedway 


The BIG M 
sets the pace... 


On May 30th, the throaty roar of mighty engines will electrify 
an eager crowd of thousands at the Indianapolis Speedway . . . 
signaling the start of this year’s world-famous 500-Mile Race! 


Out in front, pacing the pack in a final dash to the starting 
line will be a gleaming, yellow Big M Convertible Cruiser . . . 
Official Pace Car for 1957. The selection of Mercury for this 
racing classic is an outstanding honor for all of us. It reflects 
the advanced styling and engineering that has made our 
whole Ford Family of Fine Cars the pace-setters of the 
American Road. 


In addition, it’s a profitable promotion opportunity for all 
Mercury dealers . . . one that the Mercury Division is helping 
you to capitalize on in every way possible. A complete Pace 
Car promotion campaign has been specially developed for the 
occasion, as a merchandising sales help for you. 


It offers you the chance to turn your dealership into local 
“Pace Car Headquarters”. . . complete with window trim, 
newspaper advertisements and local radio spots. It helps tell 
the story of Mercury’s value in an interesting and convincing 
fashion . . . keeps interest in the new Mercury high . . . draws 
more prospects into your showroom. 


Nationally, you’ll have all the selling power and tremendous 
popularity of the Ed Sullivan Show backing you up—plus 
additional impact in national magazines, newspapers and radio. 


This Mercury Pace Car campaign is typical of the effective 
and complete merchandising aids developed by all Ford Motor 
Company Divisions through participation in exciting national 
events. 


Remember, millions of Americans . . . your customers . . . 
see, hear and evaluate Ford, Thunderbird, Mercury, Lincoln 
and the Continental Mark II through just such participation 
and promotion. We plan to keep right on doing it with all our 
products as another outstanding service for you. 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ® LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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BATTERY CARRIER — An all-purpose 
battery carrier, the Ken B-63, has been 
introduced by Ken-Tool Mfg. Co., 768 
E. North St., Canton 5, O. Featuring a 
specially designed slide-arm that can be 
adjusted quickly to fit any type of six 
or 12-volt battery, the Ken B-63 Battery 
Carrier has a positive gripping action 
that guards against personal injury or 
battery damage from accidental dropping, 
it is claimed. The Ken-Tooi product makes 
it easy to remove or replace batteries 
in hard-to-reach locations, it is said. It 
holds batteries firmly by the case. 
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REGROOVER — A low-cost regrooving 
machine, the Vari-Matic Groove Master 
GMP-1, has been announced by Ballak 
& Co., 811 N. Ninth, St. Lovis, Mo. The 
machine features the ability to not only 
cut new grooves but to follow old grooves, 
duplicate and retain the original pattern 
on all sizes of car tires, it is claimed. All 
adjustments for regrooving can be made 
while machine is in operation. 
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IMPACT WRENCH—A redesigned PET 
impact Wrench, featuring the patented 
“Power Core” neoprene-steel energy ac- 
cumulator, has been announced by Port- 
able Electric Tools, Inc., 320 W. Eighty- 
third St., Chicago, Ill. The “Power Core™ 
is said to give the unit a builtin adjust- 
able torque and reduces operator shock. 
The wrench is said to hit maximum torque 
in six seconds; has a torque range of 
105 to 275 foot pounds; delivers 1,600 to 
1,800 impacts per minute, and never 
overloads or stalls. 





VALVE TOOL—A valve tool, for quick, 
convenient installation and removal of all 
rubber snap-in valves, has been announced 
by the Dill Mfg. Co., 700 E. Eighty-second 
St., Cleveland 3, O. The tool is designed 
to accommodate ali size valves for either 
14-inch of 15-inch wheels, in any size 
rim, it is claimed. It installs valves by 
applying puiling pressure and, with only 
a slightly additional pressure, will remove 
a vaive by pulling it completely through 
the’ hole, it is said. 
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New Label Motif Designed 


For Shell’s Oil Cans 


A new label design igs announced 
by Sheli Oil Co., of New York, for 
its X-100 “Regular” and “Premium” 
motor oil cans. The design dis- 
tinguishes the two types of oil by 





using red for the Regular and white 
for the Premium product. 

Both the quart and five-quart 
cans, made for Shell by American 
Can Co., will carry the eye-catching 
new labels. 

All-around lithographing is ac- 
complished on the smaller con- 
tainer because of its cemented side 
seam construction. Seams on the 
larger size are soldered for extra 
strength. 





BRAKE CAM, ROLLER — The Double- 
Action Brake Cam and Eccentric Roller is 
said to eliminate practically all of the 
faults of original smooth brake cam and 
roller equipment. Because both cam and 
roller are “gear-toothed," friction is elimi- 
nated. Since there is no slippage, and the 
action is always positive, brake action is 
performed with less movement of the 
parts, and with less use of air or vacuum 
for each brake application. The cam and 
roller, produced by Master Brake Cam Co., 
1675 Bagley, Detroit 16, Mich., is said 
to permit up to 100 percent brake-lining 
wear before replacement of lining. Fits 
all Timken, Shuler and Standard Forge 
16¥%-inch diameter brakes using 11-inch 
diameter cam name. 





No, M-lll Marine 4-Pole Socket Assembly 


No, M-li2 Marine 4-Pole Plug Assembly 


ELECTRICAL CONNECTOR — A brass 
construction four-pole electrical trailer 
connector assembly now is in production 
at Cole-Hersee Co., 20 Old Colony Ave., 
Boston 27, Mass. Cole-Hersee No. M-110 
trailer polarized connector features a 
flanged socket assembly No. M-111, with 
precision-machined contacts and pivot 
cover to keep out the elements plus a 
hard rubber insulated plug, No. M-112. 
Complete brass construction to resist cor- 
rosion, rubber insulators and boot, plus 
screw-type wire connections assure good 
contact, long life and electrical wiring 
ease, it is culmed. 





ae 


TIRE ACCESSORIES—H. B. Egan Mfg. 
Co., P. O. Box 1406 Muskogee, Okia., has 
marketed a complete Bridgeport line of 
valves, gauges, cores and caps, and re- 
placement valves for both tubes and 
tubless tires, as well as other tire ac- 
cessories. 
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OIL RING—The stainless steel oil ring, 
developed by Sealed Power Corp., Mus- 
kegon, Mich., and adopted on some of 
the 1957 engines, has been released in 
the replacement field. Fifty popular Sealed 
Power Kromex sets containing the stainless 
steel oil ring are now available. Some of 
the advantages said to be assured by 
the stainless steel material are a high 
resistance to corrosion, maintaining full 
tension at engine operating temperatures, 
and the ability to resist wear. 
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NEW PRODUCTS 





UPHOLSTERY CLEANING UNIT — The 
Speed-Mo is a brush-cleaner device de- 
signed for removing grease and oil spots 
from upholstery. The flow of cleaning 
fluid into the nylon brush is controlled 
by means of a button. Speed-Mo spot 
removers are said to be effective for 
cleaning grease and oil spots from up- 
holstery and other material. A locking 
control dial is said to prevent spilling, 
waste, leakage and evaporation. Rivet-O 
Mfg. Co., 50 Read S.. Orange, Mass. 
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BENCH SYSTEM—A modular production 
bench system, made up of telescoping 
frame members and lift-out work panels, 
has been marketed by Products for Indus- 
try, 1530 Summer St., Stamford, Conn. 
Called Product-A-Flow, its interchangeable 
members allow changing from one con- 
figuration to another in as little a time 
as 15 minutes, it is claimed. The same 
parts are used over and over for any ar- 
rangement—-single or multiple in-line, lad- 
der, console, back-to-back or any com- 
bination of these. Product-A-Flow is said 
to give complete layout flexibility. 
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BINS—Dorman Products, Inc., Cincinnati 
2, ©., announces the No. 1 Add-A-Bin 
unit of 24 factory-assembled transparent 
Add-A-Bins, containing popular sizes of 
cap screws, nuts, lockwashers, SAE 
washers, stove bolts and cotter pins. All 
cap screws are 1040 steel, double heat- 
treated. Contents are visible through the 
clear transparent drawers and further 
identified by removable clear acetate 
cards. Each drawer, 5 inches long x 3% 
inches wide x 24% inches high, can be 
divided into halves or thirds with plastic 
divider included. 





EMERGENCY SIGNAL—"Sof-T-Lite" is a 
railroad-type alternate flashing warning 


signal that is said to protect drivers 
against rear-end collisions. It fits any car 
or truck with turn signals, whether six 
or, 12-volt system, and operates despite 
blown out fuses. This device will operate 
with ignition off and car locked, per- 
mitting driver to leave car to seek aid. 
Safe-T-Lite, Corp., 10221 Michigan Ave., 
Dearborn, Mich. | oa 


Spandrel Glass Offered 


By L-O-F in 16 Colors 
The spandrel glass announced by 





Libbey-Owens-Ford Glass Co, will 
be made in black, white and 16 
standard colors, according to C. 
Edward Johnson, sales manager. 
These colors are fawn, buff, 
golden olive, brick red, colonial 
blue, jade green, charcoal, sage 
green, ice green, spruce, hunter 
green, turquoise, silver gray, gun- 
metal, cinnamon and chocolate. 


“We will make on special order a 
broad selection of non-standard 


colors,” said Johnson. 
> + * 





SERVICE MANUAL — This 24-page air 
and oil filter service manual is being of- 
fered by Purolator Products, Inc., Rahway, 
N. J. Printed in two colors, it gives de- 
tailed picture directions on the removal 
and replacement of the company’s filters, 
including the dry-type Micronic air filter 
introduced this year on many 1957 
models. Copies may be obtained through 
regular suppliers. 
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CRANE ADAPTER—An accessory which 
bridges divided bumpers to allow high- 
speed towing with front or rear cor 
wheels off the ground has been marketed 
by H. S. Watson Co., 1316 67th St., 
Emeryville 8, Calif. The Watson bumper 
edapter requires no mounting bolts or 
clamps, it is claimed. lt is placed on the 
standard cradie of the company's Tow- 
boy retriever crane; then it is hooked up 
with normal procedure. The adapter is 
shaped and cushioned to clear and pro- 
tect any grille work, it is claimed. 
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AMMETER-VOLTMETER — A precision 


ammeter-volimeter test set, identified as 
the Deluxe Acroset, model DLV, has been 
marketed by Electro Products Co., 445 
East 189th St., New York 58, N. Y. De- 
signed to handle the late type Delco- 
Remy double contact voltage regulators, 
the unit is supplied on a tubular stand. 
It features two types of adjustable re- 
sistances, a smooth-operating carbon pile, 
and a fine wire-wound linear field po- 


~ —_—l; 
tentiometer. Also built in is a \% he 
fixed resistor for setting both six andj 
volt regulators. The Acroset is Calibrate 
for six, 12 ond 24-volt systems. 


PROMOTIONAL VESTS—A line of pro. 
motional vests and weskits for conves. 
tions, shows, sales meetings and specig 
promotions, Kellogg Corset Co., 117 w, 
Pearl St., Jackson, Mich. Standard mode; 
may be red, gold, green, bive or brown, 
Men's vests have white sateen elasticized 
backs and are made in small (35-38), 
medium (39-41) and large (42-45) sizes. 
Women's weskits are tailored to fit ix 
sizes 10-20. Buttons are either gold o 
silver unbreakable plastic and are very 
metallic and rich in appearance. 

.-. © 





EMERGENCY LAMP — A high-intensity 
emergency lamp for highway vehicles hes 
been developed by Do-Ray lamp G., 
Chicago, Ill. The unit, calied Do-Ray No. 
99, has a special seven-inch shatterproof 
lucite lense which is said to produce a 
brilliant beam visible in excess of 800 feet 
even in sunlight without the use of re 
flector. The unit is 2% inches deep, 7 
inches wide ond 8% inches high. 

* * * 





KEY FILING CABINET — Cushman & 
Denison Mfg. Co., New York 11, N. Y. 
has announced an addition to its line of 
Ke-Master key filing systems. This vnil, 
the Ke-Drawer, indexes keys for proper 
control, identifies each of them, files them 
compactly and provides complete security 
for keys, it is claimed. The unit's capacity 
is up to 80 keys and it is sectionalized 
into four 20-key racks. 

* ¢* * 





NUT DRIVERS—One of the first additions 
to the Hunter miniature line is a complete 
set of miniature nut drivers. Sizes avail- 
able in the line are (measuring across 
the flats) 5/64, 3/32, 7/32, Ye, 5/32 and 
3/16 of an inch. Approximate overall length 
of the miniature nut drivers is 2 inches. 


Miniature drivers are available in sets 
containing their individual permanent 
plastic handles, and also in replaceable 
sets with a swivel type jewelers handle. 
Hunter Tool, Box 564, Whittier, Calif. 














































gee eegk SEBHERESS_EETESP uw esaessaee_ZEe 


eccewreos 


- 
. 


— 


ewe, 






















— 





aan — 
at 






technical development itself.” 
Unless the product to be devel- 
can be manufactured at a cost 
which is fully competitive (either 
ith similar products in the field or 
ith dissimilar products which it is 
intended to displace), and unless 
there is a practical means of pro- 
moting and selling the product if 
and when it is perfected, there ob- 
yiously is no value in undertaking 
the technical effort. ; 

In many instances, these vital 

estions are not answered easily. 
Archambault said there often is a 
tendency to move forward with the 
development in the hope that, some- 
now, the manufacturing and sales 

blems will be solved if the tech- 
nical effort proves successful. 

“While this intrepid approach 
sometimes may prove effective, it 
does not recommend itself in most 
instances,” Archambault said. 

He explained that exverience has 
shown successful technical develop- 
ment to be only part of the neces- 
sary effort, since problems of at 
least equal difficulty often are as- 
sociated with placing a new device 
into operational use. 
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(eeige tema he continued, 
“it has seemed to me that the 
achievement of a successful indus- 
trial research program requires un- 
usual skills in three major areas.” 

He identified these as: (1) es- 
tablishment of and adherence to 
dear and feasible objectives, (2) 
creative development of products 
or processes of superior utility 
and attraction which can be man- 
ufactured at low comparative 
costs and (3) profitable exploita- 
tion of such new products or 


2 


In Archambault’s opinion, “the 
first and third of these categories 
are at least as important as the 
second—and exceptional skills in 
these areas probably are even more 
dificult to find than are the tech- 
nical skills themselves.” 

It is for these reasons that Ar- 
chambault regards administration 
as the critical factor in directed 
industrial research and develop- 
ment. He considers administration 
“as being of greater fundamental 
importance than the possession of 
an organization of exceptional tech- 
nical talents or the availability of 
unusual physical facilities.” 

“Success in organized new-product 
or process development is,” in his 
opinion, “nearly always attributable 
to perceptive and skillful manage- 
ment, and only infrequently is the 
accomplishment of high technical 
ability operating independently and 
without strong external guidance.” 

Archambault concluded by say- 
ing that Stewart-Warner attempts 
to maintain a constant alertness 
to the hazards inherent in an atti- 
tude of unbridled enthusiasm for 
industrial research and develop- 
ment. 

The company’s policy is to gear 
its programs to objectives—in terms 
of both types and numbers—which 
seem feasible of efficient accom- 
Plishment, and to recognize that 
such accomplishment must include 
the successful commercial exploita- 
tion of a new product as well as its 
Successful technical development. 
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‘A Diversifying Climate’ 
Is Favored by Binger 


AMES H. BINGER, vice-presi- 
dent, Minneapolis - Honeywell 
Regulator Co., presented some views 
were in agreement and some 
that were at vari- 
ance with those 
expressed by 
Archambault. De- 
scribing the vari- 
ous ways in which 
product diversifi- 
cation can be gen- 
erated, Binger de- 
clared that most 
companies that 
conduct research 
A for diversification 
4. H. Binger do so by creating 
a “diversifying climate” rather than 
by having a rigid plan of action. 
“I don’t mean to imply,” Binger 
said, “that some planning isn’t nec- 
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% t~fCommercial Results Sought. . . 
Research for Profit 


Js Management Goal 


(Continued from Page 26) 


frequently is more difficult than the; essary and desirable. It can be used 


to establish profit-margin goals, re- 
turn-on-investment targets and a 
selection of general fields and types 
of products which will merit prior- 
ity in looking for diversification. 
But too stringent planning can 
place a research program in a 
straitjacket!” 

“Unusual things” cause re- 
search for diversification to get 
underway at many companies, 
Binger said. Companies which 
plan their diversification research 
are in the “small minority of de- 
liberate diversifiers by plan rather 
than by maintenance of a diver- 
sifying climate,” he declared. 

“What looks as if it is luck in 
finding new products actually is re- 
search in a favorable ‘business cli- 
mate,’” according to Binger. “This 


la company to explore, discover and 
| solve,” he explained, 

Binger said the key to successful 
| diversification is the way in which 
money is spent for research and not 
merely the amount of money allo- 
cated. He cited a number of ways 
by which product diversification 
may be generated. 


These included: New ideas may 
;be born through realization of a 


| present deficiency. Research may be 
carried on in the general interests 
of the company. An idea may be 
developed using known principles. 
The firm may start with an estab- 
lished marketing channel and hope 
| for the demand to grow for diversi- 
| fied products, taking advantage of 
| another company’s research. And, 
| finally, the need for new or modified 
| materials to solve a manufacturing 
problem can result in diversifica- 


tion. 
* = * 


S HIS contribution to the session 
on “sales growth through re- 


Auto Plastic Use Told 


OTTAWA.—Canadian automobile 
manufacturers today are using some 
13 pounds of plastic per car and by 
1960 will be using 20 pounds, ac- 
cording to F, Perry Wilson, presi- 





climate means team action within 


dent, Bakelite Co. 
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search,” Ralph E. Knight, vice- 
president, Kaiser Aluminum & 
Chemical Corp., chose to describe 
the role of re- 
search in the 
growth of the alu- 
minum industry. 
In his introduc- 


Knight said re- 
search now is as 
much a corporate 
tool as is finance, 
production, sales, 
etc.—and that re- 
search success is 
directly propor- 


R. E. Knight 
tional to the degree to which the 
research function is integrated into 
the business. 


Discussion of the first three 
conference papers clearly indi- 
cated that there is some difference 
of opinion on how closely indus- 
trial research should be directed 
and controlled by management. 
Two key questions were: How | 
closely should research projects 
be compelled to hew to original | 
plans and objectives? And to what 
extent should “side explorations” 
be permitted? 

Furthermore, it was observed that | 
there is some confusion in termi- 
nology—with disagreement on the 





tory remarks,}|..- - 
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distinction between “research” and 
“new-product development.” 

One means of differentiating be- 
tween the terms is to say that basic 
research is aimed at the discovery 
of new knowledge with no specific 
commercial goal or product in view 
while in applied research or 
new-product development work, in- 
vestigators are looking for answers 
to know problems and they do have 
a product in view. 

” * * 


Educator Cites Need 


For More Basic Research 


D*: JOHN T. RETTALIATA, 
president of Illinois Institute of 
Technology, warned that the U. S. 
is approaching a point of diminish- 
ing returns in the effectiveness of 
existing procedures and processes. 
He stressed the need of more fun- 
damental (basic) research to “fur- 


| nish the essentials for further prog- 


ress,” pointing out that about 90 
percent of all the research being 
performed is of the applied type. 
“This kind of research,” he con- 
tinued, “obviously has benefited 
the nation, but at the same time 
it has jeopardized the country’s 
potential for further achievement 
(Continued on Page 36, Col, 1) 
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... ROCHESTER KITS ARE RIGHT FOR EVERY JOB! 








Easy to stock — easy to order! 


Tired of breaking up parts kits for one or two gaskets? 
Then Rochester kits are right down your alley . . . right 
for every job! For the complete job, parts, gaskets and 
flange gasket come in one package. When it’s just the 
gaskets you want, Rochester has the answer . . . all the 
gaskets in one envelope. They’re easier to stock, too... 
one Rochester kit will handle more jobs than any other 
parts kit made. And remember, to help make each job 
even easier . . . to make your time worth more money 
. .» Rochester and UMS offer you the world’s finest train- 


ing, absolutely free! Ask your Rochester representative. 


MEET ROCHESTER’S BIG THREE. (A) Complete 
parts kit, all the parts and gaskets (flange in- 
cluded). (B) Gasket kit, all the gaskets plus 
flange. (C) Flange gaskets in individual envelopes. 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS, ROCHESTER, N. Y. 


Standard equipment on Chevrolet, Pontiac, Buick, Oldsmobile and Cadillac, 
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RBURETORS 
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‘ said, is “to a research | work on the future vitality of " 
Management Seeks Commercial Results... oe a _ ee oo- | COMDORY. 


tivity.” Rounding out his descripti 


° R Wa t In regard to the place of the re- the chief executive’s role in # 

‘ thering research effectivengs: 

Sales-Oriented Research Wanked | 22s Br cnsas| Bevina renee eftctvenm 
chart, Semple said that the man in| fynction of “control or 

(Continued from Page 35) mental research, Yet, Rettaliata| ment for “understanding why re-| charge of the research department! and criticism, in a sense 


by depleting our stockpile of ex- said, only 10 percent of American search is valuable to his company”| should not be more than one or two| guidance.” 
is knowledge.” 














research effort is devoted to this first on the list of contributions to|j.vels below the chief executive| In this category of control @ 
Fundamental research is the| Vitally important work. | be made by a firm’s chief executive | (oor evaluation of research and 
source from which applied research| Leading off a three-paper session | Officer in contributing to high per-| 1, Semple’s opinion, the company] ffom the standpoint of com 
flows. Rettaliata cautioned that de-|0n “more research for the dollar,”|80nnel performance and produc- iiaak & responsibility to| Possibilities, he noted that “ 
pletion of reserves in the area of| Robert B. Semple, president, Wyan-| tivity in a research department. eee a ee y ‘0! yardsticks and ratios” promise % 
basic knowledge produces a scarcity dotte Chemicals Corp., compared Next, it is the obligation of the | participate in actual a be of great assistance in f 
just as real as in the field of phys- research to a| firm’s president to make sure that of the research activity. -. s ; the research program, This fu 
ical materials “fountain of| Proper facilities are provided for | “This mainly falls in the = ae includes “cutting off projects 
According to Rettaliata, “We have youth” without | the research effort and that the | business guidance, in the n tion may be hung onto too long and 
not been successful in this country | which a company oe et ae ee BA = ee Geos eae ae aeocherating others that may i 
in generating sufficient appreciation certainly 18) more promis ng. 










; the single most important respon- | company is finding the greatest re- e »® 
of the value of basic research. We headed for a ster- : uf , : 
have seen repeated examples where| ile old age.” This| _Sibility of the president,” Semple | turn for its effort. Preplanning Called Vital 
we have had to call upon foreign | fountain of youth ‘ It is important that the research F. ‘Sei fie? E » 
scientists, trained in a European that enables an Stainless Steel Book department understand the limits| “or cientific x periments 
atmosphere of basic research em- industrial firm to) MIDDLETOWN, O. — Stainless|of financial resources to use for) q‘LIFFORD F. RASSWEIL 
phasis, to play a major role in some attain maturity| steel bar and wire is the subject | results, he continued. vice-chairman of the boar 





of our scientific developments. instead of a ster-| of a new 24-page booklet (No. 4756)| One of the most helpful contribu-| Johns-Manville Corp., proved to fe 

“Further prosperity (in the U. S.) | ile old age, is built) from Armco Steel Corp. It describes | tions a president can make, accord-| a strong advocate | 
demands that our reserves of| ®- 5. Semple on the spirit—‘on| 45 types of stainless steel available|ing to Semple, is the “encouraging| of close manage- 
knowledge be replenished, lest we|the creative drive of those mem-|in these forms, including several|of a climate within the company| ment control over 
become unable to supply the com-| bers of a company who lead it on) special proprietary grades. The|for the research effort.” The re-| research. He said, 





ponents necessary for continued ad-| its forward path.” | booklet is illustrated. Copies are| search people should feel that their| “The selection and 
vancement in applied research,” he| a ke lavailable from the company’s | chief officer understands research—| clear definition of 
warned. Replenishment can be ac-| As AN outgrowth of this convic-| Product Information Service, Mid-| and they should be given an under-| worthwhile objec- 
complished only through funda-| tion, Semple placed a require-| dletown, O. standing of the impact of their) tives for a re- 





search organiza- 
tion is one of the 
major require- 
ments for making 
its work produc- 
tive.” 

Industrial research is concerned 
with scientific experimentation. To 
be “scientific,” Rassweiler reminded, 
experimental activity must be pre 
planned. In his opinion, selecting 
and defining objectives is one of the 
best ways of controlling research 
without destroying individual initia. 
tive. 

According to Rassweiler, “one 
of the best ways to direct without 
dominating is to give each mans 
clear objective which will repre 

sent a worthwhile accomplish 
ment—and then allow him the 
greatest possible freedom in find- 
ing out how to reach that goal” 

At Johns-Manville, research com 
trol is achieved by close attention 
to what are called “technical objec. 
tives” and “commercial objectives.” 

Rassweiler explained that the 
technical objective (which must in. 
volve recognizable commercial pos 
sibilities} to be achieved must bh 
defined in terms of the eventual 
customer’s needs and desires. Ir 
other words, it is necessary to fin 
out what the product should DO 
rather than what the product shouk 
BE. 

In product development for con 

sumer markets, it is not enougl 
to analyze simply what the con 
sumer (now) uses as a basis fo 
decision. Rassweiler asserted that i 
often is necessary to analyze wha 
the consumer can be persuaded t 
use. 
“Sometimes a property that ca 
be featured in advertising is mor 
important than one which will in 
crease the product’s durability,” h 
declared. 

Out of this sort of analysis 
gradually develops what Rass 
weiler calls the “commercial ob- 
jective.” This usually is aimed at 
an increase in sales or profit mar- 


. gins by supplying something that 
Close the sale with fas added saleabity 
The important point, according 
Rassweiler, “is that the definitio 
of what is needed to achieve greate 


RP aaeeniity set Se in Worms cd a 
upholstery of | u Pont Nylon = ae 
Cr IS the responsibility of the to 


research executive to insure tha 
technical objectives of his organiza 





Turn prospects into buyers by pointing out all the tion are properly set to assist in te 
. filling his com s comme 

advantages Du Pont nylon brings to upholstery . . . Gttns Be oa declared tha 

7 @ company can well afford to spem 

e longer wear ¢ greater trade-in value a tet of Gene Gna amen ene 

e easier care e attractive new colors, styles a semana cccompieebanens - to b 

e the extra comfort of woven fabrics aoe ne Oe ne ae 

= = extra sales appeals Du Pont nylon — to avdiauae ais Nand pro 
u e rn eee iw approval reportedly has “greatly 

ees © yar ee paper oo “y creased the efficiency of laborator 

help close the sale. work and reduced wastage of effort. 


By setting up a distribution of 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY os ea for the handling of many 
small problems (which are essel- 

tial to sales effort but where the 

involved does net 


expenditure 
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THE BEST DEALERS 
SELECT THE BEST 


efficiemcy ___ positive air-power 
actuation plus automatic retraction helps 
men do faster, neater, better work. 


styling... clean, functional design com- 
mands customer confidence. . . transforms 
any lube room into a “service showcase.” 


dependability ... maintenance 
is the lowest ever recorded for similar equip- 
ment . . . installation is simple and easy. 


When you are ready to make your lubrito- 
rium a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


*Registered Trade Name 


.-.--Says President Art Grissom: 

ART GRISSOM BUICK COMPANY, CENTER LINE, MICHIGAN 
“The neat, clean appearance of Lincoln equipment has helped 
build prestige for my business. We have chosen Lincoln equipment 
again and have just installed nine new Overhead Lubreels on the 


basis of past service and performance.” 
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80 Days in 
6 Regional 
Editions 
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competitive automotive 
field, where you need 
continuous 
up-to-the-minute 
market information. 


In addition 
you get many other 
outstanding features 

found in your 
NADA Official 
Used Car Guide 


AVERAGE RETAIL 
AVERAGE LOAN 


(in most areas) 


IDENTIFYING 
SPECIFICATIONS 


Quantity Prices on Request 


AUTOMOBILE DEALERS 
Car Guipe Co. 
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REPLACEMENT 


CARPETS 


FOR ALL MAKE CARS 


A MUST ITEM for Dressing Up 
DELUXE and LATE MODEL USED CARS! 


@ For all cars from 1948 on 

@ Leather insert under driver's feet 

@ Bound around all edges 

@ Rubber grommet at dimmer switch 

@ individually boxed and labeled 

@ Backed with thick felt padding 

@ Available in all current colors—high pile 
wool carpeting and new type Nylon-Rayon 
carpeting. 


Here is a completely custom 
made carpet that duplicates 
original equipment con- 
struction. BUT AT A 
MUCH LOWER COST. 
Some Choice Territories 
Still Available 


Send for FREE Sample Folder 


NEWARK AUTO TOPCO. INC. 


HY-FY-R 
PRECISION IGNITION 


Increases Performance of Modern Engines 
HOTTER SPARK at all ENGINE SPEEDS 
More Power—Smoother—Saves Time—Saves Fuel 


Added to distributor without altering regular ignition, makes 
TWO IGNITIONS available. Point gap preset and changing 
points does not change engine timing. Anyone with only a 
yscrewdriver can correctly change points in about two minutes. 
Straight break and make—no bounce during dwell. List price 
including an extra point assembly $34.75 for most cars. $39.75 
for 57 model G. M. eight cylinder cars. Trade discounts 
allowed. 


HY-FY-R Division of Toeee Motors Inc. 


CENTRAL AVE 
NEWARK 2, N J 


MArket 





845 Madison St., Ook Park, lil. Phone Euclid 3-2191 
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Commercial Results Sought . . . 


Research for Profit 
Is Management Goal 


(Continued from Page 36) 


analysis given to a larger project). 

By setting aside in each section 
a certain percentage of effort for 
exploratory research on subjects 
selected by the research organiza- 
tion, the company endeavors to 
“preserve the imaginative, forward- 
looking thinking and experimenta- 
tion which are necessary to lay the 
foundation for priority projects of 


the future.” 
= * 


Modern Research Effort 


Ranks as ‘Big Business’ 


DUER REEVES, executive 

* vice-president, Esso Research 

& Engineering Co., noted that in- 
dustrial research has become one of 
the nation’s larg- 
est businesses, 
amounting to 1% 
percent of the 
gross national 
product. Over a 
25-year period, he 
said, research has 
grown into an en- 
tirely new rela- 
tionship with in- 


part of its budget on applied re- 
search and development rather than 
on basic or pure research. 


As his talk developed, Ingersoll 
expressed himself as a proponent 
of a businesslike approach to re- 
search. His “five-point plan” for 
direction and guidance of research 
activities embraced the concept of 
definite objectives, management ap- 
proval of projects, management con- 
trol and evaluation of research and 
continual interchange of ideas be- 
tween top management, research 
executives and other key people in 
the organization. 

= > * 


‘Lucky Accidents’ Arise 
From Research Freedom 


At=™ completion of the sessions 
on sales growth through re- 














ee 
search and improvement of 
efficiency, the conference took a qj. 
ferent tack and discussed “ext, 
dividends from research.” 





sion was 
rect, planned returns from jp. 
search —there often are Many 
“extras” gained. (Every researche 
can cite instances where the e. 
tra returns or accidental achieve 


than the original target or pu. 
pose of the work.) 

After a paper on “offshoot gains 
from research” and another 
“making waste products pay,” this 
session closed with a provocatiys 
discussion of “accidental retumy 
from research.” 


This stimulating paper was deliy. 
ered in humorous fashion by Ww. 
Furness Thompson, vice-president, 
Smith, Kline & French Laboratories 
“Research can’t be thought of jp 
terms of a ‘million-dollar baby/” 
Thompson warned. 

He rapped the popular acceptanee 
of the concept that an idea leaps 
from the mind of a scientist, be. 
comes a product, and makes a mij. 
lion dollars a year for the company, 
“I call this type of thinking the 

(Continued on Page 40, Col. 1) 
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Community Relations... 





dustry—to a i 
where it now is 
an integral part) 
of a company’s operations and an) 
important factor in competitive | 


Home-Town Promotion 


strength. 

“It no longer is in the position of 
being supported by a company in 
the hope that something good will 
come of it, but represents an or- 
ganized effort on the part of a com- 
pany to provide itself with the tech-| 
nology it needs for its present and 
future growth,” he said. 

Now, as a member of the cor- | 
porate family, industrial research 
has acquired definite responsibili- 
ties which it must meet in ful- 
filling its obligation to manage- 
ment, Reeves said. 

The five major responsibilities he | 
charges research organizations to) 
meet are: (1) Know just what tech-| 
nology the company needs. (2) Cre-| 
ate the needed technology. (3) Help 
the company to use the technology 
effectively. (4) Carry on internal 
research operations efficiently. (5) | 
Be an effective member of the man- | 
agement team. 

Speaking on “management’s role 
in achieving prof- 
its from research,” 
Robert S. Inger- 
soll, president, 
Borg - Warner 
Corp., said, “Since 
forward planning 
is one of its pri- 
mary responsibili- 
ties, management 
must — through | 
the proper organi- 
zation and adop- 
tion and execu- R. S. Ingersoll 

| 


| 





tion of adequate policies—give 

constant and unending guidance to} 

the company’s research activities. | 
. > . 


NGERSOLL observed that he has 
found most researchers “very 
eager for executive guidance.” After 
all, he said, everyone in every kind 


of productive activity likes to see|  auTOMOBILE VOLUMES — 
his ideas take shape, to achieve PRAISE COMMUNITY ee UseD THEM! 
practical form and to earn public AND SO WILL YOU WHEN Y 


acceptance. 

“It is in this area,” he declared, 
“that the business executive (who| 
must be practical if his company is 
to prosper) can be of the greatest) 


service to his scientific colleagues— | « 


that is, in bringing their ideas to 
fruition as commercial products. 
“Research —badly directed re- 
search—can be costly. It can waste 
money and it can waste talent.” To 
avoid such loss and waste, manage- 
ment should take the steps which 
are essential to profitable results. 
Ingersoll stated that (in research) 
Borg-Warner spends the largest 





DuPont Plant Opens 
ANTIOCH, Calif—DuPont’s mul- 
timillion-dollar tetraethyl lead plant 
here for the manufacture of gaso- 
line antiknock compound is now in 
production. Tetraethyl lead will be 
shipped from the plant to refiners 
west of the Rockies. The plant also 
produces “Freon” refrigerants. 


for Quality Dealers 


HERE’S WHAT YOU'VE BEEN LOOKING FOR IF YOU 
WANT SOUND PROFITS FOR 


YOUR DEALERSHIP WELL IDENTIFIED WITH YOUR LINE. 


r. { 
}  peLaTions 


‘ 
case msteet 





THE LONG PULL AND 


Your dealership is a local institu- 
tion. Now that the factories are 
taking over product advertising, 


Here Are Important 
Advertising Answers 


Important answers are contained in 
Volumes I, II and III of COM- 
MUNITY RELATIONS: A Case 
History of an Automobile Dealer- 
ship as a Good Neighbor! They tell 
the story, with advertising repro- 
ductions and publicity reprints, of 
how one successful dealer did it. 


Plan and Execute Your 
Own Program 


These books spell out community 
and customer relations. They sup- 
ply copy, illustrations and layout 
ideas, as well as pointers on pub- 
licity that pay off in customer good 
will and volume sales. From them 
you can plan and execute your own 
program—effectivelyand profitably. 





LEE ANDERSON, nationally known auto- 

mobile dealer, established the policies and 

msored the programs described in these 
volumes. 


You can have this complete set of file size 
8% x 11 volumes, containing more than 
300 pages, for only $19. Fill out and mail 
the attached coupon today. 


L. C. ANDERSON, INC. 
Lake Orion, Mich. 





LEE ANDERSON 


Poco ccocococococccc cone 
| MR. LEE ANDERSON | 

MAIL l Lake Orion, Michigan 

THIS Please send me________sets of three volumes each of | 

Community Relations at $19 per set. I enclose [] check, 

COUPON j on ES coer etter 0p Bice ent 

Please 1 Name. 

print or I a a ee : 

type name | Strect 

and address | | 
a re : 


LIMITED EDITION. PUBLISHER RESERVES RIGHT TO REFUND MONEY IF UNABLE TO FILL ALL ORDERS. 
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(One of a series) 


Use Stainless Steel trim to sell your new cars! 


The new Belvedere Sport Coupe hardtop, seen in the 
picture, features a selling point you can’t afford to over- 
look—Stainless Steel trim. | 

Prospective Plymouth owners will want to know 
about the special qualities of Stainless. Be sure to em- 
phasize its solidity and hardness. Stress the fact that 
Stainless will withstand corrosion and pitting, resist 
dents and scratches far better than any substitute trim. 
Remember, too, that it can’t peel. 

Show your customers the clean, gleaming beauty of 
Stainless trim. Make a point of telling them how easy 


eS Fea" 7 “ts 


it is to keep it clean and gleaming, by wiping with 
nothing more than soap and water. And tell them that 
Stainless is safe from discoloration by detergents. 

Don’t hesitate to mention the long-lasting quality of 
Stainless Steel—a factor that shows your prospects the 
extra value to be found in the new Plymouth. 
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Management Seeks Commercial Results . . . 


Sales-Oriented Research Wanted 


(Continued from Page 38) 


million-dollar-baby fallacy,” he de- 
clared. 


“Many people—including some 
who should know better=get the 
idea that research 
is just one big 
success story,” he 
observed. “Of 
course we (re- 
searchers) all 
have had our mil- 
lion-dollar babies, 
but these are the 
exceptions rather 
than the rule.” 

He derided the 

Al notion that all re- 
W. F. Thompson search could be 


successful if management could do 
certain things, apply certain pres- 
sures, or evolve “the right magic 
formula.” “Actually,” Thompson 
said, “I am persuaded that there is 


can do which will guarantee success 
unless it’s not to interfere.” 
. * + 

aaa thing management 

should never lose sight of, he 
added, is that in research, failure 
rather than success is the order of 
the day. “We should avoid over- 
emphasizing the necessity for our 
research people to produce results 
measureable in dollars and cents,” 
he cautioned—adding, “a scientist 
can’t do his best work with one eye 
glued to the microscope and the 
other to the cash register.” 

Thompson reminded the indus- 





Dumore Versa-Mil 
RACINE, Wis.—Purchase of the 
manufacturing and sales rights for 
a line of portable precision machin- 
ing units known as Versa-Mil has 
been announced by Dumore Co., 


the machine is an attachment for 


really nothing much management’ lathes and other machine tools. 





ALEMITE 





Only 





trial executives that many of the 
most important and valuable sci- 
entific and industrial discoveries 
were the result of accident. Ma- 
sonite, bakelite, the froth-flotation 
process of treating ore, saccharine, 
penicillin and the whole modern 
concept of bacteriology were 
among the accidental discoveries 
cited by Thompson. 

“These accidents do not happen 
quite by chance,” he said. “They 
never seem to happen to everyone. 
Seemingly, they occur only to very 
special types of people — people 
characterized by certain common 
denominators—thorough training, a 
mind acquisitive for knowledge, and 
an intense interest either in the 
problems they supposedly ‘happened’ 
solve, or in quite similar prob- 
ems.” 


According to Thompson, these 
valuable accidents prove, if nothing 
else, that the outcome of any re- 
search attempt often is far from 
“Unpredictability is 


predictable. 





corrects both up-and-down and 
side-to-side unbalance...handles all size wheels, 
including new 14”! 


@ Balances wheels completely — without attach- 


ments! 


@ Exclusive Alemite “Vue-Scale” Meter gives 
positive visual proof of balancing! 


..-And ALEMITE offers you a 
FREE DEALER SIGN! 


to identify your service department 
with the powerful nationally adver- 
tised Alemite name! 


Free 
see He tee 
Con’ today! 


tive 


\ the 
ee 


KINETIC UNBALANCE 





Buick X-Ray Divulges 
Secrets of Alloys 
FLINT.—A new X-ray that can 
analyze a given element in alloy 
steel in 10 seconds, or magnify 
the atomic structure of materials 
150,000,000 times has been installed 
in Buick’s metallurgical labora- 
tory, according to Verne Hense, 
Buick’s chief metallurgist. 
He said the new instrument has 


metallic elements compared with 
the conventional wet chemical 
method. “In addition,” Hense said, 
“it reveals facts about the struc- 
tural makeup of materials, giving 
us a new and better approach to 
quality control problems.” 

The instrument fires a 50,000 
volt X-ray beam to probe inside 
hardened steels, or even carbide 
cutting tools which defy analysis 
by any other means. 





part of the essential nature of re- 
search,” he said. “If you don’t have 
unpredictability, you don’t have re- 


search.” 


This does not prove that the best, 
most efficient type of progress in 





DYNAMIC UNBALANCE 


Alemite corrects all unbalance right on the car—at operating speeds 
up to 100 miles an hour! Registers vibrations as small as 2/1000 of an 


inch at all speeds! 


REG. U. S. PAT. OFF 


LIAS MOUS 


Division of STEWART-WARNER CORPORATION 


Dept. AP-57, 1850 Diversey Parkway, Chicago 14, Ill. 








a 
research is accidental, he asserted 
or that the scientist should jugt 
around the laboratory hoping for 
some lucky accident to occur, 

“But in a sense,” Thompson 
said, “every discovery is an ‘neg. 
dent’ (although most are ‘ 
accidents’), because the discovery 
always is something of a happy 
surprise.” 

Accidental returns from re 
can be quite valuable, he conc] 
but they will not occur unless map. 
agement gives its research 
“time rather than timetables— 
to think, time to incubate ideas” 





Dealer Grosses 
Million a Year 


In Town of 13,000 


HANOVER, Pa. — How does , 
dealer gross $1 million ann 
from a city of only 13,000 popula. 
tion? 

“Service absorption is a good part 
of the answer,” according to Arthur 
S. Kuhn, president of Kuhn Aut 
Sales and Service (Dodge), who last 
year grossed. $338,000 on parts and 
service for an 80 percent absorp- 
tion figure. 

“Service, and lots of it, adds up 
to a successful turnover in new car 
sales and profitable operation,” 
Kuhn said. 


Proper service requires equip- 
ment, material and trained labor, 
he said. 


He has $25,000 worth of modern 
service equipment, a full inventory 
of parts and employs 17 men in his 
service department. 


Some 35 percent of the dealer- 
ship’s service volume is “outside 
business”—from people who haven't 
bought new or used cars from Kuhn 
Auto Sales. But a high percentage 
of these become new-car buyers 
later. 

To illustrate the advantage of 
good service, Kuhn said that his last 
year’s new-car gross was $606,000 
on 217 units for a local sales pene- 
tration of 26.9 percent, a substantial 
increase over past years. 

Used-car volume accounted for 
$270,000 on 357 units. 


Tiny Air Sampler 
Built by DuPont 


WILMINGTON, Del.—A simpli- 
fied air sampling device, small 
enough to hold in the palm of the 
hand, has been developed by duPont 
industrial hygienists designed to 
help air pollution experts determine 
what harmful substances might be 
in the air. 

Weighing less than two pounds 
and costing a fraction of existing 
equipment for doing the same job, 
duPont said the new device substi- 
tutes a miniature jet engine pow- 
ered by low-pressure liquefied gas 
for hand or motor driven pump and 
dry gas meter or flow meter re- 
quired with older type air sampling 
equipment. 

Other than a valve to control the 
supply of compressed gas, the de- 
vice contains no moving parts, re- 
ducing or eliminating operating and 
maintenance problems, duPont said. 


' ' t ' 
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Mercury Gives XM-800 
To Michigan U. 

ANN ARBOR, — University of 
Michigan automobile engineering 
students have a $100,000 experi- 
mental car to study—made avail- 
able by Mercury. 

Called the XM-800, it is a low- 
slung “hardtop” coupe first dis- 
played at national automobile 
shows in 1954, Considered a cross 
between a sports car and a “dream 
car,” it has a body of white and 
copper—colored plastic and incor- 
porates a number of advanced de- 
sign features. 

The car has been placed in the 
Automotive Engineering Labora- 
tory on North Campus. According 
to Prof. William Graves, laboratory 
supervisor, the XM-800 will be 
studied closely by classes in auto- 
motive engineering, and will be dis- 
played this spring on the central 
campus. 

Graves said that the experimental 
car is among equipment and gifts 
valued at over $600,000 that have 
been donated to the laboratory by 
state industrial groups during the 
past year. 
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POST | 
mi FOR AUTOMOTIVE PRODUCTS 


EDITOR, HAMILTON COCHRAN, MANAGER AUTOMOTIVE DIVISION 
Published by THE SATURDAY EVENING POST, INDEPENDENCE SQUARE, PHILADELPHIA 5, PA. 


WHAT MAGAZINE ADVERTISING 
MEANS TO DODGE DEALERS 


by L. F. Desmond 


Vice President in Charge of Sales 


Dodge Division, Chrysler Corporation 


Editor’s Note: We are glad to devote this page to Mr. Desmond’s article on 
the value of national magazine advertising, for it applies with equal force 
to all car dealers. We will welcome articles of a similar nature from other 


authoritative sources. 


When I started to put down what magazine advertis- 
ing means to Dodge dealers across the country, I knew 
just what I wanted to say. I wanted to say something 
about the long-range appeal of magazine ads; some- 
thing about the prestige they carry; something about 
their astronomical circulation, and the faith that pro- 
spective buyers place in them. 


But, then I thought of one word that says all those 
things for me—“Appetite.” 


That’s what we at Dodge are after in the ads we run 
in The Saturday Evening Post and other national 
magazines. We want readers of the Post to look at our 
ads and want a new Dodge. We want them to get that 
gnawing, hungry feeling that I think only a new Dodge 
will satisfy. 


Magazines like the Post provide the ideal setting for 
us to stimulate appetite. Top-grade printing and paper 
allow us to present the car in its best light, capturing 
its full beauty of color and line. That’s the kind of 
selling that makes prospects hungry for a Dodge. 


Surveys indicate that people have faith in the maga- 
zines that they read. Many of them return to maga- 
zines four or five times, re-reading and reviewing, giving 
our ads the kind of continuous exposure they need to 
become effective appetite builders. 


N THe se ene 


SWEPT WING! ~ 


ks by the 
very two wee 
eee g Post. itis read by 


+ is a newsletter publi 
motive Industry. 


Saturday Evenin 


an ling Slants’ 
ve hes of the Auto 


Automotive Division of The 


15,000 key individuals in all branc 


L. F. Desmond 


To the community Dodge dealer, this means business. 


Millions of people read the Post, many of them see and 
want Dodge cars. The appetite is there, and all that 
remains for the dealer to do locally is convince his pros- 
pects that his showroom is the best place in the world 
to satisfy that appetite. 


Through dealership displays, featuring enlarged copies 
of magazine ads running currently, the dealer can tie in 
directly with national advertising campaigns, identify- 
ing his firm with the product people have learned to 
want because of magazine ads. 


We at Dodge are sold on the selective audience which 
magazine advertising provides. We know that the 
average magazine reader has a better than average 
income, and a higher than average intellect. This 
selectivity allows us to conceive and present a message 
specifically designed to appeal to what might well be 
described as a very favorable audience. 


The first Dodge ever built appeared in the pages of the 
Post on November 21, 1914, under the slogan “It Speaks 
for Itself.” 


We've been speaking to the public through the Post 
ever since. 


é Typical of dealers who tie in with Post advertising 
is Thornton-Fuller Co. of Philadelphia, Dodge deal- 
ers who are celebrating their 50th year in the auto- 
mobile business. At left is G. H. Thornton, president, 
who is showing his son, F. P. B. Thornton, v.p. and 
gen‘! sales mgr., a double spread from the February 
3, 1934, Post. This ad featured Thornton Sr. as one 
of the nation’s most successful dealers at that time 
— and he has maintained his leader- 
ship ever since, 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '56s added and '48s dropped in November, 1955. Prices of ’57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at auction de- 
clined $7 last week to $903, ac- 
cording to Automotive News’ 
index. 

By increasing their average by 
a modest $1, ’52 models were the 
only ones to escape the down- 
ward trend. 

Reductions in average price 
amounted to $1 on 53s, $3 on 
"55s and ’5is, $9 on $50s, $11 on 
"57s, $13 on "54s and $19 on "56s. 

The adjustments resulted in 


while the previous low on ’53s 
was matched, 

At a group of representative 
auctions last week, the average 
consignment was 220.5 units, 
compared with 186.7 a week 
earlier. The sales ratio was 68.3 
percent, compared with 71.5 per- 
cent the previous week. 

Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


LITTLETON, “COLO. 


(Denver Auto Auction, Sale every Friday. 
Prices are for sale of May 10.) 


new low prices for ’56és and "54s, | BUICK—’57 Special 4-dr., $2,395*. "56 Su- 








ALABAMA 


JOHNSON AUTO 
AUCTIONS 




















MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Dudley-Caswell 
Auctioneer: Harvey Greenwood 
, Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 


| 


DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
#75 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10, YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





ILLINOIS 

Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


IOWA 





TOM FLETCHER'S 
DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 





MASSACHUSETTS 


PEABODY AUTO AUCTION, 


INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at || A.M. 
Newburyport Turnpike, U. S. Rt. | 








per Riviera, $1,900* (ps). °51 2-dr., $220. 
CADILLAC —’'56 coupe de Ville, $4,080*° 


(ps). 

CHEVROLET — ’57 Bel Air (8) station 
wagon, $2,500°. '56 Bel Air (8) Hardtop, 
$1,925*, $1,730°, $1,555*; Two-ten (8) 4- 
dr., $1,650°; One-fifty (6) 2-dr., $885. '55 
Bel Air (8) 4-dr., $1,425*, $1,280°; Two- 
ten (6) station wagon, $1,350, $1,060*°; 
4-dr., $880; (8) 4-dr.. $1,220°. '54 Two- 
ten station wagon, $880* (ps). ’53 Bel Air 
4-dr., $625° (ps); Two-ten 2-dr., $575, 
$510. '52 4-dr., 2 at $420. 

CHRYSLER—’'55 NY 4-dr., $1,565* (ps). 
"54 NY 4-dr., $1,160* (ps), $1,055° (ps). 

DeSOTO—’57 Firesweep 4-dr., $2,475*. 55 
Fireflite 4-dr., $1,360° (ps). 

DODGE—’55 Coronet Hardtop, $1,235*; 2- 
dr., $1,170. '49 4-dr., $110. 

FORD—’57 Fairlane (8) 500 2-dr., $2,415°*; 
Custom (8) 300 2-dr., $2,250°; Country 
sedan, $2,140°*, '56 Fairlane (8) Victoria, 
$1,650°; 4-dr., $1,440° (ps); Custom (8) 
2-dr., $1,220°, $1,130. °55 Fairlane (8) 
Victoria, $1,225°; 2-dr., $1,125; Custom 


MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 
Here in the shadow of General Motors, you 

get the best buys. 
NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 











West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 
MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 








(8) 2-dr., 2 at $1,070; 4-dr., $1,020. ’52 
Custom (8) 4-dr., $455°. 

HUDSON—’51 Pacemaker 4-dr., $150. 

MERCURY — '56 Monterey coupe, $1,925° 
(ps), $1,640°, $1,625*; Montclair 4-dr., 
$1,825* (ps); Medalist coupe, $1,725*; 
Custom coupe, $1,615*. ‘55 Monterey 
coupe, $1,530* (ps), $1,305*; Custom sta- 
tion wagon, $1,430°*. 

NASH—’57 (8) station wagon, $2,625* (ps). 

OLDSMOBILE—’'56 (88) Holiday, $1,895*. 
'55 (98) Holiday, $1,770* (ps) 
(ps); (88) Super Holiday, $1,675* (ps); 
(88) Super 4-dr., $1,505* (ps), $1,235° 
(ps). "54 (88) Super 4-dr., $1,230°. °53 
(88) Super Holiday, $830°; Hardtop, $810; 
(98) 4-dr. $635° 


PLYMOUTH—'57 Belvedere (8) 4-dr., $2,-| DeSOTO—'56 Firedome 


400°; coupe, $2,175*; Suburban 2-dr., $2,- 
205. °56 Belvedere (8) 4-dr., $1,560°; 
Savoy (6) 4-dr., $1,135°. "55 Belvedere 
(6) station wagon, $1,195; Savoy (6) 4- 


dr., $890. 
PONTIAC—'56 Chieftain Catalina, $1,425°. 
‘55 Star Chief Catalina, $1,420° (ps), 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 
one Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





Conveniently located Y% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 
Checks and titles guaranteed 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safc because all titles 
and checks are insured 


Phone Dunkirk 3-0150 


MICHIGAN MISSOURI 
———————— 
AUTO DEALERS AUCTION 





GRAND RAPIDS AUCTIONS, INC. 


— ies ettewedt-ab Os tle, oS: Paner City, ie Te EVERY TUESDAY 12:30 P.M. 
en ich ae oe lodependonce Gentes GREENPOINT AVE. & PROVOST ST. 
EVER —CHECKS Bob Ring, Owner — Reed, Mgr BROOKLYN 22, N. Y 
At 1:00 P.M, Sharp—Dealers Only aur rs Tel, BV. "9-4000 
Auctioneer: Col. W. E. “Bill” Nagy Jack Erwin Je. Whitman se 


“Michigan's Best" 
Phone: ARdmore 46-4720 


B. Spielman 


Sal 2 10: “m, Joh Beck 
ie every Friday: 10:30 a.m. Ww. 


An effective channel to buy and sell 


AUTOMOTIVE NEWS WANT ADS 
BRING QUICK RESULTS 














if 
$1,250*; Chieftain 2-dr., $1,060°. "54 
Chief Catalina, $975°, '$925°. "50 (8) 
dr., $150°. & 

MISCELLANEOUS — ’57 Ford (8) tm 
Pickup, $1,790. ’50 Chevrolet 1-ton 
$240; Dodge (6) %-ton pickup, gigs” 


CHICAGO 


(Arena Auto Auction, Sale every Tues. 
day. Prices are for sale of May 14.) 
BUICK—’57 Special Riviera, $2,349* "56 

Century conv., $2,210° (ps), $2 075 

(ps); Special conv., $2,175*; Riviera, $1, 

780*, '55 RM Riviera, $1,685* (ps)' $)". 
545* (ps); Century Riviera, $1,655’ gy’. 

615* (ps), $1,590*, $1,310*, $1, 250° '(ps). 

Special Riviera, $1,435*, $1,395*, $1,959: 

(ps); Super Riviera, $1,255* (ps) » 

Super conv., $1,000*; Riviera, $895* (pg) 

$895*; Special Riviera, $845*, $680, "53 

Super Riviera, $810* (ps), $720*, goss. 

RM Riviera, $655*; Special Riviera, $459) 

52 RM Riviera, $485*; Super Riviers 

$380*. 

CADILLAC—’'57 (62) coupe, $4,445* (ps) 

56 (62) sedan de Ville, $3,750* (pg): 


conv., $3,625*. °55 (62) coupe de 
$2,800° (ps). °54 (62) 4-dr., $1,945¢ 
(ps). "53 (62) 4-dr., $1,230* (ps), $1. 
130°. "51 (60) 4-dr., $1,130*. ‘50 (62) 
coupe, $360*. 

CHEVROLET — ’56 Bel Air (8) Sport 


sedan, $1,780*; conv., $1,745*, $1,709. 
4-dr., $1,490*; Bel Air (6) conv., $1; 
520°; 4-dr., $1,520*; Two-ten (8) Del. 
ray, $1,495*; Two-ten (6) 2-dr., $1,106*, 
’55 Nomad station wagon, $1,650*:; Bel 
Air (8) conv., $1,500* (ps); Sport 
coupe, $1,435*, $1,400* (ps), $1,330; 
Bel Air (6) Sport coupe, $1,365*; 2-dr., 
$1,280°, $1,160°; Two-ten (8) Sport 
coupe, $1,195*; 2-dr., $1,070*; 4-dr., $1,. 
055*, $1,050*°; Two-ten (6) 4-dr., 
$950. °54 Bel Air 2-dr., $865*, $665, 
$605, $295; Two-ten 4-dr., $635*, $515, 
53 Two-ten 4-dr., $675*, $350°; Bel 
Air 4-dr., $480. 


$1,710* | CHRYSLER—’55 NY 4-dr., $1,250* (ps); 


2-dr., $1,600*; Windsor 4-dr., $1,480° 

(ps), 2 at $1,250° (ps). "54 Windsor 4 

dr., $980°. "53 NY 2-dr., $720*; Windsor 

4-dr., $535*. °52 Windsor 4-dr., $275* 

(ps). : 

Seville, $1,865* 
(ps), $1,835*. °55 Firedome 4-dr., $1,- 
200°. "54 Firedome (8) 4-dr., $835* (ps), 
"52 4-dr., $230. 

DODGE—’56 Coronet Lancer 2-dr., $1,690*. 
’55 Royal Lancer, $1,350*; 2-dr., $1,290*; 
4-dr., $1,285*; Coronet (6) 2-dr., $1,050° 

(Continued on Page 50, Col. 1) 


NEW YORK 


LAFAYETTE—Syracuse Auto — 
Center of Empire State, 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. 5S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S 
231-41. Thursday 11:00 a.m. 


WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


Crossroads 


+ « . where they meet .. . buyers 
and sellers . .. new and used car 


dealers. They meet at the dealer avuc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 
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SENSATIONAL NEW ENGINE DEVELOPMENT 
..- IT’S LIKE TWO ENGINES IN ONE! 


Nothing since Olds’ first Rocket Engine has created such widespread 
excitement. Salesmen are discovering that it’s a demonstration 
“natural’’... and just about everyone who tries the J-2 Rocket wants it! 


DUAL-RANGE POWER HEATER 


-.- ANOTHER OLDS EXCLUSIVE! 
Again Olds leads the way! This time with the brand new Dual-Range 


Power Heater—featuring new power control for direct or indirect 
heating at a finger’s touch. Another Olds exclusive with new sales appeal. 





NEW WIDE-STANCE CHASSIS ...SOLID 
OLDS INVITATION TO DEMONSTRATIONS! 


One more reason why Olds Dealers have the edge! There’s no better 
way to sell Olds than to demonstrate the smoother, more stable ride 
of the new Wide-Stance Chassis. It speaks for itself . . . on the level! 


OLDSMOBILE -+- DIVISION OF GENERAL MOTORS CORPORATION + LANSING, MICHIGAN 


OLDSMOBILE 


FIRST WITH THE FEATURES WITH NEW SALES APPEAL 































STRUT-MOUNTED INSTRUMENT PANEL... 
NEWEST IN SEE-EASY, REACH-EASY DESIGN! 


It’s the most significant advance in instrument panel design in years. 
Strut-mounting adds extra rigidity for safety . . . eliminates warm or 
cold air pockets under the dash . . . adds a distinctive new styling note. 


NEW AIRWEAVE TRILOK UPHOLSTERY 
.--A NEW DIMENSION IN SEATING COMFORT! 


A new measure of interior luxury highlights Olds for 57. New Airweave 
Trilok features locked-in “pillows of air,” provides cushioned comfort 
all year’round . . . available in Oldsmobile’s new Super 88 “Fiesta,” too! 


PLUS act THESE OTHER 
STANDOUT FEATURES THAT ONLY 
OLDS DEALERS CAN OFFER! 


e Accent Stripe Styling « Tech-Style Interiors e Hi-Lo Bumper e Deep- 
Recessed Safety Steering Wheel « Bi-Phonic Radio Speaker System 
e Span-A-Ramic Windshield ¢ Twin-Strut Rear Window e Skyline 
Roof Beading e 27-inch Glove Compartment e Big 8.50 x 14 Tires 
e 17 Models, including 3 Fiestas and a Golden Rocket 88 Convertible! 


ep be withe Olde! 
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Automatic Tire Mounter at Lincoln Plant— 

Novel engineering and operational features of this equipment were introduced to meet the versatility requirements that| group of limit switches controlling 
called for automatic handling of two different types of wheels and a range of tire sizes on a single line. Design capacity is|the tire soaping and feeding de- 
250 assembled tires and wheels per hour. 


AUTOMOTIVE NEWS, MAY 27, 1957 
Advance at Lincoln... 


New Plant 


main line. 
. 


* + 

oe are received by this grav- 
ity chute and automatically un- 
hooked from an overhead monorail 
conveyor. A series of gates and 
limit switches controls the tire line. 
The wheel located on the fixture 
passes a series of limit switches, 
which are interlocked with another 


vice, These circuits assure delivery 





NOW! available for the first time 


A CONSUMER ANALYSIS 


OF THE 


*One of 23 major markets surveyed in 1957 by member 
newspopers of the Consolidated Consumer Analysis 
Group. 


om | 
LS THE DENVER | 





DENVER MARKET* 


if you sell cars or automotive products in Denver, 
you'll want this revealing, up-to-date analysis of the buying 
habits and the brand preferences of consumers. 


The Consumer Analysis shows not only which makes of automobiles 
are owned by Denver families but also which makes they plan to buy 
in 1957. More important, it tells you how many plan to buy your 
particular make of car. 


This valuable guide to marketing in the nation’s fourth fastest- 
growing major market is yours for the asking. Just write, on your 
business stationery, to: NATIONAL ADVERTISING MANAGER, 

THE DENVER Post, DENVER 1, COLORADO, or ask the nearest office 
of Moloney, Regan & Schmitt, Inc. for your copy. 


CIRCULATION 


Evening, except Saturday. . . 261,401 
Sunday... «2 0 0 0 0 0 0 SSaRe 
Empire Magazine &.Comics . . 376,285 
A.8.C. Publisher's Statement 

September 30, 1956 


OP-229 





Speeds Up 


Tire-Wheel Assembly 


(Continued from Page 26) 
nism, set at right angles to the) of tire and rim in the proper time 


sequence, 

After tire and rim have met, 
the slat conveyor carries both 
parts through a swing arm 
wiping action type of mounter, 
causing the tire to be mounted 
on the wheel. Leaving the 
mounter station, the assembly 
moves into a turnover station if 
it is one type of wheel, or is 
not turned over if it is the other 
type. 

The turnover operation is cop. 
trolled by a gate, powered with an 
air cylinder, which is signalled by 
a limit switch actuated from 4 
height variation of the two dif. 


ferent rims, 
= « * 


N=*!; the assembly passes up an 
inclined belt conveyor tog 


chain conveyor, which feeds into 
the inflating stations. Rim (and 
tire) carried along through the 
chain conveyor enter a “V” 
nest in the inflating station—which 
has the effect of centering the as- 
sembly and automatically starting 
the inflation cycle. 

Leaving the chain conveyor 
after inflation, the tire-wheel as- 
semblies move down a gravity 
inclined roller conveyor, which is 
load-controlled to stop the pre- 
ceding feeding units. An opera- 
tor places the inflated tire-whee 
unit on one of two balancing de- 
vices and applies proper weights 
in the correct locations. 

The balanced assembly then is 
placed manually on an inclined belt 
conveyor which, in turn, discharges 
onto another load-controlled in 
clined gravity roller conveyor. The 
tire-wheel assemblies are picked up 
automatically by an overhead 
monorail conveyor, which delivers 
them to the vehicle final assembly 
line. 





Tire Meets Rim— 


On the automatic tire mounting equip- 
ment at Lincoln's Novi plant, tires are 
shown feeding into the line from the 
chute at the right. They join the rims on 
the conveyor and move along toward 
automatic mounting unit at left. 





Heald Develops 
. . ° 9 
Building-Block 

e 7 + . 
Finishing Machine 

WORCESTER, Mass.—A small, 
precision, unitized finishing ma- 
chine said to be designed to provide 
versatility and economy without 
sacrifice in accuracy has been de- 
veloped by Heald Machine Co. 

Heald said it is designed around 
standard, interchangeable units or 
“building-blocks” and can be set 
up as a dozen different basic ma- 
chines with hundreds of combina- 
tions in tooling and fixture equip- 
ment to perform boring, facing, 
turning, chamfering, grooving and 
similar operations. 

Greatest applications are antici- 
pated in the accurate machining of 
relatively small parts where versa- 
tility of use and moderate cost are 
considerations, Heald said. 

A major feature is a radically 
new spindle unit with miniature 
precision boring heads that permits 
savings in time, effort and expense 
on small work requiring precision 
finishing of closely-spaced multiple 
holes, the company said. 

The unit is expected to increase 
production rates and lower unit 
costs in precision finishing of parts 
which heretofore had to be ma- 


‘ chined one hole at a time. 














Moore Reliability 
for Auto Radios! 


DELCO RADIO’S TRANSISTOR OQUTLASTS and QUTPERFORMS THE PARTS IT REPLACES 
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Delco Radio Transistor Offers... 


5a 
Po SE 


1. Greater Power Output 

2. Broader Tonal Range 
Longer Service Life 

4. Greater Fidelity with— 


Less Battery Drain 


fae 
hb W 


The new transistor-powered Delco Auto Radio has more performance and 
sales advantages than any other make! Its transistor is so efficient it not only 
outlasts and outperforms the parts it replaces but also outperforms transistors 
in other auto radios as well. 


Delco Radio’s new transistor-powered auto radio is a rugged, reliable unit 
that retains its fidelity regardless of road and climatic conditions. It operates 
on much less battery current than conventional tube-type sets and requires 
neither vibrator nor rectifier. 


Electrical strains on all the radio’s parts are reduced, which lengthens their 
life and adds to their efficiency. And distracting background noises originating 
in the mechanical vibrator are eliminated. 


PRINTED CIRCUITS INCREASE QUALITY AND DEPENDABILITY 
OF DELCO RADIOS Delco Radio’s new transistor-powered auto radio has proved its worth by 


, s delivering long-lived, trouble-free performance in hundreds of thousands of 
No other auto radio makes such extensive use of these advanced Chevrolets and Pontiacs. It’s another Delco Radio development sure to 
techniques that increase quality and dependability. bring more pleasure to your customers, sure to bring more profit to you. 


A General Motors Value by DE LC O ie A rT | O 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 
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Affecting Factories and Dealers ... 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


American automobile and truck 
manufacturers spent $105,506,267 on 
newspaper advertising in 1956—a 
16.5 percent drop from the $126,364,- 
720 invested in the same medium in 
1955, according to figures compiled 
by Media Records and released last 
week by the Bureau of Advertising 
of the American Newspaper Pub- 
lishers Assn. 

In the new and used-car cate- 
gory, General Motors was off 14.8 
percent from $57,497,868 in 1955 
to $49,011,091 in 1956; Ford Motor 
Co. dropped 12.3 percent from 
$28,327,973 in ’55 to $24,841,173 in 
"56; Chrysler Corp, was off 26.6 
percent from $22,235,875 in ’55 to 
$16,315,724 in °56; Studebaker- 
Packard was off 26.3 percent from 
$5,883,957 to $4,338,896, and Ameri- 
can Motors was down 33.8 percent 
from $3,248,710 to $2,149,822, 
Among the independents, Interna- 


the assembly 


tional Harvester spent $456,820 on 
truck advertising in 1956, compared 
with $235,185 in 1955; Kaiser Motors 
was down from $605,495 to $547,062, 
and Reo, which was not listed in 
1956, spent $100,556 the previous 
year. 

The expenditures for the year 
cover only factory-placed news- 
paper advertising space. They do 
not include cooperative advertising 
expenditures or production costs. 

Of the $105,506,267 spent on 
newspaper promotions last year, 
$97,660,588 was used for the ad- 
vertising of both new and used 
cars and trucks. That’s a 17.3 per- 
cent drop from the $118,135,619 
spent for the same purpose in 
1955. 

Suppliers to the automotive in- 
dustry and gas-oil companies listed 
among the Top 100 Advertisers 
spent $45,177,721 on newspaper ad- 
vertising last year to record a 24.3 
percent gain over 1955, when they 
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expended $36,353,960 for newspaper 
promotions. 

Among the automotive firms GM 
again finished in first place with 
an overall expenditure of $53,778,652 
—a 14.1 percent decline from the 
$62,587,251 spent on the medium in 
1955. 

By far its greatest expenditure, 
$49,011,091 was used for promotion 
of new and used cars and trucks, 
while $128,047 was spent to promote 
its parts division. The remainder 
was used for institutional and ap- 
pliance division advertising, 

A breakdown of GM’s 1956 ex- 
penditures on cars and trucks 
showed: Buick cars (new), $11,- 
166,875; Cadillac cars (new), $3,- 
760,894; Cadillac cars (used), $6,- 
830; Cadillac and Oldsmobile cars 

(new), $16,598; Chevrolet cars 
(new), $13,425,359; Chevrolet cars 
(used), $1,191,960; Chevrolet 
trucks (new), $3,657,184; Corvette 
cars (new), $87,700; GMC trucks 
(new), $1,505,797; Oldsmobile cars 
(new), $8,282,880; Pontiac cars 
(new), $5,806,758, and Pontiac cars 
(used), $102,256. 

Ford Motor Co, spent $25,366,292 
on all type newspaper advertising 
in 1956—a drop of 14.3 percent from 
1955’s expenditure of $29,610,982 but 
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line equipped with something 


entirely new: an oil filter. By 1956 when the 
Chance Vought F8U-1 Crusader shattered 
the national speed record, filters were 
accepted as basic components on all automo- 
biles and aircraft. Both events were mile- 
stones — both vehicles were protected by 


Purolator. 


The 1924 Chrysler seems a relic of another 
age, while the Crusader is as new as tomor- 
row. But the concept that got its start with 
the Chrysler has become fundamental every- 
where . . . any fluid — be it air, fuel, lube oil, 
hydraulic fluid or anything else—which is vital 
to the proper operation of any aircraft, auto- 














TWAy 


“My mother-in-law lives with 
us. ... always tagging along. 
.. « Hmmm!” 





still enough to cling to second place 


among the Top 100 Advertisers, 
Broken down by divisions the 
company spent $45,003 on Con- 
tinental cars (new); $60,863 on 
Continental and Lincoln cars 
(new); $13,822,048 on Ford cars 
(new); $189,796 on Ford cars 
(used); $4,094 on Ford engines; 


7%, 





...engineering leadership 
and filtration by Purolator! 


Thirty-four years ago, that Chrysler came off 


mobile or machine, must be filtered to be kept 


free of contamination. 


Purolator makes filters for every fluid known 
to man—for use in any conceivable applica- 
tion. The unique background of specialized 
know-how enables them to produce the best 
possible filters for the specific needs of the 
automotive industry — no matter what they 


are or when they arise. 


Filtration for Every Known Fluid 
PUROLATOR 


PRODUCTS, INC. 


Rahway, New Jersey and Toronto, Onterio, Canada 









$10,708 on Ford tractors; $2 

734 on Ford trucks (new); $1. 

022,887 on Lincoln cars (new): 

$1,224,483 on Lincoln and M . 

cars (new); $6,182,276 on M 

cars (new), and $20,281 on Thun. 

derbird cars (new). The re 

was spent on institutional adver. 

tising and promotion of Anglia 
and Consul cars. 

Although Chrysler Corp. clung tp 
third place among the Top 100 Ad- 
vertisers, it tied Studebaker-Pacy. 
ard for the biggest automotive 
decline from 1955. 

Chrysler’s expenditure of $17,946. 
196 on newspaper advertising for 
the corporation in 1956 was a 24 
percent decline from 1955's expendi. 
ture of $24,058,711. 

A breakdown of the corpora. 
tion’s car and truck manufactur. 

ing divisions showed Chrysler 
(new) with $3,137,512; 
and Plymouth (new), $281,060; 
DeSoto (new), $1,886,014; DeSoty 
and Plymouth (new), $307,865; 
Dodge cars (new), $3,391,076; 
Dodge and Plymouth cars (new), 
$450,303; Dodge trucks (new) $1, 
033,352; Imperial (new), $526,495, 
and Plymouth (new), $5,302,057, 
The remainder of the expendi. 
tures went for Chrysler Airtemp 
and institutional advertising, 
S-P’s expenditure of $4,495,716 in 

1956 was a 25.4 percent drop from 
the $6,025,371 spent in 1955 and 
dropped it from 1ith to 15th place 
in the standings. 

A breakdown by division showed 
Packard Clipper cars (new) with 
an expenditure of $1,184,359; Clip- 
per and Packard cars (new), $79,- 
385; Studebaker Hawk cars (new), 
$130,363; Hawk and Studebaker 
cars (new), $51,531; Packard cars 
(new), $612,633; Packard and 
Studebaker cars (new), $164,041; 
Studebaker cars (new), $2,029,906, 
and Studebaker trucks (new), 
$86,678. The remaining $156,320 
was used for institutional adver- 
tising. 

American Motors dropped from 
20th to 30th place in the standing 
with an expenditure of $2,895,365 
last year, compared with $3,376,3% 
the previous year. 

Broken down by automotive di- 
visions the corporation spent 
$469,990 on Hudson cars (new); 
$64,165 on Hudson and Nash cars 
(new), $149,199 on Hudson and 
Rambler cars (new); $858,052 on 
Nash cars (mew); $122,591 on 
Nash and Rambler cars, and $435,- 
825 on Rambler cars (new). The 
remainder of the expenditures 
were used for promotion of the 
corporation’s Kelvinator products 
and institutional advertising. 

A breakdown of top advertisers in 
allied fields showed General Electric 
Co. (7th) with $10,292,387 in 1956, 
as compared with $7,557,414 in 1955; 
Shell Oil Co. (17th), up from $2, 
407,907 in °55 to $4,215,509 in ‘56; 
Standard Oil Co. of New Jersey 
(22nd), up from $2,311,542 to $3,- 
442,246; Westinghouse Electric Corp. 
(26th), up from $2,514,967 to $3, 
137,028. 

Monsanto Chemical Co. (35th), up 
from $2,163,223 to $2,519,640; Socony- 
Mobil Oil Co. (37th), down from $2,- 
512,350 to $2,501,197; Sun Oil Co. 
(41st), up from $2,188,692 to $2,344,- 
121; Gulf Oil Corp. (42nd), down 
from $2,495,161 to $2,218,484. 

Tire & Rubber Co. 

(43rd), up from $2,110,507 to $2,- 
206,072; Standard Oil Co, of In- 
diana (44th), up from $1,870,732 
to $2,203,736; Sinclair Refining Co. 

(60th), up from $939,410 to $1,- 
733, 642; DuPont (66th), up from 
$1,011,280 to $1,589,630. 

Standard Oil Co. of California 
(68th), up from $1,043,057 to $1,543,- 
433; Phillips Petroleum Co. (72nd), 
down from $1,519,645 to $1,446,058; 
Firestone Tire & Rubber Co. (73rd), 
up from $1,331,551 to $1,401,266; 
Texas Co. (95th), up from $1,125,092 
to $1,210,317, and Continental Oil 
Co. (98th) down from $1,251,430 to 
$1,172,955. Pap 


Adcrafters Elect Directors 


Five new members of the board 
of directors have been elected to 
two-year terms by the Adcraft Club 
of Detroit. 

The new directors are Fred W. 
Adams, director of automotive ad- 
vertising and merchandising at 
American Motors Corp.; J. C. Doyle, 
general sales and marketing man- 
ager of Edsel; Charles J. French, 
assistant manager of factory-dealer 
relations for Chevrolet; W. D. 
Moore, director of advertising and 
merchandising for Dodge, and John 
E. Nielan, representative of Hearst 
Advertising Service, Inc. 
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In Philadelphia, buying begins at home 








The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


Buying decisions are largely family decisions in 
Greater Philadelphia. They are made in the home with 
the help of the advertising in Philadelphia’s home news- 
paper—The Evening and Sunday Bulletin. And many 
advertisers in this responsive market are taking ad- 
vantage of the added impact and realism of R. O. P. 
spot and full COLOR—available in The Bulletin—evening 
and Sunday—seven days a week! 


The Bulletin exerts a powerful influence on the 
buying habits of its readers. Philadelphians like The 
Bulletin. They buy it, read it, trust it and respond to 
the advertising in it. The Bulletin is Philadelphia’s 
home newspaper. 


Advertising Offices: Philadelphia, 30th and Market Streets + New 
York, 342 Madison Ave. ° Chicago, 520 N. Michigan Ave. 
Representatives: Sawyer Ferguson Walker Co., Detroit + Atlanta 
Los Angeles ¢ San Francisco °¢ Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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Todgham Sees 
Bright Future 
For Canadians 


MONTREAL. — Optimism over 
Canada’s economic future was ex- 
pressed here by Ron W. Todgham, 
president of Chrysler Corp. of Can- 
ada, speaking before the Canadian 
Manufacturers Assn. 

“If our country continues to grow 
by shrewd capital investment, if we! 









educate our people and if we use | 4 
wisely and to our | $3,354; 2-dr, hardtop, $3,270; conv. 


own advantage| 
the speculative 
impulse inherent 
in us all,” Todg- 
ham said, “there 
is no ground for 
any apprehension 
whatever about 
the future of this 
country.” 

There is no; 
justifiable basis, 
Ron W. Todgham he said, for think- 
ing that an economic depression is} 
inevitable. 





AUTOMOTIVE NEWS, MAY 27, 1957 


Current Prices on New Cars 





such as State 
charges and a 
equipment, 


BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4- dr. hardtop, $2,- 
779.83; 2- dr, hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046. 83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 

Century—4-dr, sed., $3,234; 4-dr, a 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. iter 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. R iter 
**96’’—4-dr, hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
**75.’’ Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr, hardtop, 
$5,614.32. Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 





Population growth, he said, is the 
cornerstone of Canada’s future. The 
problem during the next 20 years, 
he said, will not be one of finding 
jobs, but one of finding workers. 


“The great gap between the 16,- 
500,000 people who live in Canada 
today and the 26 million who will 
live here in 1980 can only be filled 
in one way—by immigration,” he 
said. 


Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr, 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 
4-dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr,. hardtop, 


Bulletin Board 





Hotel-Motel Guide 


Leahy’s Hotel-Motel Guide and 
Travel Atlas—264 pages, $6. Ameri- 
can Hotel Register Co., 226-232 W. 
Ontario St., Chicago 10, Ti. 


Merchandising Aids 


AP muffler merchandising aids— 
four pages, free. AP Parts Corp., 
Toledo 1, O. 


* 7” *” 
Welding Catalogs 
Eight catalogs of technical re- 
ports on welding—410 cents each. 
Office of Technical Services, U. S. 
Department of Commerce, Wash- 
ington 25, D. C, CTR-324, steel and 
ferrous alloys; CTR-325, aluminum 
and magnesium; CTR-326, miscel- 


*58 Show Slated 
For Louisville 


LOUISVILLE. — Louisville deal- 
ers will hold an auto show at the 
State Fair exhibition center Feb. 
1-8, 1957, according to J. A. Dish- 

association president. 

It will be the first auto show to 
be held here since 1935. Carl F. 
O’Daniel is general chairman of 
the auto show committee. 





laneous metals; CTR-327, arc weld- 
ing; CTR-328, resistance welding; 
CTR-329, gas welding; CTR-330, 
electrodes and equipment; CTR-331, 
general welding methods. 

* * * 


German Manufacturers 


Directory (1957) of German Ma- 
chinery & Equipment Manufactur- 
ers—800 pages, $3.50 (in English). 
Nordeman Publishing Co. 14 E. 
Sixty-Second St., New York 21, N. Y. 

* +e 


Testing Procedures 


Absorber and heat exchanger 
testing procedures—each $1. Ameri- 
can Institute of Chemical Engineers, 
25 W. Forty-Fifth St., New York 36, 
N. Y. 


* * * 


Adhesives and Sealers 


Adhesives, protective coatings and 
sealer catalog (bulletin No. 650-A) 
—free. Adhesives Department, Ray- 
bestos-Manhattan, Inc., Bridgeport 
2, Conn. 


* * ~ 


Retracting Cord Reels 
Catalog on retracting cord reels 
—16 pages free. Cordomatic Divis- 
ion of the Vacuum Cleaner Corp. of 
America, Seventeenth and Indiana 


Ave., Philadelphia 32, Pa. 


$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757..32. Corvette—Hardtop 
cpe, or conv. (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr, 2-seat stat. wag., $3,575; 

-dr, sed., $3,718; 4-dr, 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr, hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr, hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 
top, $2,835.75; 4-dr, 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr, sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefiite—4-dr. sed., $3,- 
486.75; 4-dr, hardtop, $3,670.75; 2-dr, hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr, hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Ro: V-8—4-dr. 
sed., $2,881; 4-dr, hardtop, $2,991; 
hardtop, $2,920; conv., 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
. sed., $2,281.40; 4-dr. hardtop, §$2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe, (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 


$3,146. Station 


-| steering and 


Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556. 08; 4-dr, 3-seat Country 
Squire, $2,683. 64, Thunderbird — hardtop 
cepe. (V-8 only), $3,408.12, 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


™ — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. Baron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 


LINCOLN—Capri—4-ar, sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, §$3,- 
235.80; conv., $3,429.80, Turnpike Cruiser 
4-dr, hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80, Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr, 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
power brakes standard on 
Turnpike Cruiser. ) 


METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 


NASH — Am Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 —4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr,. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr, hardtop, §$3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
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447.47; 4-dr. 2-seat hardtop, stat, 
$3,541.47. Series 98—4-dr. sed., $3,709¢' 
4-dr. hardtop, $4,012.55; 2-dr, har. 
936.55; conv., $4,216.55 (Jetaway 
Matic, power steering, power brakes stand. 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed. » $3,212; 
4-dr, 2-seat stat. wag., §3,384. (Flights. 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl, Mot. 
els. For V-8s, add $100.) Plaza—4-dr 
$2,054.75; 2-dr. sed., $2,008.50; bus 
$1,898.75. Savoy—4- -dr, sed., $2,193.5 
dr, sed., $2,147.25; 4-dr. hardtop. $2, 
2-dr. hardtop, $2, 229, Belvedere—4-dr, 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr,- 
top, $2, 418. 50; 2-dr, hardtop, $2,34 
conv. (V-8 std.), $2,638, Fury—2-dr, 
top, $2,925.25. Station wagons—2-<r, 
Deluxe, $2,330.25; 2-dr, 2-seat Custom 
440; 4-dr. 2-seat Custom, $2,493.75; 
3-seat Custom, $2,648.75; 4- dr, 2-seat 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75, 


PONTIAC — Chieftain — 4-dr. sed., $2. 
527.39; 2-dr, sed., $2,463.39; 4-dr. 
$2,614.39; 2-dr. hardtop, $2, 529.39; 2dr 
2-seat stat, wag., $2,841.39; 4-dr, 3-seat 
stat. wag., $2, 898. 39. Super Chief—4.q 
sed., $2,664.39; 4-dr. hardtop, $2,793.39. 
2- dr. hardtop, ‘32, 735.39; 4-dr. 2-seat stat, 
wag., $3,021.39. Star Chiet—4- dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4- dr. hardtop, $2,975.39; 2-dr. hardtop, $2. 
901.39; conv., $3,105. 39; Bonneville cony, 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481. 39; 4-dr, 2-seat 
Safari stat. wag., $3,636.39. (Hydra- 
power steering, power brakes standard op 
Bonneville.) 

RAMBLER — Deluxe Six — 4-cr, sed, 
$1,961.45. Super Six—4-dr. sed., $2, 122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat, 
wag., $2,409.65. Custom Six—4-dr, sed, 
$2, 212. 65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-8—4-dr. sed., $2,252.60; 4-dr, 2 
seat stat. wag., $2, 539.65. Custom vV-8—4. 
dr. sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr,. 2-seat stat, wag., $2,629.65; 4-dr. 2 
seat hardtop stat. wag., $2,714.60. Rebel y- 
8—4-dr. hardtop, $2,785.90, 


STUDEBAKER—Champion 6—4-dr. cus- 
tom sed., $2,048.99; 4-dr, deluxe sed. §2,- 
170.79; 2-dr, custom sed., $2,000.59; " 2-dr, 
deluxe sed., $2,123.09. Commander v4— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr, deluxe sed., $2,246.09. President v4 
—4-dr, sed, $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed.,' $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2. 
504.69; 4-dr. 2-seat Provincial V-8, $2. 
560.72; 4-dr. 2-seat Broadmoor V-8, §2,- 
665.97. Hawks—Sillver Hawk 6 cpe., §2- 
141.59; Silver Hawk V-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr, hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 
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New Commercial Car Registrations, 
20 States for April, 1957-1956 


Truck registrations by states 
are released here weekly, as 
compiled by R L. Polk repre- 
sentatives in state capitals. 
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Ten States Previously ‘57| | 3294 74 533 4 771; = 1104 136; 13) 110) 131 282) 200; 993! 
Reported for April *56/ 350! 53 633) 3205 932; + =1695 139) 30) 154) 178 292 117) 1097 
Arizona ‘57| | 329 i 64 354 78) 36) 1 1} 1 8) 2% 22 ni 
56) 294) 58) 280 87| 84) 5} I 12 4 22) 20 By? 

Colorado ‘57| 335 | 45 363 82) 98) 17| l 9 10 65 14) 1038 
"56| 447 5) 62 25! 93) 102) 8) 6 8) 12 63 27 1084 

Connecticut ‘57 1} 198) 14) 53) 228 43 139) 4 3 9 2% 26 19 wt 
"56 272) 14} 65 218 85 139) 30) * 8) 13 34} 26} 912 

Delaware ‘57 i 101 3] 14 53 1 28) 12 1) 2) 4) 2 ™m 
‘56 | 75 16 71 58 25) 4 | 1} 4) 3} 1 259 

Minnesota ‘57 | 559 5| 139 742 110 128) 3 3} 16 27 33) is 1783 
‘56 | 498 | 13] 92| 479 114 223) 10 6} 18 4 46 14, 1517 

Nevada a 49 s 79 13 12| 2 l é 5; =m 
"56 72) | 4! 82 54) 24) 2 | 14) 24 I 315 

New Jersey ‘sal 10 680 i 195 544, 158) 205 | 75 3| 12} 63) 44 8! 208! 
28) 807) 12 251 677 248 | 317 85 9 19) 89) 47 40| 2629 

North Dakota *S7| 133) 26 174 40) 80) | 8) | 3 4 408 
"56 153] 24) 154] = 29] 135] 6 | 2 i| 515 

Vermont ‘57| 2 108 I 32 121 59) 8s. it 8) 1 34) 7 a“? 
"56| 10 136 i| 20 163 83) 97) 9) 1} 7 9 9 575 

Virginia ‘57 | 607 i | 128} 562! 131) 184) 25 4) 28) 25) 4! 31 1767 
“56 572 | 139 546 151} 169) sO 13} 27) 21) 49 4 1744 

20 States Reported ‘57 14; 6393 110 1235} 6503) 1496; 2099) 327 28) 203) 291) 564 403) 19666 
To Date for April "56 39| 6827 100 140! 6126; 1934 3010) 342 74) 274) 326) 631/ 262| 21346 
Year ‘57 172| 75148 97\| 12722| 62903) 17367) 24215| 3344 652; 2228; 3514; 6105) 4101) 213442 
To Date ‘56 248| 77551 1082} 14150| 66738) 22932) 28510! 3345 726| 2812} 4087| 5386) 2618) 230185 
"The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Po ‘ 


lk & Co 
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ee 
Delaware ‘57| 4) 3 =| 446 6 40 380 101 10! 721 12 36) (165? 
‘56| 12| i| ; | : | 23 436 13 2 BH 192 43 5091 ta 123 990 9] : it 22| 1997 
idaho ‘57 51} > 71 371 15| = 52 338 117 794| 21 4% «1721 
"56| 53) | 3) 5 2 ‘| 2 | 304 3201 14] 108! in 42 4a4| No 127 915) wl 80 iS 1869 
linois ‘57 716 16 869 1435 4013 7264 9259 331) 1 1 | ata 1ilé 9515 3009 2490| 19673 591; 4020! 
4 246| $| a 34 or re 72 rs 1211 aig tees | ve ” tH 1083; 10328 as 2556} 21263 2st : 701 192| 39821 
Montana "57 52 i 19] 26] 101) t72| 361 143 %| 915 27 83, 2003 
*56| 65 H| a 20| ior 65 i 38) 129 212 455 fiz 7 i = 216 40| 78 188 154| 1334 ‘ 94 29| +2797 
Nebraska ‘57 45 6 15 39 ot 285 486 985 i 1176 238 60 201 179 1630 40 27; Al? 
‘eal 35 i| 4 12| rl é H %| au 503 1036 2| | iat 1248 391 a 10m 239 251 2047 i 7| 10| 3947 
_— a ie ee H| 3 Tt ed | i # 25| _189|__50|__e|__382 7 | a 
a 24 a ee a eS " 
Uteh oF 31 5 14 2 199 355 po 112 43 376 140 122 825 2 22 24 1850 
*56| 30 | ‘| 1a} 7 | 3| se Hy 145 3 2| . 50| ne 5 516 168 15! 1118 14 31 33| z 2153 
= 23 7 4 et a gl oa oe 1 a S| 8 
awe ew al et lO 2 2s es ee ee 8 
in ‘57 50! 13 637 198 a 614 1041 a 3005 < 89 3725 1178 271 3051 944 813| 6257 13 73 170 311? 
"56 7| | Dol oop bn 234 546 916 1956} 2891 2| | ea | 1428 294 a 1049 718 éai7| 217 309 ior 13474 
ing ‘57)| "i = 15] 5 30 83 15! 8 63 319 91 69 65 | 5 
Wyomi 6) fs 4 Hl o i 16 35 51] 19} 252 i| it ‘a| 312; 113 3| a se 583 3| i8| at 3| 1062 
To Bete for "Apri “S61 a Hy ma tea ar2l 1668! tell 1478 Bul 273911291 ie 2|__ea| 4168) 24480] 8514] 2078 E= cual Sear] sores] isel sl toe] ‘eee] soon 
Year ‘57 isa 2247 349%5| +=27012 ati 29912 152836 260| 10818| _71524 118502 an 107442| 87359) 706310 1779| 15981 Le 34283) 1533744 
To Pate ‘56 18153 75| 3280 oss 30414 TM Soll 26366 So 128215 BT 31758 317582 39| 10454| 69509 S12 152951} 36423 3Bs007 120712| 98127 795280| 9059| 24053} 33112) 17661) 1512518 
ation contained in this report rom official state ome Every reasonable tabulat Co. cannot assume any liability by reason of 
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OF ALL THE NEW 1957 CARS FEATURE 


RAYON CORD TIRES 


fe AS ORIGINAL EQUIPMENT...AND WE’RE TELLING THE WORLD! 














V-84. 

427.65; 

evel V. 

. a | Right now Rayon is going full speed ahead in its big “Safety in Emergencies” campaign in Saturday 
d., $2,- 

‘van Evening Post and Time. This is a campaign that has really proved itself. There’ll be new situations, 
| new big, full-page color ads that are designed to keep car-conscious customers sold on Rayon. 





a, 
~ 4 
_92 

7m 
_ 3 

ie7 
7 These ads tell new-car 
“a8 prospects that— 
~ 8 


w 
wn 


e emergency vehicles—police cars, ambu- 
lances, airport crash trucks—depend on 
Rayon Cord Tires for safety. 


e Rayon Tire Cord is, pound for pound, as 
strong as steel. 


e 9 out of 10 cars ride on Rayon Cord Tires. 





e Rayon Cord Tires deliver premium safety 






















| at no premium in price. 

AL 

— e Rayon—the world’s leading tire cord — 
a is standard equipment on every auto 
ni manufacturer’s model. 

a 

m3 WE'RE KEEPING YOUR CUSTOMERS 
i" SOLD ON THE TIRES YOU SELL! 

28 

23 

ae 

sO 

53 

28 f i 

a : sili’ atl 

49 For safety in emergencies...almost all airport crash trucks ; 

‘ rely on Rayon Hi-Test Tire Cord aa on RAYON—world’s leading tire cord 

74 

9 

2 ’ 

ji Here are some of the ads that have . . 

American Rayon Institute, Inc., 

y' 





been doing a great selling job for : 
Rayon. More big ones to come! 350 Fifth Avenue, New York 1, N.Y. 





MEROURY—’'57 


NASH—’55 Rambler 4-dr., 


AUTOMOTIVE NEWS, MAY 27, 1957 


Used-Car Auction Prices 





(Continued from Page 42) 


(ps), '54 Coronet (8) conv., $690°. ‘53 
Coronet (8) 2-dr., $435; 4-dr., $330*, 


$215. 
FORD—'56 Country sedan, $1,720*; Fair- 


lane (8) Victoria, $1,660*, $1,610*; Cus- 
tom (8) 4-dr., $1,295%, $1,290°, $1,280*, 
$1,250*, $1,200°, $1,035*, $975. 
‘55 Fairlane (8) Crown Victoria, $1,620*° 
(ps); conv., $1,490* (ps); Victoria, $1,- 
350°; 2-dr., $1,060°, $980°; Country 
sedan, $1,000; Custom (8) 4-dr., $1,130*, 
$930*, $920°; 2-dr., $780*; Custom (6) 
2-dr., $1,015*, $855°, $730. '54 Ranch 
Wagon, $995*; Crest (8) conv., $850°; 
Victoria, $695*; Custom (8) 2-dr., $665°; 
4-dr., $615; Custom (6) 2-dr., $600, 
$310*°. °53 Country Squire, $925*; Crest 
(8) conv., $785; Custom (8) 2-dr., $445. 

IN—'56 Hornet 4-dr., $1,410°. '55 
Custom 4-dr., $1,050*. '54 Hornet 2-dr., 


$365. 
LINCOLN—’5S4 Capri conv., $1,275* (ps). 


"48 conv., $710*. 

Monterey 2-dr., $2,550°. 
’56 Custom 2-dr., $1,685°, ‘55 Monterey 
2-dr., $1,555* (ps); 4-dr., $1,195*; Mont- 
clair conv., $1,540° (ps); 2-dr., $1,355°; 
Custom 2-dr., $1,025*, $930°. "54 Mon- 
terey 4-dr., $1,100*; Custom 4-dr., $755. 
$650*, $640°, '52 Cus- 


$1,175*, $1,- 


‘53 Custom 4-dr., 
tom 2-dr., $355°. 


150°. '52 2-dr. 


, $285. 
OLDSMOBILE — ‘57 (88) Super ae 


$2,910° (ps); conv., $2,905° 
(98) Holiday, $2,220° (ps). °55 (88) 
Super Holiday, $1,605°; 2-dr., $1,495*. 
54 (88) 2-dr., $965*; (98) 4-dr., $900°. 


(ps). 


How to sell more cars 


'63 (88) Super Holiday, $900*; 
conv., $600*. '52 (98) 4-dr., $550°, $220; 
(88) Super 4-dr., $320*. '51 (88) Super 
Holiday, $400°. 

PACKARD—’55 Panama Clipper, $1,350*. 
53 4-dr., $425*. 

PLYMOUTH—’57 Belvedere (8) conv., $2,- 
575* (ps). 55 Savoy (8) 4-dr., $1,085°; 
2-dr., $980; Savoy (6) 2-dr., $835; 4-dr., 
$805. °54 Savoy 2-dr., $565; 4-dr., $510. 
’53 Cambridge 4-dr., $325. 

PONTIAC—’56 Star Chief Catalina, $1,- 
850° (ps). '55 Star Chief Catalina, $1,- 


305°. °54 Chieftain (8) conv., $1,100*; 
2-dr., $800°. '53 Star Chief (8) Cata- 
lina, $720* (ps); Chieftain (8) 4-dr., 
$665*, $650°, $555° (ps), $525° (ps); 


2-dr.,’ $300*: ''51 (8) Catalina, $305*. 

STUDEBAKER — ‘53 Commander 4-dr., 
$315. 

WILLYS—’54 4-dr., $500. 

MISCELLANEOUS—'56 Volkswagen, $1,- 
645; Dodge %-ton panel, $1,600. °53 
Chevrolet %-ton panel, $355. 


ALBANY 


(Tim Anspach Dealers Auto Auction. Sale 
every Monday. Prices are for sale of May 











andl 
HX 





cS 


BUICK—’56 Century Estate wagon, $2,125* 
(ps); Riviera 4-dr., $2,100*. '55 Special 
Riviera, $1,450*, '54 Special 2-dr., $850; 
Century 4-dr., $700* (police car), '53 Su- 
per Riviera, $740* (ps); 4-dr., $660° (ps), 


Model Breakdown 
Of Auction Averages 








$620*. '52 Super 4-dr., $380°; Riviera, 

$320°, ’51 Super Riviera, $270*; RM 4- May, 1957 April March 

dr., $230°; Special 2-dr., $120*, 50 Super Model To Date 1957 1957 

station wagon, $290°. $2,301 $2,330 
CADILLAC—’57 (62) coupe, $4,650° (ps). 1,598 1,686 

'56 (62) coupe de Ville, $3,500°; coupe, 

$3,430, '53 (62) 4-dr., $1,240* (ps). '50 1,242 1,247 

(60) 4-dr., $300*, '49 (61) 4-dr., $350°. 881 886 
CHEVROLET—’ 57 Bel Air (6) Sport coupe, 571 515 

$2,240*; (8) Sport coupe, $2,000°, ‘56 

Two-ten (6) 4-dr., $1,360, $1,260; station 377 377 

wagon, $1,750. '55 Two-ten (8) Delray, 242 263 

$1,250°; 2-dr., $1,130, $950; Two-ten (6) 203 202 

2-dr., $910; 4-dr., $975, $940, $910; One- 

fifty 2-dr., $870*. ’54 Bel Air 4-dr., $925, —— 

$810; 2-dr., $750°. ‘53 Bel Air 4-dr., Average $ 903 $ 927 $ 946 


$700*, $635°; Two-ten 2-dr., $650, $620, 
$585; One-fifty station wagon, $700; 4- 
dr., $430, "52 FL Deluxe 2-dr., $390; SL 
Deluxe coupe, $300*. '51 Bel Air coupe, 
$340; SL Deluxe coupe, $320, $300; FL 
Deluxe 4-dr., $290, °49 SL Deluxe 4-dr., 


$110. 
CHRYSLER — ‘56 Windsor 4-dr., $2,050* 





$720; (6) 2-dr., $410. ’°52 Custom (8) 4- 
dr., $480°. ‘51 Custom (8) 2-dr., $240; 
Custom (6) 2-dr., $160, °49 Custom (8) 
station wagon, $160. 

HUDSON—’ 54 Hornet 4-dr., $450*, 


(ps). '55 Windsor Nassau, $1,570* (ps). | LINCOLN—’47 Continental coupe, $500. 
‘52 NY 4-dr., $320° (ps). MERCURY — '57 Monterey 4-dr., $2,380*. 
DeSOTO—’52 Custom coupe, $300*, '49 De- ’54 Monterey Sport coupe, $925, $825*. 


53 Custom 4-dr., $580, $575. ’51' Custom 
4-dr., $280*, $190. 
NASH—’56 Metropolitan 2-dr., $875. 


luxe 4-dr., $130°*. 
DODGE—’55 Royal Lancer coupe, $1,520°. 
’54 Meadowbrook 2-dr., $650°. '53 Coro- 


et 4-dr., $485*°; Sport coupe, $360°; Dip-| OLDSMOBILE — ’56 (88) 4-dr., $2,100° 
lomat coupe, $485°. ‘52 Coronet 4-dr., (ps). °54 (98) Holiday, $1,200*. '53 (98) 
$350, "50 Meadowbrook 4-dr., $150*. Holiday, $860* (ps); 4-dr., $860; (88) 


FORD—’57 Country sedan (8), $2,250°. '56 
Fairlane (8) conv., $1,710* (ps); 4-dr., 
$1,450; Victoria 4-dr., $1,620; Custom (8) 
2-dr., $1,410, $1,110; Sunliner conv., $1,- 
825; Thunderbird (8), $2,675*°, '55 Cus- 
tom (8) Victoria, $1,250; 2-dr., $1,000°, 
$950; (6), $965; Main (6) 2-dr., $850. '54 
Custom (8) Country sedan, $1,020; Cus- 


Super Holiday, $620*. ’°52 (98) Holiday, 
$460°; (88) Super 4-dr., $350*°; (88) Holi- 
day coupe, $300° (ps). °51 (88) 2-dr., 
$300; 4-dr., $150. "50 (98) Holiday, $200*; 
(88) station wagon, $130°. 

$550°; 


PACKARD — '53 Caribbean conv., 
Clipper 2-dr. $475°*. 
PLYMOUTH—'57 Belvedere (6) 4-dr., $2,- 


tom (6) 2-dr., $720; 4-dr., $670; (8) 025°. ‘56 Belvedere (8) 4-dr., $1,600*°; 
4-dr., $620° (ps). ‘53 Custom (8) Vic- Belvedere (6) 4-dr., $1,280; Plaza (6) 
toria, $790°, $785*, $780, $600°; 2-dr., 2-dr., $1,275. °55 Plaza 4-dr., $840. 54 

Plaza 2-dr., $575, $540. °53 Cranbrook 


2-dr., $520; 4-dr., $420, $410; Belvedere 
coupe, $480°. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
860° (ps). "54 Star Chief (8) 4-dr., $980°. 
"53 Chieftain (8) Catalina, $725°. ‘52 
Chieftain (8) 4-dr., $350°; Catalina, 
$340°; 2-dr., $260°. ‘51 Chieftain (6) 
coupe, $270; Chieftain (8) 2-dr., $190*. 

STUDEBAKER—’55 Commander coupe, $1,- 
110°, '51 Champion 4-dr., $185. 

WILLYS—’53 Aero 4-dr., $185. 

MISCELLANEOUS—’57 Volkswagen 2-dr., 
$1,670. "56 Volkswagen 2-dr., $1,400. '55 
Volkswagen conv., $1,190; Hillman Minx 
coupe, $1,050. 54 Jaguar (6) coupe, $1,- 
450. ‘53 Chevrolet %-ton pickup, $360. 
"51 Willys %-ton pickup, $460. '50 Chev- 
sai %-ton panel, $165; %-ton pickup, 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 

Prices are for sale of May 10.) 

(Market steady with lots of action. Sold 

532 cars out of 757 offered.) 

BUICK—'57 Super Riviera, $2,755* (ps); 
Special Hardtop, $2,640°; Riviera, $2,- 
550°. ‘56 Super Riviera, $2,100* (ps), $1,- 
785° (ps); RM Riviera, $1,965° 
Special Riviera, $1,870° 2-dr., ° 
"55 Special Riviera, 2 at $1,400°, $1,300°. 

CADILLAC — '57 coupe de Ville, $4,825* 
(ps); (62) 4-dr., $4,300° (ps). 
conv., $2,900*° (ps); coupe, $2,405* (ps). 
ae vile, S080 Spay s1.268* (oo) 

1 . (ps), $1,255° (ps). 

CHEVROLET — '57 Corvette, $2,775; Bel 
Air (8) conv., $2,435°; 
(ps); coupe, $2,225°, 
$1,990; One-fifty 2-dr., 
Air (8) conv., $1,700°; 4-dr., $1,635°, 
$1,625° (ps), $1,580°, $1,395°, $1,365°; 
Two-ten (8) 4-dr., $1,315. "55 Bel Air (8) 
conv. $1,230; 4-dr., $1,185°, $1,150°, 
$1,255*, $1,205*, $1,240°; One-fifty sta- 
tion wagon, ,020, $960; Two-ten (8) 
4-dr., $1,035, $920°, $915, $900, $890, 


$870. 

CHRYSLER—’57 Windsor Hardtop, $2,785° 
(ps). °56 Imperial 4-dr., $3,115° (ps); 
NY 4-dr., $2,450° (ps), $2,060° (ps). '55 
NY coupe, $1,500° (ps). "54 NY 4-dr., 
$700° (ps). '53 NY 4-dr., $550°. 

DeSOTO—'55 Firedome 4-dr., $1,205°. ‘53 
Firedome 4-dr., $580°. ‘51 4-dr., $150. 
"47 4-dr., $105. 

DODGE—'57 Sierra station wagon, $2,665°; 
Royal coupe, $2,425°. °56 Suburban, $1,- 
645°. ‘54 Coronet 2-dr., $520°; Royal 4- 
dr., $395°. "53 Coronet 2-dr.. $485*, $430°. 

FORD—’'57 Fairlane (8) 500 conv., $2,355°; 
Victoria, $2,290° (ps), $2,200°; Fairlane 
(8) Victoria 4-dr., $2,120°, $1,975°; Fair- 


during 


the 


summer 


months 





i Your profit for the entire year is going to be 
determined by the kind of selling your salesmen 
| do in the few critical months ahead. The one 
F best way to get your salesmen to move more cars 
and increase profits is through better selling. 
And only your salesmen can do this for you. 


develop— 


films right now to instruct their men how to 


@ techniques that sell people . . . 
© the attitude that gets business . . . 
-@ how to sell all kinds of prospects . . . 


lane 500 2-dr. $2,060°; Fairlane 2-dr., 
$2,005°, $1,875° (ps). °56 Thunderbird, 
$2,700°' (ps), $2,660° (ps), $2,475; Coun- 
try sedan, $1,800°, 2 at $1,650°, $1,600°, 
$1,400*; Fairlane’ (8) Victoria, $1,730°*, 
$1,710° (ps), 2 at. $1,670, $1,535°; Cus- 
tom (8) 4-dr., 2 at $1,190, $1,150, $1,120. 
‘55 Country sedan, $1,410°, $1,365°, $1,- 


HUDSON—'5S4 Hornet 4-dr., $530° (ps). 
KAISER—’52 4-dr., $285°. 
LINCOLN — ‘57 Premiere coupe, $3,875° 


if 
@ how to. by- sales resistance . . . ; ° ; i 
| The most COMPELLING FORCE you can use © why ati eco a big difference tena, 58,000 “(oe). "89" Comopolitan 
|, to enthuse and stimulate your sales force into in selling . . . MERCURY 57 1 Monterey coupe, ,$2.485*; 
all out sales producing action in the summer e how to sell advantages and benefits .. . terey coupe, $1,710° (ps); Custom coupe, 
; oo. terey coupe $1,365°, $1,340°. 
from the World Famous AGGRESSIVE @ how to close deals NOW! ASH — ‘55 Ambassador 4-dr., $1,155*; 
F SELLING PROGRAM (already trans- aan ean eee eh aes Gan. 
) lated into 7 1 ). These films will show Through the Better Selling Bureau these profit-| ict. 5, Stiteeman Comite goss, 
men HOW TO DEAL with prospects— making sales training films are now available to | OLD@MOBILE — '57 (88) Super i , 


and a good deal does a great deal for your profits! 
Over 10,000 automobile salesmen (including 
seasoned veterans) say this program has helped 
them to sell more cars against tough competition 
than anything they have ever seen. 

Over 2,000 dealers are successfully using these 


you did! 


work for you—and make your salesmen better 


SELLING will continue to get results throughout 
the year. Write or wire today for full informa- 
tion on “Aggressive Selling.” You'll be glad 


BETTER SELLING BUREAU 


6108 Santa Monica Boulevard, Los Angeles 38, California 


A Division of Rocket Pictures, Inc. 





$1 s 88 
415°; (88) 2-dr., $1,070°, $1,040 
PACKARD—’55 Clipper Hard! 


STU 


producers immediately. Better selling will move (a); (88) Hollda “Fns20 (ps); Siibooe, 
those cars—new or used—and AGGRESSIVE "505°" (pe) "O (88). Super conv., $1,- 


top, $1,490°; 
Super Clipper 4-dr., $1,485*. 
$410°. 


"S4 2-dr., 


PLYMOUTH—’57 Belvedere (8) coupe, $2,- 


355°. '56 Belvedere (8) Hardtop, $1,750°; 
station wagon, $1,475; Savoy (8) 4-dr., 
$1,245*, $1,180. '55 Belvedere coupe, $1,- 
280; 4-dr., $950, $915, $910, 
$895, 4 at $875, $855. '54 Plaza 4-dr., 
=~ ‘53 Cranbrook 4-dr., $450°, $420, 


$245. 
PONTIAC—’57 Star Chief station wagon, 


$2,560° (ps). '56 Star Chief 4-dr., $1,710° 
(ps); Chieftain Catalina, $1,695*, $1,- 
515°. ‘55 Star Chief Catalina, $1,470* 
(ps), $1,365°, $1,300°, $1,265*; Chieftain 
Catalina, $1,140°. ‘54 Star Chief 4-dr., 


$745*, $420° (ps). °53 Chieftain 4-dr., 2) 


» $505*, $500*, $460°. 
EBAKER—'5S7 Silver Hawk 2-dr., $1,- 
750°. °S6 Champion 2-dr., $1,200°, ’55 


at $570° 
D 


in 
Champion 4-dr., $620, $500. ‘53 Com. 
wasot, panor, "gate, 8 Champion 2, 
40°, . 40, 15°, ’52 Champigr 
2-dr., $200. 
WILLYS—’57 Jeep, $1,850. 
MISCELLANEOUS—’'56 Opel 2-dr., gao5 


JENISON, MICH. 


(Grand Rapids Auctions. Sale every Tues. 

day. Prices are for sale of May 14,) 

(Market and demand strong for Clean 
cars of all models, Excellent bercentag, 
of sales through the entire saic, Sold ig 
cars out of 217 offerings.) 

BUICK—’57 Special Hardtop, $2,505 5 
RM sedan, $1,950* (ps); Super Hardtop 
$1,750*. °55 Special Hardtop, $1,615: 
Super Hardtop, $1,560* (ps), $1,495 
$1,425; sedan, $1,450; RM sedan, $1,469* 
(ps), $1,125*; Special Hardtop, $1,375. 
sedan, $1,365*, $1,325*, $1,245*, $1,085" 
"54 Super Hardtop, $1,215*, $1,030*; Spe. 
cial Hardtop, $1,210*, °53 Super 
$770*, $720, $685*; Special sedan, 
(ps), $575, $400. '52 Special sedan, g3g5+ 
$325; Super sedan, $310*, ’51 Special » 
dan, $290*, $265°. 

CADILLAC—’55 (62) 4-dr., $2,255* (ps) 
54 4-dr., $2,325° (ps). 53 (62) 4-4 
$925* (ps). ’52 (62) coupe de Ville, $1” 
050* (ps). '51 (62) 4-dr., $415*. '50 (43) 
4-dr., $495°*. 

CHEVROLET — ’57 Two-ten (8) Station 
wagon, $2,400*; Two-ten (6) 4-dr,, $1,- 
800; Bel Air (8) 4-dr., $2,160; One. 
(6), $1,695. '56 Bel Air (8) coupe $1. 
754, $1,700; 2-dr., $1,605*, $1,375*; ‘Two. 
ten (6) station wagon, $1,590*; 2-a, 
$1,390, $1,205. °55 Two-ten (6) station 
wagon, $1,425, $1,400°, $1,350°; 4. 
$1,300* (ps), $1,275, $1,175, $1,0g9°: 
2-dr., $900; Bel Air (8) 2-dr., $1,300, $1, 
285 (ps), $1,250*; Bel Air (6) 2-dr.’ $1. 

(Continued on Page 51, Col. 1)" 













Esther Williams 
says: 


“Get Into This 
Great 


New Business 
With Me” 


Esther Williams Swimming Pool 
DISTRIBUTORSHIPS OPEN 
Bi ae rtunities in the 
g Oppo’ = 

a ee pool busi- 
ness with the largest organiza- 
tion in the industry. 
New-Type, All-Concrete Pool— 
Sells as a package complete 
with all finest equipment. Ex- 
clusive features, Good House- 
keeping Seal make sales easy. 
Million-Doliar Promotion— 
Means volume sales for you. 
NBC-TV “Home Show”...full 
pages in Life, Better Homes & 
Gardens eae other publications 
ove i promotion tie-in 
with Pepsodent...dynamic lo- 
cal support. 

And Esther Williams, Too!— 
The greatest name in swimming 
sets you up as the leader in 
your area as soon as you hang 
up sign. Esther Williams 
is magic name that gives 

uu prestige, uct identi 

—* . 


oe tow Gets Results Now— 
iggest season ever is j 
ahead. You stock and sell os 
dealers in an exclusive area. 
Five-figure investment required 
for self-liquidating inventory, 
with profit potential of $25,000 
to $250,000 per year. 


endian = es 

ju . 
Installation so al ified it’s no 
problem. 


Make good profit this year—write now. 


INTERNATIONAL SWIMMING POOL CORP. 
Largest Organization in the Industry 
Esther Williams. President 
63 Court Street, e Plains, N. Y. 


<gist OF 4 String 
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650* (ps); conv., $3,650° (ps); coupe, | IMPERIAL—’56 4-dr., $1,775* (ps). station wagon, $395. 
$3,300* (ps); (66) 4-dr., $3,700* (ps);| LINCOLN — ’57 Premiere coupe, $3,905*| MISCELLANEOUS — '57 Volkswagen Sun- 
Eldorado conv., $3,900" (ps). ’55 (62) (ps). roof 2-dr., $2,050, '56 Volkswagen Sun- 


. * 
coupe de Ville, $2,945* (ps). °54 (62)| MERGURY — ’57 station wagon, $2,675* roof 2-dr., $1,540; Dodge %-ton pickup, 
Used-( ar Auction Prices coupe, $2,245* (ps), $2,010* (ps); 4-dr.,| | (ps), '56 Monterey station wagon, $2,-| $1,275. 55 Dodge %-ton pickup, $1,615. 
$2,125* $1,900* 090* (ps); Montclair coupe, $1,930* (ps). 





ae 














$8085, (ps), (ps); coupe de 
Ville, $2,100* (ps), "53 (62) coupe de ’55 Monterey station wagon, $1,470*. '54 SEATTLE 
Ville, $1,250* (ps), $780* (ps); coupe, Monterey coupe, $850*; 4-dr., $795; Cus- " i 
$1,225*; 4-dr., $1,085* (ps). °’52 (62) tom 4-dr., $815*, °53 Monterey coupe, (South Seattle Auto Auction, Sale every 
TY Tues. (Continued from Page 50) 4-dr., $840*; coupe de Ville, $780* (ps). $650, '52 Monterey coupe, $490*, Wednesday. Prices are for sale of May 15.) 
+) CHEVROLET—'57 Corvette, $2,800; Bel| NASH—’55 Rambler station wagon, $1,- (56s real strong today with increased 
Clean 180°; Delray (6) sedan, $1,140. ’54 club| MERCURY—’55 Montclair 4-dr., $1,600*; Air (8) conv., $2,400*, $2, 295*, $2, 225* ; 230°, ’°54 Statesman Country club, $790*;| demand for heavier units—all models. 152 
Centage , $860; station wagon, $720; Two-ten Custom 4-dr., $1,275. ’52 4-dr., $590. Sport coupe, $2,120* (ps). 56" Corvette, 4-dr., $650; Rambler 4-dr., $620. °'53| cars sold out of 281 consignments.) 
old 15g on. "$705; One-fifty 2-dr., $530, ’53 Bel NASH—’53 Rambler station wagon, $390, $2,625; Bel Air (8) Sport coupe, $1,700*, ee 4-dr., $550*, °52 Rambler| B UI C K — ’56 Century Hardtop, $2,150*, 
air 2-dr., $700*, $670* (ps), $655*, $410; | OLDSMOBILE—’56 (88) Super 4-dr., $2,-/ $1,675°, $1,625°; 4-dr., $1,650°%; Two-| coupe, $300 Sport coupe, $2,050*. '55 Century station 
~< ka Two-ten (6) 4-dr., $690, $455, $445 $295. 000*. °55 (88) 2-dr., $1,380. ten (8) station wagon, $1,615*; 2-dr., OLDSMOBILE—’ 57 (98) Holiday, $3,400* wagon, $2,070*; Special Sport coupe, 
Tardtep 192 4-dr., $400°. 51 Bel Air 2-dr., $275. PLYMOUTH — ’53 Cambridge 4-dr., $340. $1,410*, $1,360*, $1,225. °55 Bel Air (8) (ps). ’56 (98) Holiday, $2,250* (ps), $2,- $1,575*. °51 RM 4-dr., $295. ’50 Super 
$1,615*: ER —°55 Imperial 4-dr., $2,000* ’52 station wagon, $475. conv., $1,520*, $1, 430* (ps); Sport coupe, 205* (ps), $2,000*° (ps); 4-dr., $1,965* Sport coupe, $380*; RM 4-dr., $150*, 
$1, 4959" = ssau 2-dr., $1,540* 52 Saratoga PONTIAC — ’53 Chieftain Deluxe 4-dr., $1, 350°; Bel Air (6) 4-dr., $1,250*; Two- (ps); (88) Holiday, $2,155*, $1,750*; 2-| CADILLAC—’'57 (62) conv., $5,140* (ps). 
$1,469 (ps); 200". . : $600*. ten (8) 2-dr., $1,140*, $945*, °54 Bel Air dr., $1,705*; Super 4-dr., $1,695* (ps), "56 (62) coupe, $3,550* (ps). °55 (62) 
$1,375. 2-dr., $ ; Firedome club coupe, $1,250*. MISCELLANEOUS — ’57 Chevrolet %-ton Sport coupe, "$895; 4-dr., $880*, '53 Bel $1,580*. °55 (98) conv., $1,920* (ps); 4-dr., $2,685* (ps). '54 (62) coupe, $2,- 
$1,085¢' “$600*. pickup, $1,360. '55 Ford 2-ton truck, $1,- Air 4-dr., $450*. 52 SL Deluxe sedan, 4-dr., $1,600* (ps); (88) 4-dr., $1,785*; 450* (ps); 4-dr., $2,280* (ps). °53 coupe 
D*; Spe. 54 4-dr. ‘56 Coronet (8) 4-dr $1,465* 200, ’°54 Chevrolet 1%-ton pickup, $860; $265 Holiday, $1,725* (ps), $1,600*°. "54 (98) de Ville, $1,450* (ps); 4-dr., $1,275* (ps). 
Tardtop, a station wagon $835; Meadow- %-ton pickup, $745; 1-ton, $690. CHRYSLER — °53 Windsor 4- dr., $1,515* 4-dr., $1,300* (ps); (88) 4-dr., $1,100*. "52 (62) 4-dr., $1,260* (ps). '51 (62) 4- 
1, $72H° $1, a. ir. $630 F (ps). ’53 (88) 4-dr., $800*, $785*; 2-dr., $565°*, dr., $795*. "49 (62) 4-dr., $395*, 
» $395", brook cet Thunderbird, $2,960*: Fair- CHICAGO DODGE—'57 Royal (8) Lancer, $2,625. '54 $525*; (98) 4-dr., $700* (ps). ’52 (98) | CHEVROLET — '57 Bel Air (8) Hardtop, 
cial ge. § FORD "(@8) 2-dr $2 240° $2 045: Cus- Coronet (8) conv., $750*. "53 Coronet (8) 4-dr., $455°. '51 (88) 4-dr., $310°, $250°. $2,290*; Two-ten (6) 2-dr., $1,710*. ‘56 
* lane (5) ir. $1,740, °56 Fairlane (8)|_ (Greater Chicago Auto Auction, Sale| 4-dr., $500. PACKARD—’55 Clipper Constellation, $1,-| Two-ten (8) 4-dr., $1,640*,' $1,500; Two- 
* (Pa), tom ( 1.980° (ps); 4-dr, $1,600*, $1,-| every Thursday, Prices are for sale of| FORD — '57 Fairlane (8) conv., $2,340*; 385* (ps); (400) Hardtop, $1,335* (ps). ten (6) 2-dr., $1,380. '55 Bel Air (8) 
) 4dr, wate. $1, 320: station wagon, $1.- May 16.) Country sedan, $2,265*; Victoria, $1,985°*; *54 (400) 4-dr., $930°, | Sport coupe, $1, 470*; 4-dr., $1,380*; Two- 
lle, $1,. s 620: Main sedan $1,175 "55 Fair- BUICK—’57 Century Riviera, $2,700* (ps). Fairlane (8) 500 2- -dr., $1,895* (ps): PLYMOUTH—’56 (8) Suburban, $1,750* ten (8) 4-dr., $1,165; Two-ten (6) 4-dr., 
50 (62) 700, “ nv., $1,485°*, $1,425*, $1,360; ’56 RM Riviera, $2,385* (ps); Century Custom (6) 4-dr., $1,675. ’56 Thunderbird, (ps); (6) Suburban, $1,400; Savoy (8) $1,070, '54 Two-ten station wagon, $1,- 
lane (8) Coton Wagon, $1,315%: Z-dr,.| Riviera, $2,220* (ps). ’55 Special conv.,| $2,700* (ps), $2,560; Fairlane (8) conv.,| 4-dr., $1,120, '55 Plaza (6) Suburban,| 070°; Delray, $855. "53 Bel Air Sport 
Station ae 025°, $900, 4 station wagon,| $2100%, $1,420°; RM Riviera, $1,550;/ $1,735", $1,635° (ps); Victoria, $1,730*| $1,055, $900; Savoy (8) 2-dr.. $870*;| coupe, $855; 4-dr., $780 (ps), $675; One- 
r., $1. $1,055, tom 4-dr., $740, $700, $575 *53| Century Riviera, $1,545*; Super Riviera, (ps), $1,700* (ps), $1,650°, $1,590°; 4- 4-dr., $850. '54 Belvedere Sport coupe, fifty 4-dr., $545. °52 Deluxe 4-dr., $535°, 
ne-fifty ties ne. dr. $706; Custom 2-dr., $555 $1,510* (ps), $1,450* (ps), $1,440°. 'S4 dr., $1,485*; Ranch Wagon, $1,480*; $925°, '53 Cambridge 4-dr., $410; Cran- $340, $325*, $320. '51 Deluxe 4-dr., $365°; 
, $1. ee n 2-dr., $315. 51 Custom 2-dr r Century Riviera, $1,160*, $1,100*; Super Custom (8) 4-dr., $1,155, °55 Thunder- brook 4-dr., $350. 2-dr., $310; coupe, $250, $230. '50 Deluxe 
; Two a come, $195. °48 2-dr.. $165 ** conv., $1,145*; Riviera, $990"; RM conv., bird coupe, $1,925; Fairlane (8) Crown PONTIAC—’56 Star Chief Catalina, $1,-| 4-dr., $320; coupe, $155. ‘49 Deluxe 4- 
2-dr,, $200. RY—’55 Montclair conv $1,675° | $1,060*; 4-dr., $985* (ps); Special Rivi- Victoria, $1,550* (ps); conv., $1,325*; 850* (ps). °55 Safari station wagon, $1,- dr., $180. 
Station tee Beontetatr 2-dr., $1 025* $880 era, $885; 4-dr., $805*. *53 RM 4-dr., Ranch Wagon, $1,170. '54 Country sedan, 690* (ps); Star Chief Catalina, $1,450*; | CHRYSLER—’55 NY Deluxe Sport coupe, 
4-dr,, (ps ps). » cou $665, 52 Montclair 2-dr.. $710*, $610*; Super 4-dr., $570°; Riviera $1,170; Country Squire, $1,105*; Ranch Chieftain 2-dr., $930; 4-dr., $910*. °54| $1,900* (ps); Windsor Deluxe 4-dr., $1,- 
1,080°; 3 club coupe, = 2-dr., $550°*. Wagon, $750. °53 Country sedan, $685; Chieftain (6) 4-dr., $925. °53 Chieftain 570*. '52 Saratoga club coupe, $485* (ps); 
0, $1,- $345. 154 station wagon, $040, °S3 States- CADILLAC—'57 Eldorado Biarritz conv.,| Main (6) 4-dr., $515; Main (8) 2-dr.,| (8) Catalina, $510°, $475; 4-dr., $390,| Windsor Deluxe 4-dr., $375. 
., i | oe ; | $5,975" (ps); (62) coupe de Ville, $4,-| $345. '51 Victoria, $275. $375. DeSOTO—'55 Firedome (8), $1,545* (ps). 
) man, aILe 57 (88) Super 2-dr. §2,- 825° (ps); 4-dr., $4,300* (ps). 56 (62) | HUDSON—’56 Hornet 4-dr., $1,275*; Wasp| STUDEBAKER — '55 Commander 2-dr., ’54 Firedome 4-dr., $920*. 
— ne (88) Su r Holiday, $2 200°" ¢ 3) coupe de Ville, $3,715* (ps), $3,650* 4-dr., $910. "55 Wasp Hollywood, $895. $695. °53 Champion coupe, $505* _ DODGE—’56 Custom Royal 4-dr., $1,830* 
gs (ps), $1 765° 55 (88) 4-dr $1. (ps), $3,525* (ps); sedan de Ville, $3,- "54 Wasp 4-dr., $475. WILLYS—’56 Jeep snowplow, $1, ibe "5 (Continued on Page 52, Col, 1) 
$1,600*, $1,550°; (88) Super 2-dr., 
31375", $1,365*, '54 (98) 2-dr., $1,365° 
(ps); (88) Super 2-dr., $1,325* (ps); (88) 
4-dr., $1,225°. '53 (88) 4-dr., $935* (ps). 
51 (88), $205°. 
PACKARD—'55 Clipper 4-dr., $1,050*. 
PLYMOUTH—'56 Belvedere (8) conv., $1,- 
450°, "55 Plaza station wagon, $1, 235°; 





Belvedere (8) sedan, $1,010*. °54 Belve- 
dere sedan, $565; Savoy 4-dr., $500. ’53) 
conv., $525; club coupe, $355, °51 4-dr., | 
. $200, $180, $115. | 
4 PONTIAC—'55 Star Chief 2-dr., $1,420*; | 





Chieftain 2-dr., $1,115*. "53 Catalina club 
coupe, $700, $655*; Chieftain Deluxe, | 
$675, $635° (ps), $455°. "51 4-dr., $140°. | 
MISCELLANEOUS—’57 Dodge %-ton pick- 
up, $1,360. "55 Ford %-ton pickup, $865. | 


FT. WAYNE, IND. ; 


(Fort Wayne Auto Auction, Sale every 
Tuesday. Prices are for sale of May 14.) 
(Sold 38 cars out of 58 offerings.) 
BUICK—’56 Special 2-dr., $1,395* (ps). ’55 
1 2-dr., $1,540°, $1,515°; 4-dr. $1,- 
985°, $1,115. °54 Super 2-dr., $1,035°. 
CADILLAC—’'55 (62) 2-dr., $2,450°, °49 
(62) 2-dr., $250°. 
(HEVROLET—'55 Two-ten (8) 2-dr., $1,- 
055, $880. ‘54 Two-ten 2-dr., $700, '53 
Bel Air 4-dr., $610°*. 
DODGE—'55 Custom Royal (8) 4-dr., $1,- 
310° 





FORD—'57 Fairlane (8) 500 2-dr., $2,310° 
(ps); Fairlane (8) 2-dr., $1, 990°. "56 
Custom (8) 2-dr., $1,990*. ’55 Fairlane 
(8) 4-dr., $1,000*; Custom (8) 2-dr., 
$980°, $925. 
MERCURY—’'54 Monterey 4-dr., $860*. ’52 
Monterey 2-dr., $305. 
NASH—'51 Statesman 2-dr., $215. 
OLDSMOBILE — °54 (88) 2-dr., $1,375°| 
(ps), $1,010* (ps); Super 2-dr., $1,195*. | 
PLYMOUTH—’56 Savoy (6) station wagon, 
$1,355. ‘54 Belvedere conv., $825° (ps). 
"533 Cranbrook 4-dr., $460*, "52 Cranbrook 
4-dr.. $180. "51 Cranbrook 2-dr., $200. 
"30 Cranbrook 2-dr., $190. '49 4-dr., $110. 
PONTIAC—'54 Chieftain 4-dr., $640. ‘53 
Catalina 2-dr., $725*. '53 Catalina 2-dr., 
$510°. 
MISCELLANEOUS—’54 Ford %-ton pick- 
up, $525. | 


53% keep for future reference 


66% give or loan copies; and 16% 
ask that copres be returned 


21% passed along to friends, relatives 
76% refer to advertising in back issues 
36% clip current issues 

20% keep scrapbook or files 





FARGO, N. D. .. 7 


(Tri-State Auction Co. Sale every Thurs-| 


day. Prices are for sale of May 16.) 

oe! 59 cars out of 118 consignments.) M e 

—'56 Special Hardtop, $1,795*. ’55| 9 

Special Riviera, $1,645*. '49 Sedanette 2-| Os -“1LSe ma a ne 
dr., $100°*. Zl . 

CHEVROLET—'56 Bel Air Hardtop, $1,- 


850° (ps); Two-ten (8) station wagon, | *,° 
$1,705; 4-dr., $1,380; 2-dr., $1,275. '55| J J om 
5 1a lect Tica ae Probably SuccessruL FARMiInc—because it is 
ae ‘ss ah aaa. geen ae the most useable to its audience. 
Sy -ten 4-dr., $510; 2-dr., $495. Th di . h ’ b f: d 
| Air $450°. °49 4-dr., $130. 
cates coupe, $i50°. "40 4-ar:. $1 The audience is the country’s best farmers an 
Tae on tate (8) S-de., $1.200; Coston | their families—on farms that are volume producers 
BLESS? coy. Vilocne’* Cintey” eden’ f ins, livestock, milk, poult 
»225*; conv., ’ ad u . 
Sis Sama “2: pcguntry” sedan. of corn, grains, livestock, milk, poultry, eggs. 
4-dr 7 5 - *- - . . . . . ° 
aes Glenn bums De’ Gans SF circulation is strictly selective, heavily 
cae = ar. 7 "68, Country eodan, t t d e th o/ ° it f f h 
ountr, n - 
sr ity Squire, $915; Ranch Wag- concentrated in the 44% minority of farmers that 
ar ee ho: CO “OY See gets 91% of national farm sales. The SF farm 






LINCOL «N—'51 4-dr., $345*. 





subscriber’s annual cash farm income has 
averaged around $10,000 for a decade. 
No other population group has 
been stepping up its living standards 
faster. No other medium has as much 
influence with its audience as SF. And 
THE FIRST it balances national schedules where 


“NEW LOOK”’ general media lack strength. Get the 
PENNANTS facts from any SF office. 





in over 2,000 years 


(MS For apetlemaggee Successrut Farmine 


Manufactured under one roof, Make your 





a a out like a sore thumb. You MEREDITH PuBLISHING Company, Des Moines... 
attention with Myrlo products. ° ° ° e 

with offices in New York, Chicago, Detroit, Philadelphia, 

MYRLO CO. Cleveland, Atlanta, San Francisco, and Los Angeles, 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 
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’55 Firedome (8) Hardtop, $1,- $1,395; 2-dr., $1,335; 4-dr., 


> p + , 
455°, ’51 Custom 2-dr., $165. "| Two-ten (6) 2-dr., $1,310; 
Used-Car Auction Prices _ |\"2?n Sure, Set" Ryonin (0) deny SiG ih 
FORD—’55 Custom (8) Ranch Wagon, $1,- 2-dr., $620, $525. *b2 station wagon, | nesday. Prices are for sale of May 15.) 


020* (ps); 2-dr., $935*. Country| $500, $460; 4-dr., $440, °51 4-dr., a 
Squire, $710*. '53 Custom (8) _ dr., $650, "50 2-dr., $155; 4-dr., $145; coupe, $115. decreasing in quantity. Sold 124 out of 





(Continued from Page 51) $620, $290; coupe, $340; 2-dr. $375. "52 *49 2-dr., $105. 
Custom (8) 2-dr., $475*, $375. 51 Cus-| CHRYSLER—’53 conv., $635*. 
(ps). °55 Royal Sport coupe, $1,570°; 4-dr., $275*; (88) 4-dr., $220°. tom (8) 4-dr., $310; 2-dr., $225; Deluxe| DeSOTO — '53 Firedome (8) 4-dr., $490°. 
Coronet Sport coupe, $1,440°*; 2-dr., sta~| PLYMOUTH—’55 Savoy (8) station wagon, (6) 4-dr., $200. "52 (6) 4-dr. 


tion wagon, $1,350°. ‘54 Royal 2-dr., $1,350; Savoy (6) 4-dr., $940; Belvedere LINCOLN —'53 Cosmopolitan Hardtop, | DODGE—’ 56 Royal “is) Hardtop, $1,650*; 


station wagon, $645. 52 SL Deluxe 2-dr., "52 (62) coupe, $1,130*, ’48 4-dr,, 
$225, °51 SL Deluxe 4-dr., $285*; 2-dr.,|; CHEVROLET — ‘57 Two-ten (8)’ pickup, $365, 
$200, $140. '50 SL, Deluxe 2-dr., $220. wagon, $2,015. '56 Two-ten Me 500: 





i, 
MISCELLANEOUS—’54 Willys %-ton Diep. 


station up, $480°. ’°53. Ford %-ton 


DANVILLE, VA. 


S776. (Danville Auto Auction, Sale e 


(Very high sales percentage. Clean 


BUICK— 54 Special 2-dr., $1,175¢, "50 By. 
per Riviera, $335*; 2- -dr., $2 35°; Speeia) 
4-dr., $275. °49 Super 4-dr., $100, 

CADILLAC—’51 (62) 4-dr., ‘$7 90°, 


$745*; Meadowbrook 4-dr., $660°. (8) 4-dr., $1,250*; Plaza (8) 4-dr., $850. $775*. ’51 Cosmopolitan 4-dr., $285. Coronet (6) 4-dr., $910*, '54 Coronet (6) CHEVROLET—’56 Two-ten 2- ir, 


F O R D—’57 Fairlane (8) station wagon, ’54 Belvedere 4-dr., $775. °52 Cranbrook | MERCURY—'55 Custom 2-dr.,” $1,050; 4- 4-dr., $605. ’51 Coronet 4-dr., 


$2,700° (ps); Fairlane (500) Victoria, 4-dr., $350, $325. °51 station wagon, $415; dr., $1,085. '52 Monterey 2-dr., $560°. FORD—’57 Custom (6) 4-dr., 

$2,395* (ps). "56 Country Squire, $1,900*; 4-dr., $295. °49 club coupe, $175. NASH—’53 Statesman 2-dr., $450. '52 Ram- Fairlane (8) 4-dr., $1,610*; 

Parklane station wagon, $1,890° ; Vie- PONTIAC—’55 Chieftain 2-dr., $1,055, °54 a, Hardtop, $240. '51 Statesman 4-dr., 570*; 2-dr., $1,475; Custom (8) 4-dr., 
toria, $1,790* (ps); Fairlane (8) 2-dr., Star Chief 4-dr., $1,045°; 2-dr., $645. °53 $175. $1,130; Main (6) 2-dr., $850. 


(6) a’ $715. °55 Fairlane Victoria, STUDEBAKER—’52 Commander (8) Sport dr., $205*. *50 (88) 4-dr., $175. (8) 4-dr., $290; Deluxe (8) 2-dr., . 

$1,345°; 2-dr., $1,180°. °54 Main (6) 4- coupe, $240. '50 Champion 2-dr., $170. PLYMOUTH—’57 Savoy (8) 4-dr., $1,975*. | LINCOLN—’51 Cosmopolitan 4-dr., $150*. 
r., $690, $650. *653 conv., $935*; Victoria,| WILLYS—’53 Aero Lark 4-dr., $405. ’55 Savoy (6) 2-dr., $885. ’°53 Cranbrook | MERCURY—’55 Monterey Hardtop, $1,400*. 
$805, $775*; Custom 4-dr., $550. 51 Cus-| MISCELLANEOUS—’56 Borgward Isabelle, 4-dr., $575. '51 Cambridge 2-dr., $130. *51 2-dr., $220. °48 station wagon, $155. 


tom (8) 4-dr., $345*; Custom (6) 2-dr., $1,880; Volkswagen Kombi, $1,250. '55| PONTIAC—’53 Chieftain (8) 2-dr., $710*,| NASH—’55 4-dr., $990. 


$295, $170. "50 club coupe, $200. '49 4-dr., Dodge %-ton pickup, $870; English Ford $495*. "51 Chieftain (8) 4-dr., $260*. '50| OLDSMOBILE—’55 (88) 4-dr. 
$165, $120. Zodiac, $1,020. '54 Volkewagen 2-dr., $1,- Chieftain 2-dr., $160*, $115*. °49 conv., (88) Super 4-dr., $850*. 53 (88) 

HUDSON—’50 Pacemaker club coupe, $140. 245. °50 Ford %-ton pickup, $225. $160°. $290*. "51 (88) Holiday, $250°. 

KAISER—’52 Virginian, $280*. STUDEBAKER—’51 Champion 2-dr., $120. a 4-dr., $1,400*, 

LINCOLN—’49 Cosmopolitan 4-dr., $150. *50 Champion 4-dr. $100. . 

MERCURY—’57 Monterey Sport coupe, $2,- W. PEABODY, MASS. MISCELLANEOUS—’55 Dodge %-ton pick-| PLYMOUTH—’'56 Belvedere (8) 4-dr., 
595°. °56 Custom Sport coupe, $1,710; (Peabody Auto Auction, Inc. Sale every up, $780. °49 Chevrolet %-ton pickup, 560°. °55 Savoy (8) 2-dr., : 
Medalist, $1,415°. '54 Monterey Sport| Thursday. Prices are for sale of May 16.) $220. $650°*; Plaza (6) 4-dr., $820; 2-dr., > 
coupe, $1,245* (ps). °53 Custom 2-dr., (Sold 71 cars out of 116 consignments.) ’54 Savoy 2-dr., $610. *53 Cranbrook Bel- 
$650; Sport coupe, $610*, $605*. '52 Sport; BUICK—’56 Super Riviera, $2,045°. ‘55 EBENSBURG PA vedere, $565; 2-dr., $500°* ; ™ 
coupe, $640°; conv., $540°. °51 2-dr., Special 4-dr., $1,285°. "54 Special 2-dr., —— ’ * *52 Cranbrook 4-dr., $270. '51 Cranbrook 
$265°*. ’50 4-dr., $220. $1,080*. °53 Special 2-dr., $550; RM 4- (Ebensburg Auto Auction. Sale every club coupe, $310. °50 Special Deluxe 2- 

NAS H—'55 Cross Country, $1,425*. °52 dr., $755° (ps). °51 Super 2-dr., $210*.| Thursday. Prices are for sale of May 16.) dr., $205. °49 station wagon, $175. 
Statesman 4-dr.. $270. ’49 Super 2-dr., $100*. (Dealers paying top prices for choice | PONTIAC—’55 Chieftain 2-dr., ‘ . 

OLDSMOBILE—’56 (98) Hardtop, $2,365*| CADILLAC—’53 (62) coupe de Ville, $1,-| merchandise. Few takers for rough offer- 010*. '51 (8) 4-dr., $140*, ’50 (8) 4-dr., 
(ps); (88) Sport coupe, $2,045*. '55 (98) 475°. ings. Sold 116 out of 121.) $145*, $115*; 2-dr., $110. 

Sport coupe, $1,895* (ps). '54 (88) Super) CHEVROLET—'55 Two-ten (6) 2-dr., $1,-| BUICK—’56 Special 2-dr., $1,525. '54 Cen- STUDEBAKER — °54 Commander 2-dr., 
4-dr., $1,325* (ps). °53 (98) Sport coupe, 020, $1,000; 4-dr., $1,000. '54 Two-ten tury 4-dr., $900*; Super 4-dr., $895*. °50 $515. 
$i, 005° (ps); (88) Sport coupe, $985* 2-dr., $850*, $775°; One-fifty (6) 2-dr., Special 2-dr.. $140; 4-dr., $100. WILLYS—’ 54 Aero sedan, $165. 


(ps). "52 (88) Super 4-dr., $590°. ‘50 (98) $630. °53 Bel Air coupe, $785*; Two-ten| CADILLAC—’55 (62) 4-dr., $2,460* (ps).!| wagon, $355. 





20 MINUTES WITH THIS 


FILM COULD SAVE YOU 
$200 TO $500 A MONTH 


eee eRe er HH Re ee eee ee ee em emer 


See it this week and profit for years to come! 

New documentary film—‘““The Open Road”’— by Burroughs shows you how dealerships 
across the country are streamlining their bookkeeping operations with the only machine offering 
the versatility, capacity and features to master all phases of dealership accounting. 

In the comfort of your own office, see your fellow dealers as they tell you how the 
Burroughs Sensimatic 500 brings them up-to-the-minute operating figures; saves them from 
$200 to $500 monthly in clerical costs, mechanizes most of their paperwork. 

If you would like a better overall accounting picture of your dealership than you now 
have . . . if you would like to base your important decisions on facts that are more accurate and 
more up to the minute than are now available to you . . . call our nearby branch office today. 

Ask to see, at no obligation whatsoever, “The Open Road.” Viewing time, 20 minutes. 
Burroughs Corporation, Detroit 32, Michigan. 


BURROUGHS SENSIMATIC ACCOUNTING MACHINE 


BP) “BURROUGHS” AND “’SENSIMATIC’’—REG, TM’S. 


A ’56| Air 2-dr., $770; Two-ten 2-dr. ‘sou, Me 
Victoria, $1,-| Bel Air 4-dr., $695*, $680, $600; TWwo-ten 


"53 





"55 Two-ten 4-dr., $1,065, $965) $l ts, 


g 


2-dr., $495. ’52 SL’ Deluxe 2 ar, 


'54 Custom] 4-dr., $355*, $265°, '51 SL Delute me: 
$1,675*, $1,655*; 4-dr., $1,650* (ps), $1,- Chieftain Deluxe 4-dr., $695*, '52 Chief- OLDSMOBILE—’56 (98) Holiday, $2,250* (8) 2-dr., $650. '53 Ranch Wagon, 5 

580* ; 3-dr., $1, 340; Custom (8) Ranch tain Deluxe 4-dr., $505*, $440*. '50 Chief- (ps). °55 (88) Holiday, $1,625*, °54 (88) "52 Main (8) 2-dr., $295. '51 Custom (8) 
Wagon, $1. 375; 4-dr., $1,095; Custom tain 4-dr., $250. '’49 4-dr., $165°, $140°*. Super 4-dr., $1,060*. ‘51 (88) Super 4- Victoria, $405; 4-dr., $395, 


$305, $285, $280, $265; 4-dr. $17 
50 2-dr., $195, $145, $135. 8, sas 


’50 Custom | DeSOTO—'55 Firedome 2-dr., $1,505 


Carryall, $185, pra 
ice oan wt 4-dr., $1,215. '53 Cop. 
one r 55, $395. "51 Coro 
$125. — +e, 
FORD—’56 Custom (8) 4-dr. $1,280; 9 
dr., $1,285. 55 Fairlane (8) 2-dr, hn, 
455°; Victoria, $1,180; 4-dr.. gi'sgye 
Custom (8) 2-dr., $1,205, $1,100, $1,055, 
$965; 4-dr., $915. "54 Crest (8) Victor 
$1,005*; 2-dr., $900. 53 7 W: 
$650*; Custom (8) 4-dr. $370; 2. 
dr., $635, $560, $515, ‘go> ” $585 a 
Custom (8) 2-dr., $480, $260; 4-dr, , $545; 
Main (8) 2-dr.,’ $375. °51 Custom (8) 
2-dr., $305, $280; 4-dr., $185; conv., 
$190; Deluxe (6) club coupe, $155, 5 
Custom (8) club coupe, $250; 2-dr. , $255, 
$190. "49 (8) 2-dr., $250, $190,” Sigs 
$155; 4-dr., $205, "47 2-dr.. $170, ‘35 
coupe, $280. 
HUDSON—’52 Hornet 4-dr., $155, 
KAISER—’51 4-dr., $185*. 
LINCOLN—’53 Cosmopolitan 4-dr.. $735. 
MERCURY — '52 2-dr., $530*, ‘51 4-dr 
$240; 2-dr., $200, $175. ’49 4-dr., $119,” 
NASH —’53 Statesman 4-dr., $310, "52 
Statesman 4-dr., $305. 
OLDSMOBILE—’54 (88) 4-dr., $1,245*: > 
dr., $1,105*, $955, °53 (88) '2-dr., goage 
$780, $735 (ps). ’52 (88) 4-dr., $95ge: 
(98) 2-dr., $455*. '51 (88) 4-dr., $3ige: 
2-dr., $275°*. . 
PACKARD—’53 Clipper 4-dr., $305*, "59 
4-dr., $130*. 
PLYMOUTH —’54 Plaza 4-dr., $440. "52 
Cranbrook 2-dr., $275. '51 Cranbrook 4 
r., $295, $135. 
PONTIAC—’52 4-dr., $350. "50 2-dr., $150, 
MISCELLANEOUS—’'55 Ford %-ton Dick- 
up, $815. "53 GMC %-ton pickup, $5609, 
"52 Chevrolet %-ton pickup, $455; Ford 
%-ton pickup, $400. "50 Ford %-ton piek- 
up, $260. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues 

day. Prices are for sale of May 14.) 

(Average and rough cars are moving 
downward in spite of the spring selling 
season, Sharp and clean ones very scare 
in the N. ¥. area and are bringing top 

dollar. Sold 75 out of 111.) 

BUICK—'56 Special 2-dr., $1,595*. "55 Cem 
tury 4-dr., $1,500* (ps); Special 4d, 
$1,490° (ps); 2-dr., $1,200*; Super 4-dr, 
$1,410° (ps). "53 Special Riviera, $64, 
"52 RM Riviera, $400°; Super cosy, 
$310°. '50 Super conv., $235°*. 

CADILLAC—’'54 (62) coupe, $2,200* (ps). 

CHEVROLET—'56 Two-ten (6) 4-dr., $1,- 
275, $1,240, 2 at $1,225; 2-dr., $1,250 
$1,220, $1,210. "55 Two-ten (6) 2dr, 








$1,050°, $900; 4-dr., $950, $925, 3 a 
$900, $880. °54 Bel Air Hardtop, $860°; 
2-dr., $710. °53 Two-ten station wagon, 
$650°. °51 SL Deluxe Bel Air, $360°; 2 
dr.. $230. ‘50 SL Deluxe conv., $240°*. 

CHRYSLER—'52 Imperial 4-dr., $210°, "Sl 
NY 4-dr., $210°; Windsor sedan, $205*. 

DeSOTO—'S4 Firedome 4-dr., $800* (ps). 
"53 Firedome 4-dr., $510* (ps), $325". 

FORD—’'55 Fairlane (8) conv., $1,195°, "4 
station wagon, $850; Main (6) 2-dr., $545, 
"53 Crest (8) Victoria, $650. °52 Custom 
(8) 4-dr., $380°; 2-dr., $350. '51 Custom 
(8) Victoria, $300°. 

MERCURY—’'56 Montclair conv., $1,800*°; 
Medalist 2-dr., $1,280°. '55 Monterey 4- 
dr., $1,380° (ps). °'54 Custom station 
wagon, $925°; 2-dr., $660; Monterey 
Hardtop, $630°. °52 Custom 4-dr., $420. 
"51 4-dr., $135. 

NASH—'55 Rambler station wagon, $1,125. 

OLDSMOBILE—'52 (98) 4-dr., $365°. ‘Si 
(88) 2-dr., $365°; 4-dr.. $225°, $210°, 
$165°. 

PACKARD—’52 Clipper 4-dr., $265°. 

PLYMOUTH—’'55 Plaza (6) 2-dr., $840. "54 
Savoy Suburban, $655; Belvedere 4-dr., 
$610°. ‘53 Cranbrook Belvedere, $560; 
Suburban, $470. ‘52 Cranbrook 4-dr., 
$270; 2-dr., $260. '51 station wagon, $180. 

PONTIAC—’'55 Chieftain Catalina, $1,400° 
(ps); 2-dr., $610 (police). ‘51 
$280*. '50 2-dr. $200*, $145°. 

STUDEBAKER—’53 Champion 2-dr., $310. 
"52 2-dr., $100. 

WILLYS—'53 Hardtop, $265°*. 

MISCELLANEOUS—’'55 Ford %-ton pick- 

up, $625. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of May 15.) 
(Sold 170 cars out of 263 offerings.) 
BUICK—’5S Super Riviera, $1,660° (ps), 
$1,270° (ps), $1,175*. 54 Special 4-dr., 
$1,105*, $925°, $875*, $830. '53 Super 4- 
dr., $690* (ps), $625, $560*, $490°, $485. 
52 Special 2-dr., $550. '51 ‘Special 4-dr., 
$410°*, $385°, $225, $200°; RM Riviera, 
mee, ’50 Special 2-dr., $275*, $120 

ADILLAC—’56 (62) 4-dr., $3,450° (ps), 
$3,310° (ps). ‘53 (62) ’ 4-dr., $1,374 
(ps), $1,260° (ps); conv., $1,200°. ‘Sl 
(62) 4-dr., $775*, $725*, ’50 (62) conv., 


CHEVROLET—'56 Two-ten (8) 4-dr., $1- 

350, $1,355, $1,330, $1,175. ’55 Bel Air 
Nomad, $1,725*; Two-ten 4-dr., $1,140*, 
$1,050, $985, 4 at $925, ’54 Bel Air 2 
dr., $1,050°; Two-ten 4-dr., $730, $650. 
’53 Bel Air conv., $700, $630; Two-ten 
2-dr., $400. '51 Deluxe’ station wagol, 
$470*, $340; 2-dr., $255. "50 Deluxe 4-dr., 
$260, ‘$125. °49 Deluxe 2-dr., $150. 

CHRYSLER—'54 NY conv., $1,000* (ps). 
"52 Saratoga 4-dr., $260*; Windsor 2-df., 
$120. 51 Windsor 4-dr., $400*; NY 4-dr., 
$190*, $160. °50 Imperial 4-dr., $120*. 

DeSOTO —'53 Firedome (8) 4-dr., $500° 
(ps), $440° (ps), 52 Custom Hardtop, 
$350°, $190°. 


DODGE—'54 Coronet station wagon, $790°. 
*S3 Coronet 4-dr., $470*, $360°; conv. 
$400*. '52 Coronet 2-dr. oa. $205, 
$170. ’50 Coronet 4-dr., 


460*, $1,415, $1,200; Custom (6) 2-dt. 


$1, 
$1,125* (ps); Main (8) station wagon, 
(Continued on Page 54, Col. 4) 
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Thousands of new 1957 car owners now enjoy 


New Assurance against SIDESKIDS | 


RUBBER 


POWER-ACTION 


Tread ard Traction 


give 19% better sideskid protection 
even on slippery curves! Triple the 
non-skid edges of former tires auto- 
matically bite through slick film to 
solid highway...hold cars safe 
against lateral sway...give drivers 
new command of road and weather 
hazards! 


This big difference in skid resistance is only one of the 
dramatic new advances in the brand-new U. S. Royal 
Safety 8. Expressly designed to team with the increased 
power and performance of 57 models, this tire gives 
new assurance against blowouts, punctures, heat — all 
tire risks. Thousands of new 1957 car owners already 


know this—and more are discovering it every day! 


“ * 


AVAILABLE NOW! 


INFORMATIVE 
NEW FILM 


—tells the full story of the 
new U.S. Royal Safety 8. 
Call your U.S. Royal Tire 
District Office to arrange 
a showing at your place 
of business. 


6600 E. JEFFERSON AVENUE + DETROIT 32, MICHIGAN 











































































STEWART mobile homes. 


ACCEPTED LINE 


1 Stewart Mobile Homes ...seen ond 
bought everywhere ... cre accepted os 
one of the very best monvfactured to- 
"doy. A complete line of coaches, with 
merchandising aids that bock you up, will 
@ssure you, os an exclusive Stewart dealer 
in your area, of real sales potentiol. 


Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from yowr showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
-.-Can now get plus profits from selling 


EASY FINANCING 


Stewart Coaches cre recognized by all 


_well-known trailer financing firms. Re- 


quirements as to sturdiness, long life, high 
rescle value, and bocking by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


For details, write, wire or call today. 


AUTOMOTIVE NEWS, MAY 27, 1957 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. in 1956, approximately 
115,000 coaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don't you shore in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 
Department AN « Bristol, Indiana 





-.-.-now with the Mobil-D-lIcer 


Olas ee avro ain conpiriowen 


The industry leader — totally redesigned for all long, low ’57’s. 
Push-button operation, two 2-speed fans, three 360° adjustable louvers — 
and the exclusive Mobil-D-Icer — an electric-automatic control guaranteeing 
even coil temperature and maximum refrigeration at all-times. 


Write for illustrated brochure and information 


MOBIL-AIRE MFG. CO. + Box 122,-Denison, Texas 











Auto Auctions 


(Continued from Page 52) 





$1,110; Main (6) 2-dr., $585; Custom (8) 

4-dr., $1,050, $1,000, $925, $700. '54 Cus- 
tom (8) 2-dr., $975* (ps), $680°; Main 
(6) station wagon, $760*. '53 Custom (8) 
2-dr., $800*, $680*, $595*, $565, $545, 
$475*, $365. '52 Main (8) sedan, $475, 
$300, $250, $245. °51 Custom (8) 2-dr., 
$375, $285, $240*, $165, $140, $110. ’50 
Custom (8) 2-dr., $185, $115. 

HUDSON — ’55 Hornet Hardtop, $1,170*; 
Rambler 2-dr., $575. °51 Hornet 4-dr., 
$300. 

LINCOLN—’51 Cosmopolitan 4-dr., $175*. 

MERCURY —’55 Montclair 4-dr., $1,475* 
(ps); Custom 4-dr., $830*,. °54 Custom 
4-dr., $850. °53 Custom 4-dr., $525, ’52 
Montclair 4-dr., $420, ’51 Custom 4-dr., 
$315*, $165. ’50 4-dr., $150, $100. 

NASH—’'53 Rambler station wagon, $660. 
’50 Rambler station wagon, $160. 

OLDSMOBILE — ’'55 (98) 4-dr., $1,585* 
(ps); (88) Hardtop, $1,470*. °'54 (88) 
4-dr., $1,165°, $1,000*. '53 (98) 4-dr., 
$725*, $700*. '52 (88) 4-dr., $360*, $265°. 
*51 (88)-4-dr., $365*, $270*, $250*, $265°, 
$185*; (98) $150*. 

PACKARD—’53 (200) 4-dr., $355, ’52 (300) 
conv., $190°. 

PLYMOUTH—’56 Plaza (8) Suburban, $1,- 
400. ’55 Belvedere 4-dr., $1,100; Savoy 
4-dr., $925; Plaza 2-dr., "$750, ’53 Cran- 
brook 4-dr., $510*. °52 Cambridge 4-dr., 
$190. °51 4-dr., $200, $165. 


PONTIAC—’55 Chieftain 2-dr., $905 (po- | 
lice). °53 Chieftain (8) conv., $675*, | 


$625*, $575*, $300. °50 Chieftain 4-dr., 
STUDEBAKER—’ 55 Champion 4-dr., $725. 


*52 Commander Hardtop, $250. 51 Com- 


mander club coupe, $100*. 

WILLYS—’ 54 Jeep wagon, $500. ’51 station 
wagon, $365, $355. 

MISCELLANEOUS — '56 Borgward station 
wagon, $1,200. '55 Chevrolet %-ton pick- 
up, $800, ‘52 Chevrolet %-ton panel, 
$300. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of May 17.) 
(We had a red hot sale today with 

plenty of activity. Sold 172 out of 290.) 

BUICK—’56 Special station wagon, $1,800* 
(ps). °55 Century 4-dr.. $1,340°, "54 RM 
4-dr., $1,000* (ps); Century 4-dr., $940*. 
"53 Special 4-dr., $625*, "52 Super 4-dr., 
$400*. 


CADILLAC—’57 (62) coupe, $4,620° (ps). | 


"55 (62) coupe, $2,750° (ps). °53 (62) 
4-dr., $1,075*. 

CHEVROLET—'57 Two-ten (6) 4-dr., $2,- 
000° (ps); 2-dr., $1,755°; Bel Air (6) 
4-dr., $1,875°. '56 Bel Air (8) 4-dr., $1,- 
650°. °55 Two-ten (8) station wagon, 
$1,350° (ps); Bel Air (8) 2-dr., $1,275; 
Bel Air (6) 4-dr., $920. '54 Bel Air 2- dr., 
$790; Two-ten 4-dr.. $620. ‘53 Two-ten | 
station wagon, $855*; Bel Air 4-dr., 
$425°. "52 SL Special 4-dr., $420; SL De- | 
luxe Bel Air, $360; 4-dr., $250°,. "51 SL 
Deluxe 2-dr., $325; 4-dr., $275. '50 2-dr., 
$160. '49 4-dr.. $280. 

CHRYSLER—'56 Windsor sedan, $1,550°. 
"55 NY Newport, $990° (ps). "54 NY 4- 
dr., $755* (ps). "51 NY club coupe, $365°. 

DeSOTO—'52 conv., $460* (ps). 

DODGE—'56 Custom conv., $1,690° (ps). 
"50 4-dr., $110. 

FORD—’'57 Fairlane (8) Victoria, $2,060°; 
4-dr., $1,975. ‘56 Country sedan, $1,925*; 
Fairlane (8) conv., $1,500*; Custom (8) 
2-dr., $1,385°. °55 Fairlane (8) Crown) 
Victoria, $1,350°; 4-dr.. $1,175*; Ranch/| 
Wagon, $1,025. '54 Crest (8) 4-dr., $840°; | 
Custom (8) 4-dr., $750; 2-dr., $605; Main | 
(6) 2-dr., $595. ‘53 Custom (8) 4-dr.,/ 
$485; Main (6) 2-dr., $340. "52 Crest (8) | 
2-dr., $500; Victoria, $480. "51 Custom 
(8) 2-dr., $380; Victoria, $275. '50 2-dr., 
$250; 4-dr., $180. 

HUDSON—’55 Wasp 4-dr., $620°*. 

KAISER—'52 4-dr., $160*. 

MERCURY —'56 Monterey 4-dr., $1,460*° 
(ps). °55 Montclair coupe, $1,450° (ps); 
Custom 4-dr., $950. °53 4-dr., $485*°. "52 
2-dr., $270; 4-dr., $270*. "51 4-dr., $405. 
"49 4-dr., $150. 

OLDSMOBILE — ‘56 (88) 4-dr., $1,730° 
(ps). "55 (98) Holiday, $1,730° (ps); (88) 
Super 4-dr., $970*. "53 (88) 4-dr., $630°. 

PACKARD- "52 4-dr., $175°. 

PLYMOUTH— 57 Savoy (8) 2-dr., $1,830*. 
"56 Savoy (6) 2-dr., $1,060°. "55 Belve- 
dere (8) Hardtop, $1,050, '52 Cranbrook 
2-dr., $235. "51 station wagon, $360. '50 
station wagon, $150. 

PONTIAC— 57 Chieftain 2-dr., $1,670*, '56 
Chieftain Catalina, $1,600*, $1,550. ‘55 
Chieftain conv., $1,500*°, ‘54 Chieftain | 
(8) Catalina, $960*; conv., $735° (ps). 
*52 conv., $300*. 51 coupe, $230°; 4-dr., 
$200°*. ‘50 Catalina, $255. | 

ee Hardtop, $230; 4-dr.,| 


$140 
WILLYS — ss 2-dr., $500, $490; station 
wagon, $370. 


MISCELLANEOUS—’54 GMC %-ton pick- 
up, $620. "50 Ford %-ton pickup, $205. 
’48 Chevrolet %-ton pickup, $185. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of May 15.) 
BUICK—’'56 Super 4-dr., $1,805° (ps). ‘54 

Super 2-dr., $945. "53 Special 4-dr., $565°; 

Super 2-dr., $400°. 

OCADILLAC—’54 (60) 4-dr., $2,180* (ps). 

" '47 (61) 4-dr., $115*. 

CHEVROLET — ‘56 Two-ten (8) station 
wagon, $1,745*; 4-dr., $1,565*, $1,525°, 
$1,310; club coupe, $1,365, '55 Two-ten 
(8) 4-dr., $1,125*; 2-dr., $1,095, $990; 
Two-ten (6) 2-dr., $950, $935; station 
wagon, $1,335. '54 Two-ten 4-dr., $810*; 
One-fifty (6) 4-dr., $640; $610. '53 Two- 
ten 4-dr., $660. °51 Two-ten 4-dr., $240*. 

CHRYSLER—’'54 NY 4-dr., $830° (ps). "53 
Windsor 4-dr., $545. 

DeSOTO— 57 Firesweep Hardtop, $2,395*. 
’54 Firedame (8) 4-dr., $815* (ps). 

DODGE—’57 Coronet (8) 2-dr., $2,100*. 
’55 Coronet 4-dr., $1,085. 

FORD — ’'57 Country sedan (8), $2,400*, 
$2,165*; Fairlane (8) 2-dr., $2,140*%; 
Custom (300) 4-dr., $1,890. 56 Fairlane 
(8) conv., $1,675*; 4-dr., $1,630°, $1,- 
525* Victoria, $1,620*; Custom Victoria, 
$1,580*; 4-dr.. $1,500°. ‘55 Country se- 
dan, $1,030; Fairlane (8) 4-dr., $1,275*, 
$900; club sedan, $990*, °54 Custom 4- 
dr., $800*, $640; Crest 4-dr., $770*. *53 
Custom 4-dr., 2 at $640; Courier, $385. 

MERCURY—’56 Custom 4-dr., $1,515°. '55 
Montclair conv., $1,500*; 2-dr., $1,475°; 
Monterey 2-dr., $1,135, '53 Custom 4-dr., 


(Continued on Page 56, Col. 1) 





| (except 700-800 Series) $36.50 
| 


| WRAP-AROUND BUMPER has recessed 


Smash- oT 4 
GRILLE GUARD: 
REAR BUMPER: 


WITH DEALER IMPRIN 






| HEAVY DUTY DELUXE CHROME 
| GRILLE GUARD is available for Ford: 
| Chevrolet trucks. Solid cold rolled 
copper, nickel and chrome ates. CI 
%, | Ton a: Chev, 1I'/2, a Ton 
Ford '/2, %, |, I, 2 Ton $4756 
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BRUSH MASTER GUARD extends past 
2/,"" in front of bumper and to bo ¢ 
bumper. Chev. all ‘57's em: Ford all 
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SUPREME ENCLOSED RUFFNECK REAR 
Has recessed trailer hitch. Enclosed 
| heavy non-skid plate. Side plates brace 
3" high dealer imprint FREE. Chev. 

we 75; Chev. ' Ton LWB and 
$44.15; Ford Y, Ton SWB $40.75; Ford 
LWB ‘and % Ton $42.50, 



















































FORD STYLESIDE WRAP - AROUND 
Drop gate design, license lamp bracket, 
cessed hitch, corner step plates. Side b 
protect body. ', Ton SWB $33.10; % 
WB, % and | Ton $35.75. 


i. 


and step plates. Fastens securely to frame 
rear fender skirts for extra protection. 
Dealer Imprint. Ford 2, Ton SWB $3 
Ford ‘2 Ton LWB, % Ton $35.75; Chev. ; 
Ton SWB $33.10; v. Yo Ton LWB and 
Ton $34.75. 


STANDARD BUMPER WITH RECESSED HITCH 
does not wrap-around. Heavy constr 
FREE Dealer Imprint. For all makes of pick 
ups $24.25. 


Prices Shown are Suggested List. Full 
dealer discount applies. $1.00 per unit fi 
allowed on any assortment, 6 or more 

You can buy a Smash Hit bumper co’ 

with recessed ‘hitch for less than equi 
bumpers. Order pickups without bumpers 
equip them with Smash Hit Ruffneck Bu 

wd @ longer profit, for a more servic 

uck, 


Write for Catalog of Complete Line 


THE PERRY COMPANY 


P. ©. Box 2057 Waco, Texas 
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| OUTDOOR REACHES MORE 
PEOPLE MORE OFTEN THAN ANY OTHER 
MAJOR ADVERTISING MEDIUM 


B Watts e 


| people see and 
| remember Outdoor 





Advertising” 


and they see OUTDOOR every day...on their 
way to buy....closer to the point of sale. 


OUTDOOR ADVERTISING INC. Cry 
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525*. ’51 Hornet 4-dr., $130°. 


LINCOLN—’55 Capri 2-dr., $1,920* (ps). 
e p = ’564 Capri 2-dr., $1,445. 

MERCURY—’56 Custom (8) station wag- 

Used-Car Auction Prices _ |\»zus,7e.ame © sau ms: 
Montclair 4-dr., $1,695*. °55 Montclair 
Hardtop, $1,735* (ps); Custom 2-dr., 
$1,150. °54 ay a. ——t - 
Monterey 4-dr., $720. ’ ‘ustom 4-dr., 

(Continued from Page 54) $520, °51 4-dr., $290. 

e “x. st 2-dr., $610*, | CHEVROLET — ‘57 Two-ten (8) station| NASH—’55 Rambler station wagon, $1,- 
oree°. a eleaor eg : wagon, $2,295. '56 Bel Air (8) "4 500°; Fa ee — 
ILDSMOBILE—’56 (88 Super Holiday, $1,965* (ps); 2-dr., $1,700*° (ps); ‘o- 4-dr., $1,100*, ’ er ion wag- 

752 885" (Ds). ’52 (88) benee 4-48, $450°. ten (8) station wagon, $1,930, $1,860, on, $330; Super Statesman 4-dr., $165. 
PACKARD—'56 Clipper 4-dr., $1,585°. '55| $1,795; 4-dr., $1,495, $1,475; Delray, $1,-| on psMOBILE—’55 (88) Super 4-dr., $1,- 
Custom 4-dr., $1,075°*. 615%, $1,555; Two-ten (6) Delray, $1,-| go5* (ps); (98) Hardtop, $1,800° (ps); 
PLYMOUTH—’' 56 Savoy (8) 4-dr., $1,420°, 555*; 2-dr., $1,390, '55 Bel Air (6) 4-dr., (88) Hardtop, $1,800* (ps), $1,535*, $1,- 
$1,325°; Plaza (8) 4-dr., $1,245°, '54| $1,350°; Bel Air (8) 4-dr., $1,330; Two-| 390% $i,350*, °54 (88) 4-dr., $1,385°; 
Plaza 4-dr., $600, ’53 Cranbrook club| ten (6) 4-dr., $1,250°; Two-ten (8) 2-dr., (88) Super 2-dr., $1,345*. '53 (88) Super 
coupe, $515. ’52 Cranbrook 4-dr., $265. $1,160, $1,155. ’54 One-fifty 2-dr., $590. 2-dr., $1,160*; (98) Hardtop, $1,000° 
PONTIAC—’ 57 Chieftain Catalina, $2,445*. ’53 Bel Air 2-dr., $790, $785, $600 , $550; (ps); 4-dr., $710; (88) 4-dr., $990° (ps). 
56 Chieftain 4-dr., $1,595*, '55 Chief-| Two-ten 2-dr., $675; 4-dr., $610. ‘52 Bel; +59 (gg) Hardtop, $600° (ps). ’51 (88) 
tain 4-dr., $1,100°. °54 station wagon, Air Hardtop, $645; SL Deluxe 4-dr., $530, 2-dr., $375*, $350°, $160°; 4-dr., $275*; 
$1,000*; Chieftain 4-dr., $715*. '53 sedan,| $350; 2-dr., $500. '50 SL Deluxe 4-dr.,/ (9g)’4-ar., $350*. '50 (88) 4-dr., $270°. 
— mace cage Dapomny Tyco PACKARD — °51 4-dr., $265°, '50 4-dr. 
MISCELLANEOUS—’56 Volkswagen sedan, | CHRYSLER—’55 NY 4-dr., $1,460° (ps). 





, $115*. 
$1,540. '55 Chevrolet %-ton pickup, $700. | ) coro 55 Firedome Hardtop, $1,460. PLYMOUTH — '55 Belvedere (8) station 
DODGE—’55 Royal (8) 4-dr., $1,285°. wagon, $1,350; Savoy (8) 4-dr., $1, $ 
PORTLAND, ORE. FORD—’57 Del Reo station wagon, $2,150.| Plaza (6) 2-dr., $870, $845. °53 Cran-| 
(Portland Auto Auction, Inc,.Sale every| °56 (8) Country Squire, $2,065*; Fair-| brook 4-dr., $500, 2 at seer _ Cran 
Tuesday. Prices are for sale of May 14.) lane (8) 2-dr., $1,675; 4-dr., $1,585; sta- brook 2-dr., $260; 4-dr., $160. -eonv., 
BUICK—’56 Century Hardtop, $2,000*, $1,-| tion wagon, $1,575; Custom (8) 4-dr., $150. 





850. °55 Super Hardtop, $1,650° (ps); $1,525, $1,490°, $1,465*, $1,455. °55| PONTIAC—’55 Star Chief Hardtop; $1,-| 
Special Hardtop $1,465* (ps). '54 Spe- Thunderbird, $2,100; Fairlane (8) 500| 575* (ps); Chieftain 4-dr., $1,375; 2-dr., 
cial station wagon, $1,685*; Century conv., $1,505*, $1,445°; 4-dr., $1,405, $1,- $1,010, '54 Chieftain station wagon, $955. 
Hardtop, $1,410*; Super Hardtop, 330, $1,275*, $1,190; 2-dr., $1,400 





Hardtop, $855* (ps), $790* (ps). "52 Su- ’54 Main (8) station wagon, $1,070, '53 | STUDEBAKER—’54 Commander Regal sta- | 








’51 Chevrolet %-ton pickup, 
$1,- , $1,- ’51 Chieftain 4-dr., $360°. ‘50 4-dr.,| Ford 
365; RM 4-dr., $1,195* (ps). 53 RM 155; Custom (8) 2-dr., $1,160, $1,080. $175*. $200. 








—- 


UETO Wl V.@VC ¢ 


“We're especially interested in 
safety door locks.” 





$480. 








cars sold out of 112 offered.) 

BUICK—’56 Special conv., $2,180*. 
wagon, $2,170*; Riviera, $1,675 P 
Century Riviera, $2,160* (ps). ’ Pa); 
4-dr., $1,570; Century 2-dr., $1,405¢ ;, 
Super Riviera, $1,165*; Sneciaj dtr 
$765. °53 Super Riviera, £710. 4dr 
$200*; Special 4-dr., $500°. ‘52’ . 
Riviera, $370; Super 4-dr. $265* , 
Special 4-dr., $170, $140. ‘a 

CADILLAO — '56 coupe de Ville, $3, 605° 
(ps); (60) coupe, $3,595* (ps), $3,499° 
(ps). '51 (62) 4-dr., $425. : 

CHEVROLET—'56 Nomad station 

(8), $1,955°; Bel Air (8) Sport Coupe, 
$1,565; Delray (6) 2-dr., $1,350, $1,269° 
"55 Bel Air (8) 4-dr., $1,300°, $1,195 
club coupe, $1,145*; Delray (8) ‘dub 
coupe, $875; Two-ten (8) 2-dr., gem 
$725. '54 Two-ten 2-dr., $750. '53 Bel Ai 
Sport coupe, $775° (ps); 2-dr., gags. 
Two-ten 4-dr., $470; One-fifty 4-dr, 
‘52 SL Deluxe 2-dr., $340; 4-dr..” go: 
Special 2-dr., $155 (taxi). '51 SLDelu, 
2-dr., $275, $245; 4-dr., $285*, $109 5) 
Deluxe 4-dr., $115. ; 

DODGE—’53 Royal 4-dr., $150. 

FORD — ‘56 Country sedan (8), $1,795. 
Custom (6) 2-dr., $1,125. '55' Country 
sedan (8), $1,455°; Ranch Wagon (8) 
$1,155; Crown Victoria 2-dr., $1,359 
(ps); Victoria (8) 2-dr., $1,250, $1,195 
$1,045°; Fairlane (8) 2-dr., $1,095. 
Custom 2-dr., $975*, $920; Main (6) 9 
dr., $775, $705. °54 conv., $880* (pe): 
Custom (6) 2-dr., $605*. '53 Victoria (3; 


nt, 


"47 2-dr., $620°; Custom (8) 2-dr., $485. 4 
%-ton pickup, $200; International,|; dr., $385. ‘52 Custom (8) 3 


2-dr., $369: 
club coupe, $250. r 
MERCURY—’55 Custom 2-dr., $830°. 


33 

- * '51 Super 4- 2-dr., $760; Custom (8) 4-dr., $660, $610; tion wagon, $985. °51 Commander (8) Monterey club coupe, $565. 52 c 

ar, B75", 3205", ‘50 RM 4-dr., $310*,| 2-dr.. $620, $575. °52 Custom (8)' 4-dr.,| coupe, $355. 50 Commander 4-dr., $115; | FLINT 2-dr., $195. '51 Deluxe 4-dr., $195, 

$135°*; Super 4-dr., $175; Special 2-dr., $610; Custom (6) 2-dr., $500, °51 Vic- Champion 2-dr., $105. (Flint Auto Auction, Inc. Sale every OLDSMOBILE— 53 (88) 2-dr., $385, 
$175°. : ; toria, 2 at $325, °50 Custom 2-dr., $320; | WILLYS—’51 Jeepster, $385. Wednesday. Prices are for sale of May 15.) | PLYMOUTH—’55 Savoy 4-dr.. $1,015, "51 

OCADILLAC—’54 (62) 4-dr., $2,150* (ps). Deluxe (8) 2-dr., $200, $195. ’49 2-dr.,| MISCELLANEOUS — ‘56 Volkswagen, $1,- (Consignment considerably less Cranbrook 4-dr., $155. 

"52 (62) coupe, $1,250; 4-dr., $1,175*| $140. 490. '55 Volkswagen, $1,420; Ford a= | usual, However, cars were in good PONTIAC—'56 Chieftain 4-dr., $1,395*, ‘55 
(ps). '49 (62) 4-dr., $345. HUDSON—’55 Rambler station wagon, $1,- ton pickup, $885. °54 GMC i-ton, $780.' mand with a larger percentage sold Chieftain Catalina, $1,245*, °53 conv., 


*y 








ORDINARY CLEAR GLASS WINDSHIELD. E-Z-EYE SHADED WINDSHIELD. Under ex- 
Sky glare alone, even without direct sunlight, causes actly the same natural light conditions, the light 
squinting and fatigue. A light meter reading at the meter behind the transparent blue band at the to 

top of the windshield measured 140. measured 60. Eyes shaded from glare are unstrained. 


No wonder over HALF want “tinted glass”! 





55% of the car owners who answered a national survey (by 
Popular Mechanics Magazine) said they want “‘tinted.glass”’ in 
their next car. That percentage will probably go even higher 
when people see pictures like the ones above in full color, 
full page E-Z-Eve ads (in Time, Saturday Evening Post, Look 
and Holiday). 


Better order a greater percentage of cars with E-Z-Eyve from 
the factory—it should prove profitable. 


with the shaded windshield 





LIBBEY-OWENS- FORD GLASS COMPANY + TOLEDO 3, 





E-Z-EYE SAFETY PLATE GLASS 


“Reducea Glan, Eyestrain, Sun peatr 


$660*; Deluxe Catalina, $610*. 
ee — °53 Commander coupe, 
MISCELLANEOUS — '42 Chevrolet %-ton 
wrecker, $320. 
> * * 


— Auctions in Brief — 


BEL AIR, MD. 

Bel Air Auto Auction, Sale every Th 
day (May 16). The sale at Bel Air = 
small but a very good one. If any dealer 
would like to reduce his stock, now is the 
time to do it as there is a demand for 
good, clean cars and there is a large per- 
centage of the car® being sold. 

2 * = 


SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (May 15). Market up. Supply down, 
Many good buyers disappointed, It was the 
first sale in several months below 100 cars, 
With a huge crowd of buyers from all over 
N. Y, State, and some from Pa. and N. 
The action was red hot from beginning to 
end, Obviously, some of the buyers had to 
go home with less cars than they needed 

because of the car shortage. 

* * * 


WINDSOR, VA. 
Windsor Auto Auction. Sale every Thurs 
day (May 15). Had a very good sale this 
week, with practically all makes and mod- 


els represented. Percentage of sales was 
high. 


Speedway Raises 
Octane, Retains 
Single Marketing 


DETROIT.—Michigan’s lone ma- 
jor holdout against multigrade gas- 
oline marketing, Speedway Petro- 
leum Corp., has boosted its motor 
fuel’s octane rating without raising 
the retail price, 

The new Speedway gasoline, ac- 
cording to President C. William 
Sucher, has an octane rating of 
more than 99, compared to 97 for 
regular premium grades and over 
100 for the new super-premium 
fuels. 

A new tetraethyl lead compound 
developed by Ethyl Corp. and 
Speedway chemists has provided 
the fuel company with “a gasoline 
which will be able to satisfy engine 
compression ratios as high as 12 to 
1,” Sucher said. 

The oil executive said Speedway’s 
suitability for both higher-compres- 
sion engines and older cars makes 
it unnecessary to carry more than 
one grade of gasoline at a service 
station. 

Speedway’s retail price ir Detroit 
remains at 34% cents a gallon, in- 
cluding taxes, against 33% cents for 
regular grades and 37 to 39 cents 
for the new super-premium grades. 

Speedway Petroleum has grown 
since the war from a single station 
to 797 stations in Michigan and 
northwestern Ohio. 


Willys Sends 305 Jeeps 


To U. S. This Month 


TOLEDO.—Three hundred five 
Jeep vehicles are being delivered 
during May by Willys Motors, Inc., 
to the U. S. Government on two 
contracts from the General Service 
Administration totalling $651,005.89. 

The four-wheel-drive vehicles are 
going to virtually every state and 
to several foreign countries for use 
by various agencies of the Depart- 
poate of Interior, Agriculture and 

tate. 











Wondering how new-car and truck pro 
duction. and ‘sales are. making Gut? “A UTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 
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ONE out of every SEVEN passenger cars regis- 
tered in the U.S. is in a FAMILY WEEKLY market 





Skeoty if 
¥aghdi 
a 


If FAMILY WEEKLY 
saturates 162 
strate gically- 

oma mercnncmer | Ocated markets... 


featuring Ford, Mercury, Lincoln and 

Mark Il Continental and 

General Motors with 

Chevrolet, Oldsmobile and Pontiac advertising 
will reach 13.7% of all U.S. families with 162 influential newspapers, covers an average of 90% 


y 
—_ 

= in PASAY WESEKLY. of all the families in 162 City Zones. 

ing There are 6,967,100 passenger cars registered in the 519 
ac- 
liam 
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Famity Week y, the Sunday magazine that reaches home 


) ‘ counties where Famity Week y reaches 20% or more of 
5 of the families—where average coverage is over 60%. 

over | Saturation coverage plus local impact gets your sales 
message across to dealers and car buyers, alike. And does 
and it with one order, one billing —and in full color. Ask your 
line Famity WEEKLY representative. 


~ 
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4,060,779 
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FAMILY WEEKLY MAGAZINE, Inc. 
LEONARD S. DAVIDOW, Publisher 


3-223 GENERAL MOTORS BUILDING + DETROIT 2, MICHIGAN 


CHICAGO 1: 153 North Michigan Avenue 

NEW YORK 17: 17 East 45th Street 

CLEVELAND 15: 1066 Hanna Building 

LOS ANGELES 5: Blanchard-Nichols, Assoc., 633 South Westmoreland Avenue 
SAN FRANCISCO 4: Blanchard-Nichols, Assoc., 33 Post Street 

MIAMI: J. Bernard Cashion, Chamber of Commerce Bidg. 
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Hits Giant Business, Labor, Government... 


NSPA Cites Threat of Bigness 


(Continued from Page 1) 


which were matters of free choice 
just 20 years ago. Wage and hour 
laws, withholding tax, enforcement 
unions, peacetime conscription—all 
of these have shrunk the margin 
between a matter of free choice and 
the mandatory and the illegal in 
which the individual may move 
freely. The docility with which we 
accept confiscatory levels of taxa- 
tion on the ordinary worker’s in- 
come is almost unbelievable. More 
and more we are losing control 
over our own earnings. 
+ * * 

-, THE power to tax is the 

power to destroy, as it certainly 
is, then what we are witnessing 
passively, is the destruction of our 
freedom.” 

Halfpenny reviewed the Wash- 
ington activities for the associa- 
tion. He referred specifically to 
recent hearings of a subcommit- 
tee of the House Small Business 
Committee on coercive practices 
of the major oil companies. 

“The concentration of economic 
power in the hands of the major 

oil companies has developed to a 
point that unless these coercive 
practices are eliminated, the inde- 
pendent wholesaler will completely 
lose this market, so worsening the 
position he is finding himself in 
the face of similar coercive prac- 
tices on the part of the automobile 
manufacturers, tire and rubber 
companies,” Halfpenny said. 

Halfpenny also reviewed the as- 
sociation’s fight to get a reduction 
in taxes. 

“Lack of capital is a real hurdle 





Finance Charges 
On Auto Sales 
Limited by S. D. 


PIERRE, S. D.—Bills enacted by 
the South Dakota Legislature in- 
cluded a measure limiting finance 
charges on automobile sales and 
requiring complete disclosure of 
automobile installment sales con- 
tract terms. 

The bill was backed by the South 
Dakota Automobile Dealers Assn., 
South Dakota Car Finance Confer- 
ence and South Dakota Bankers. 

On new cars, the maximum inter- 
est rate permitted by the new law 
is 1% percent a month on the de- 
clining balance. On two-year-old 
cars, the maximum rate is 1% per- 
cent, and on older cars the rate is 
set at 2% percent a month. 

A minimum finance charge of $20 
for each contract is provided. 

The act also provides for licens- 
ing of financing institutions other 
than banks, trust companies or na- 
tional banks authorized to do busi- 
ness in the state. 

It calls for a fee of $50 for the 
first license as a financing institu- 
tion, and a fee of $25 for each addi- 
tional place of business. Fees for 
license renewals will be $25 per 





Cited for Knowledge— 


' Max E. Fedde, center, master mechanic, 
B and H Motors (DeSoto-Plymouth), San 
Francisco, for ninth successive time re- 
ceives a Chrysler Corp. award in recog- 
nition of his outstanding technical service 
knowledge and his ability to train his 
men. Some of the previous awards are 
grouped in front of him. Ford E. Frame, 
left, DeSoto San Francisco regional man- 
eager, makes the presentation while Fred 
Biagini, president, B & H Motors, looks on. 


for small business and the present 
confiscatory tax rate prevents 
small business from retaining suf- 
ficient earnings to develop,” he said. 


~ HIS speech, Sparkman said: 
“It should not surprise us that 
many businessmen are confused ... 
because of the inconsistencies 
which abound in the present eco- 
nomic system. How do we explain 
that while the total value of all 
goods and services has attained an 
alltime record level, the rate of 
small business failures has reached 
a postwar high? 

“During last March more 
small-business concerns closed 
their doors than in any month 
since 1933,” he said. In the first 
quarter of this year there were 
3,630 small-business failures com- 
pared to 3,242 in the same period 
of 1955, an increase of 12 percent. 


“The Chief of Bankruptcy of the 
U. S. courts only last month pre- 
dicted that in the fiscal year end- 
ing this June 30, a total of 72,000 
bankruptcy cases shall have been 
filed, a number surpassing the pre- 
vious record of 70,000 cases during 
the fiscal year which ended June 
30, 1932—in the depths of the great 
depression!” 

Sparkman predicted a further in- 
crease in the mortality rate of 
small and medium-sized business. 

Sparkman cited other pressures 
on small business, among them the 
expansion of chain organizations 
and mass merchandisers which cut 
deeply into the ranks of the inde- 
pendent retail and wholesaler dis- 
tributors, a tight-money policy and 
a cost-price squeeze. 


Sparkman went on to say that 
the door of opportunity is being 
closed in the face of small busi- 


nessmen. 
7 * * 


os is, indeed, a general 
tendency to gloss over the 
plight of the small businessman 
and instead to spotlight the huge 
profits being rung up by our largest 
corporations as_ incontrovertible 
evidence of prosperity,” Sparkman 
said. 

“This concentration of power in 
the hands of fewer and fewer 
corporations is gaining momen- 
tum. Last year, the more than 
900 competitively significant mer- 
gers which were consummated 
reached a 25-year peak. 

“While our largest corporations 
have been lapping the cream off the 
boom, thousands upon thousands of 
our small medium-sized business 
units have been wasting away on 
a diet of skimmed milk. This kind 
= diet will not sustain economic 

e. 

“We are coasting along on a 
high plateau of business activity 
which is being supported by heavy 
government expenditures, record 
capital outlays by business itself, 
and a high rate of consumer spend- 
ing,” he said. 

Sparkman warned that should 
this trend continue, small business 
will deteriorate to a dangerous de- 
gree and the free enterprise system 
will be threatened. 

He said the solution might be 
in the form of new legislation or 
in the amendment of existing 
statutes, or in changes in the rules 
governing business conduct and 
competition which are issued and 
enforced by regulatory agencies of 
the Government. 

om > oa 


WY ices, in warning of the dan- 
gers of big-business control 
two decades hence, said he based 
his prediction “on the rate of 
small-business failures during the 
past five years and the concurrent 
growth of corporations having 
more than $100 million of assets.” 

The extinction of the inde- 
pendent businessman can be 
halted but only if all organiza- 
tions concerned take immediate 
and sustained action, Wiggins 

As an example of the type of 
action he recommends, Wiggins 
cited the activities of NSPA., 

“In the past two years, the NSPA 
has sought every opportunity to ap- 
pear before congressional commit- 
tees and governmental agencies in- 
terested in the future of small 
business,” he said. “We have asked 
for modernization of antiquated 
antitrust laws, and an end to the 


discriminatory tax structure which 


penalizes the small businesman, || 


regulation of runaway big-business 
prices and profits. 
“We have pressed vigorously for 





a stronger and stricter role on the e 


part of the Federal Trade Commis- 
sion in seeking out and enforcing 
antitrust violations, some convert, 


and some, as in our case, coercion, || 


outright threats, misleading adver- 
tising on the part of the major 
automobile and tire companies and 
the oil producers.” 

> = * 


EP. NOAH M. MASON, Illinois 

Republican, speaking on “The 
Present Tax Mess,” called the U. 8S. 
tax system “inequitably heavy and 
burdensome,” “unfair” and a “ter- 
rible handicap to legitimate busi- 
ness enterprise.” 

Speaking on the Federal high- 
way program, Arthur C. Butler, 
director of the National Highway 
Users Conference, said the pro- 
gram “opens a new vista of 
safer and more efficient highway 
transportation, if the intention of 
Congress is carried out to the 
letter of the law.” 


He listed as threats to progress| 


of the program certain efforts to 

increase mileage on the Interstate 

System beyond its present 41,000 

miles, and attempts to “raid” the 

trust fund which has been set up 

to finance the 13-year program. 
oa * > 


A* THE convention’s closing ses- 
sion Edward Gammie, vice- 
president, Victor Mfg. & Gasket 
Co., Chicago, was elected president 
of NSPA. 

John Reynolds, vice-president, 
Strauss-Frank Co., Houston, was 
named senior vice-president, and 
James A. Wheatley, sales man- 
ager, Grey-Rock division of 
Raybestos-Manhattan, Inc., Man- 
heim, Pa., junior vice-president. 
Named to the board for a three- 
year term were C. Edward Hout, 
executive vice-president, Keenan 
Auto Parts Co., Albany, Ga; Max 
W. Pollard, Stickney’s, Inc., Ster- 
ling, Colo.; Howard B. Weaver, 
president, Featherstone’s Inc., Los 
Angeles; E. W. Windsor, general 
manager, automotive division, 
Sherwin Williams Co., Cleveland; 
T. C. Parriott, sales manager, 
Zerone and Zerex sales, E. I du- 
Pont de Nemours & Co., Wilming- 
ton, and M. S. Bandoli, marketing 
and distribution vice-president, 
Pendleton Tool Industries, Inc., Los 
Angeles. 

Roger S. Heidenheim, sales man- 
ager, McQuay-Norris Mfg. Co., St. 
Louis, was elected board member 
for a one-year term. 

H. K. Jackson, president-man- 
ager, Jackson Supply Co., Ltd, 
Oshawa, Ont., was elected as honor- 
ary Canadian member of the board 
for a three-year term. 
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Service Show Welcomed to Boston— 

Massachusetts Gov. Foster Furcolo, center, officially welcomes the 1957 Nationg 
Automotive Service Show to Boston with a proclamation calling on the people of the 
state to “cooperate in every way possible to mark this event and observance wit 
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ed 


- “he / eat 


memorable success." At the presentation ceremony are Maurice W. Persson, left, show 
president, and Paul R. LaVine, show board chairman. 





Punch Lines Played Up 
In Dealer Advertising 


(Continued from Page 8) 


to offer the same amazing deal on 
the 1957 Plymouth—$1,844. 

Hull- Dobbs Ford, Knoxville, 
Tenn., mentioned a “tax refund 
sale.” It said buyers would “re- 
ceive a check from us for the 
amount of the 8 percent State 
sales tax.” 

“Get on the gravy train,” urged 
Orand Buick Co., Dallas. The ad 
pictured a powerful, streamlined 
monster of the tracks. 

In baseball-mad Milwaukee, Rank 
& Son (Dodge-Plymouth), declared: 
“Spahn, Aaron, Logan, Crandall, 
Conley—these Braves got their cars 
from Rank & Son. Why don’t you?” 


. > > 
"i ERATION No Top” was an- 
nounced by Nance Buick, El 
Paso, Tex. “There’s no top to our 
sandlot showroom; no top to our 
trading or your savings.” 


Degnan Chevrolet, Philadelphia, 
announced: “Full purchase price 
refunded if you can buy exactly 
the same model car for less within 
two days after purchase.” 

Degnan also offered, “Money back 


Dealer to Mayor 
LIBERTY, N. C.—Troy Smith, a 
dealer here, has been elected mayor 
of Liberty. 





Pontiac's Top Parts Manager— 


J. D. Miller, second from right, who has been with Douthit-Carroll-SanChez Pontiac 
Co., Memphis, for 10 years, has been named the top Pontiac parts manager in the 
country. Twice Miller has had the distinction of winning the award in the Southern 
division. Here he is being congratulated by J. W. Carper, second from left, Pontiac 
Memphis zone manager, while C. Carroll, left, and Troy Douthit look on. 


if you are not absolutely satisfied 
with performance within two days 
after purchase (also applies to all 
used cars).” 

> os > 


N CHARLOTTE, N. C., Daniels 
Motor Co. (Lincoln - Mercury) 

urged, “Serve yourself and save 
salesman’s commission .. . Pres 
sure selling is out the window here. 
We have no salesmen—only buyers’ 
assistants to help you upon your 
request.” 

Coffield Pontiac, Inc., Lima, 0, 
asked buyers: “Can you use $1# 
cash? ... This is our anniversary 
present to you. After the transac 
tion is complete, we will present 
the buyer with $100 cash. This 
money cannot be accepted as pay- 
ment on the car.” 

In Little Rock, Ark., Pontiac buy- 
ers were requested to “duck into 
Dumas Milner’s for this rainy day 
special—(if the sun shines, it’s still 
a special).” a 

And Elliott Buick Co., Provi- 
dence, headlined, “Say hello to a 
real good buy.” 

o = > 
ALKER & BATTAT MOTORS 
(Ford), Newark, O., advertised 
for bird-dogs. “$50 reward,” the firm 
said, “to anyone giving us name of 
a prospect who buys a new Ford 
from us before May 11.” 

Drennen Motor Co. (Chevrolet- 
Buick-Cadillac), Birmingham, Ala, 
put the bite on wild advertisers 
with a picture of a wolf (Red Rid 
ing Hood variety) wearing a frilly 
nightcap and lying in bed. 

The ad was headlined, “But 
Grandma—what a big cash dif- 
ference you have!” 

Copy advised: “Watch out for the 
teeth in that apparently terrific 
deal . . . Before you buy, check the 


j cash difference, the real key to any 
| purchase.” 





Dealer Offers His ‘Plan’ 
With Apologetic Note 


ERIE, Pa—In newspaper and 
television advertising, Harris 
Ford, Inc., has spelled out a bird- 
dog plan which includes a $30 
cash bonus at time of original 
purchase, $100 for every prospect 
who signs up, and $50 for every 
customer the prospect refers te 
Harris Ford. This latest offer in- 
creases a previous bonus offer by 
$100 at the time of the original 
purchase. 

Announced somewhat apologeti- 
cally, the offer carried this ©- 
planation: “We at Harris Ford 
have shied away from sales plan’ 
because we have felt that they 
are good for the minority rather 
than the majority; however, com 
petition and the desire of many 
of our customers for this type # 
plan has brought about the neW 
Harris Ford Plan.” 
ee 
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New Dodge Heavy-Duty 


TRUCK GENTERS 


To Serve Dodge Truck Dealers 
And Their Customers 


@ Eight Dodge Truck Centers now open... first of a nationwide network. 


@ Each Center has a wide range of Dodge heavy-duty and 4-wheel-drive trucks for 


immediate delivery. 


@ Each Center carries a broad stock of essential heavy-duty truck parts to supply the 


needs of all dealers. 


@ Each Center is staffed and equipped to provide dealers with specialized sales, 


service and financing assistance. 


@ Each Center sells only at wholesale to authorized Dodge truck dealers. 


Never before have dealers of any make of truck had such 
an impressive marketing and distribution service available 
to them. The Dodge Heavy-duty Truck Center Plan is 
designed to help dealers sell Dodge heavy-duty models 
more easily . . . with considerably less investment cost. 


Dodge Heavy-duty Truck Centers will be set up in key 
areas throughout the nation. These Centers will maintain 
a large inventory of Dodge trucks from the 500 through 
900 series, as well as models of the expanded line of 
4-wheel-drive trucks. Conversion assemblies will be 
stocked so that trucks can be adapted to customer needs 
without delay. 


The Centers will enable heavy-duty truck buyers in 
every section of the country to obtain, through their own 


DODGE PovuerG 


local dealers, immediate delivery of almost any heavy-duty 
Dodge truck desired. 


A large stock of parts will also be maintained at each 
Center so that service requirements of Dodge owners can 
be met with speed and efficiency. 


Further, special retail finance programs have been designed 
to fit the needs of heavy-duty truck buyers. And each 
Center will be staffed with experts trained to provide 
specialized assistance in meeting financing and service 
problems. 

The first eight of a nationwide network of these Centers 
are open now. Dodge is proud to be first in the industry 
to develop this better method of serving its more than 
4000 Dodge truck dealers and their customers. 


Jans 





MOST POWER OF THE LOW-PRICED 3 
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(Continued from Page 2) 


; were sold in the first four months 
1 of 1957, about 3 percent less than 
{ in the same period of 1956, although 
Ford Motor’s unit sales were 14 per- 
cent over the previous year in that 


period 


By midyear, he said, total in- 
dustry sales “should be just about 


three million.” 


Ford Cites Possibility a a's 
New Pattern in Auto Sales? 


AUTOMOTIVE NEWS, MAY 27, 1957 


October period. may exceed those 
for the same period last year 
and recover at least part of the 
3 percent deficit in cumulative 
sales for the first four months of 
this year, he said. 

“There is no sound basis for fore- 
casting sales in November and 
December because they will depend 


| Industry sales during the July- 





1 SINCE 1904 
Distributor of Quality Motor Cars 


now 


t Western America Importer of the 


FABULOUS 


: BORGWARD 


PRIDE OF GERMAN AUTOMOTIVE CRAFTSMANSHIP 


Splendid National Public Acceptance 


ECONOMY @® PERFORMANCE 
STYLE @© COMFORT @ SAFETY 


Attractive Profit Potential 
Many choice dealership locations still available. 
Direct dealer inquiries to your nearest distributor. 


MISSOURI SALES & SERVICE 


3959 Lindell Bivd. 
St. Louis, Mo. 


MARCUS MOTORS, INC. 
1156-70 Broadway 
Denver, Colo. 


IMPORT MOTORS CO., INC. 


501 East Pike St. 
Seattle, Wash. 


WILLIAMSON’S 
1941 El Camino 
Sacramento, Calif. 


STALLINGS IMPORTED CARS 
915 No. Central Ave. 
Phoenix, Ariz. 

EARLE C. ANTHONY, INC. 


901 Van Ness Ave. 
San Francisco, Calif. 


GORDON REID MOTORS 
1672 East 14th St. 

San Leandro, Calif. 
WOOLVERTON MOTORS 


5967 Lankershim Blvd. 
North Hollywood, Calif. 


HOUSTON CONTINENTAL MOTORS, LTD., INC. 
1517 Austin St., Houston, Texas 


Excellent distributor territory still open. 


We invite you to direct your distributorship inquiry to 
GENERAL SALES MANAGER 


bake C.Quctkong. dre. 


1000 South Hope Street 
Despite its quality BORGWARD is in the low-medium-price group 





Los Angeles 15, California 








Clean, Automatic Transmissions 


Without Brushing or Scraping! 


- wo GUNK 
HYDRO-SEAL! 
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Simply dunk transmission housings, turbine wheels, con 
trol valves, and other parts into GUNK HYDRO-Seal, 
which will remove sticky carbonized oils, and gums, 
quickly and easily, and brighten parts too... without 
brushing and scraping . . . loosens frozen gaskets so they 
may be lifted off. U. L. approved. 


Sold in 5 gallon Pails (with dipping basket), 30 gal. 


and 55 gal. drums. At better automotive jobbers 


everywhere 
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‘|publicity. and 


upon public reaction to 1958 models, 
and on general business develop- 
ments in the next few months,” 
Ford said. 

Ford said a 2.5 percent increase 
in Ford truck sales over the first 
four months of last year does not 
reflect fully the gains made since 
introduction of 1957 models in 
February. 

“In the three months following 
introduction,” he said, “Ford truck 
sales jumped up 16 percent over 
the corresponding months of 1956, 
and are 15 percent higher than the 
previous three-month introductory 
| record set in 1953.” 
| Regarding dollar sales, Ford said 
|it appears the company’s total for 
|the first half of 1957 “will set a 
|company record, breaking the $3 


| billion mark for the first time.” The 


Ed James Closes 
Buick Deal, Keeps 
Dodge-Plymouth 


LOS ANGELES.—Customers of 
| Ed James Buick have received let- | 
ters notifying them that James has 
terminated his lease at “James- 
town” as of May 15. 

Although the letter spoke of “new | 
plans and new location,” it has) 
been reported here that James is 
dropping Buick altogether, James- 
town, often called the world’s| 
largest Buick dealership, has 
moved 23,000 cars in the past five 
years, 

Closing of Jamestown will leave 
the downtown Los Angeles area 
without a Buick dealership. 

James will retain his next-door 
Dodge-Plymouth dealership, J and 
S Dodge Center, 1345 S. Figueroa, 
he told his customers in the letter. 

James was not commenting on 
the move, but it is understood that 
a decline in volume made it inad- 
visable to continue operation of the 
huge five-story Buick deal. 








‘economy has a great 





At one point the operation which | 
had sold as many as 732 cars a| 
month (September, 1955) was re-| 
ported to be selling only 33. Buick | 
penetration in the county was no 
doubt a factor. In 1955, Buick’s 
penetration of Los Angeles County | 
was 13.7 percent; in 1956 it dropped 
to 8.5 percent, and in the first quar- | 
ter of 1957, it was 5.9 percent. 

James also has an interest in 
dealerships selling Studebaker, 
Packard, Volvo and Jaguar. 


Johnson Upped 
By Motor Wheel 


| LANSING. —Election of Stanley| 
|N. Johnson as an executive vice- 
| president of Motor Wheel Corp. was | 
announced last 
week by M. F. 
Cotes, president. 
Johnson will be in 
charge of the 
company’s auto- 
motive division. 
Johnson also 
was made a mem- 
ber of the board 
of directors at the 
annual stockhold- 
ers meeting, suc- 
ceeding J. A. Wat- 
who retired as executive 








son, 
vice-president—automotive in 1955 
and from the board this month. 





Alcoa’s Herrman 
Gets Auto Duties 


PITTSBURGH.—George E. Herr- 
man has been named manager of 
commercial auto- 
motive sales for 
Aluminum Co, of 
America. 

Herrman will 
coordinate the 
company’s re- 
search, develop- 
ment, advertising 


sales efforts in the 
commercial auto- 
motive field. 

His work will G, E. Herrman 
involve contacts with the manufac- 
turers and operators of all types of 
highway trailers, truck bodies, 
dump bodies, containers, and truck 
tanks. 








previous high for a first half was 
$2,891,000,000 in 1955. 

In discussing the economic out- 
look, Ford said there appears to 
be no marked expansion in pros- 
pect for the rest of this year. 

“Production and employment for 
the economy as a whole now have 
leveled off at the peak we reached 
last December,” he said. “In the 
immediate future, total business ac- 
tivity in terms of constant dollars 


is likely to continue on the present | 
|sion will start production July 45 


high plateau. 
“Over the long run, however, 
we at Ford are convinced that our 

















eee 
percent in real output is feasible 
over the next 10 years.” 
Despite a rainy day, a ot 
2,889 stockholders attended the ge, 
ond annual meeting. 
A proposal by Stockholder Isa. 
dore Blau, of Brooklyn- calling fo 
Ford executives, who exercise 
options, to be forced to hold the 
stock for at least three years—. 
defeated for the second year jn, 
row, this time 16,000,000 to 6009 
Ford noted that the Edsel 4 
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Prototype production cars wer, 
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Houston Post 


carries 


of automobile 

air conditioning 
newspaper linage~ 
in Houston 


THE REASON: 


Results in a highly 
competitive field 


* Media Records, 1956 
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THE HOUSTON POST 
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to cover the Houston market 





Represented Nationally by MOLONEY, REGAN & SCHMITT 





e Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 


Week 


Ended Same 


May 25, 
1957 
2,390 
40 
150 
2,200 
30,975 
3,100 
1,175 


\MERICAN MOTORS.. 


6,195 


9,604 
3,387 
29,272 
7,647 
5,658 
1,873 
480 
1,393 


108,118 
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dan, 1 
To 
May 26, 
1956* 

56,029 
3,930 
10,295 
41,804 
402,102 
49,736 
4,787 
48,348 
87,978 
211,253 
722,820 
961 
580,496 


Week 
Ended 

May 18, ay, 
19657* To Date 
2,410 8,560 
34 147 

174 578 
2,202 7,835 
30,687 104,472 
3,126 10,567 
1,143 * 3,900 
2,086 9,208 
7,158 25,081 
16,574 55,716 
36,642 132,295 
4 52 
29,694 107,310 
816 2,571 23,838 
6,128 22,362 117,525 
56,157 200,158 1,466,361 
8,087 27,997. 278,717 
3,374 12,396 69,680 
31,165 110,203 736,010 
7,557 26,354 216,394 
5,974 23,208 165,560 
1,494 5,127 54,027 
51 243 11,020 
1,443 4,884 43,007 


127,390 450,612 2,701,339 


Output, 
M 


43,473 
1,126 
2,839 

39,508 

588,824 

60,426 | 

20,234 

64,199 | 

138,691 | 
305,274 | 
840,614 | 
444 
668,764 
20,439 
150,967 | 
1,286,937 | 
208,186 | 
69,627 
646,519 
193,816 
168,789 

32,014 
6,069 

25,945 


2,791,862 








COMMERCIAL CARS 
(U, S, PRODUCTION ONLY) 


Week 


Ended Same 
Week, 
1956* 


6,298 
102 
30 
1,848 
5,790 
2,119 
2,659 


Total Trucks, U. S..... 23,874 


Trucks, 
Snialdinnesiammeinescaes 151,936 129,533 


8,804 


Jan. 1 
To 
May 25, 

1957 


151,809 
1,921 
1,566 
35,685 
150,691 
29,344 
44,553 
7,551 
1,448 
5,057 
6,925 
25,834 
1,177 

463,561 


Jan, 1 
To 
May 26, 
1956* 


164,394 
432 2,061 
188 1,801 

5,802 37,069 
28,211 132,158 
4,113 42,665 
10,850 61,351 
1,246 7,981 
383 1,540 
948 6,025 
1,201 7,960 
4,358 26,017 
218 1,436 


Week 
Ended 
May 18, 

1957* 
7,124 
135 
80 
1,685 
7,573 
1,129 
2,997 
349 
121 
297 
334 
1,175 
62 


23,061 


Output, 
May, 
To Date 


25,607 


83,557 492,458 


150,451 534,169 3,193,797 3,255,423 


11,969 39,533 211,633 212,331 


Convertibles, Power Packs Popular ... 


They’re Buying White Ones 


DETROIT.—A white convertible | 
with a power pack should be a| 
Popular car, according to factory re- | 
Ports on buyers’ selections. 

Both Chrysler Corp. and Cadil- 
le reported that white is their 
most popular color. Chevrolet 
Says that half of its customers 
are ordering power packs. 

Dodge adds that its sales of con- 
Vertibles has nearly doubled since 

year and has come close to} 
ng since 1954. 
aera Corp. put black in sec- 
ond place in its color report. Black | 
Was first last year. 

Fully 26 percent of cars sold used 

ite either as a solid color or in 
Combination with others. White’! 

first among solid colors in 

a. * corporation’s lines — 

Impe hrysler, Dodge and 
DeSoto. * - 


_Plymouth buyers this year have 


} Pearson, Olson Open Lot 
BENSON, Minn.—L. N. Pearson, 
er Dene of Pearson Auto Co., 
on ae. owner of Don Olson 
have opened a used-car lot. 





ie as East End 
m as Manager. 


given a narrow edge to black as 
their favorite solid color. 


However, two-tone cars con- 
tinue to account for the bulk of 
all Chrysler Corp. sales. Two- 
tones have held a three-to-one 
edge and in January accounted 
for more than 75 percent of sales. 

Black is holding its own at Cadil- 
lac. While Alpine white is the most 
popular color, accounting for 16.7 
percent of sales, black was the 
choice of 13.5 percent of buyers. 


Other popular Cadillac colors are 
the various shades of blue, 16.9 per- 
cent, and reds, 14.3 percent. Cadillac 
reports that two-tone jobs are off 
from a year ago, accounting for 
little more than half of total sales. 


Chevrolet reports the number of 
buyers ordering the power pack is 
up from 33 percent last year to 
about 50 percent this year. 


Convertible production at Dodge 
this year stands at 3.6 percent of 
total output, compared with 1.4 
percent last year. Convertibles ac- 
counted for only .3 percent of 
Dodge sales in 1954. 

Dodge convertible buyers now 
prefer light tops by more than 
two to one. In 1954, black was the 
favorite by nearly four to one. 


To 


s Year Ago by 18%... 


128,000 Cars in Week 


Highest Since Apr. 5 


(Continued from Page 1) 


cars—together with cuts at Chrysler 
division (excluding Imperial), Lin- 
coln, Buick, Cadillac, Dodge and 
Nash, prevented last week’s pro- 
duction from exceeding the 128,062 
mark. 

Chrysler division was off from 
3,126 units the previous week to 
3,100 last week; Lincoln, from 
816 to 810; Buick, from 8,087 to 
7,860; Cadillac, from 3,374 to 3,360; 
Dodge, from 7,758 to 7,500, and 
Nash, from 174 to 150 units, 

Packard and Rambler remained 

almost even with the previous week, 
the former down one unit from the 
51 cars produced the previous week, 
and Rambler off from 2,202 to 2,200. 


* * * 


| pape division led Big Three 
manufacturers which recorded 
output increases over the previous 
week, raising operations from 29,- 
694 to 30,600. The upward schedul- 
ing also enabled Ford to maintain 
its better than 22,000-unit lead over 
Chevrolet in year-to-date totals. 
Plymouth’s increase from 16,- 
574 units the previous week to 
16,900 last week was gained on a 
six-day schedule in Detroit. Ford 
division worked only five days. 
Other makers who registered out- 
put gains over the previous week 
were Imperial, up from 1,143 to 
1,175; DeSoto, from 2,086 to 2,300; 
Mercury, from 6,128 to 6,585; Olds- 
mobile, from 7,557 to 7,678; Pontiac, 





European Tour 
Waits Winner of 


Soap Box Derby 


DETROIT.—A two-week tour of 
Europe awaits the winner of this 
year’s All-American Soap Box 
Derby. The trip is in addition to the 
$5,000 college scholarship which is 
awarded annually to the winner. 

The champion will leave Aug. 20— 
two days after the derby finals— 
and will return Sept. 2. He will fly 
to Ireland and later will visit Eng- 
land, Belgium, Germany, Italy and 
France. 

During the trip, he will meet 
prominent figures of those nations 
and will be greeted by hundreds of 
boys who participate in the Soap 
Box Derby overseas. 

The U. S. State Department is co- 
operating with the derby organiza- 
tion and Chevrolet, sponsor of the 
event, in arranging the tour. 


Cincinnati Code 
On Advertising 
Is Suspended 


CINCINNATI. — The Cincinnati 
Automobile Dealers Assn. has sus- 
pended its code of advertising 
ethics in the wake of court decisions 
in Ohio which uphold the sale of 
new cars by nonfranchised dealers. 


Mrs. Erdie Turner, CADA secre- 
tary, reassured members that the 
suspension in no way indicated 
that CADA was withdrawing its 
support of ethical advertising, 


“This action is not to be con- 
strued as abandoning principles for 
accurate, truthful advertising,” she 
said. “Our aims are the same and 
we recommend that .. . advertise- 
ments should be accurate and truth- 
ful in every respect and free from 
any misuse of wording, illustrations, 
typographical arrangement, omis- 
sion of vital information, etc. that 
might mislead or deceive any 
reader.” 

The code was suspended, she 
said, only because portions of it 
might be open to question in regard 
to the court decisions. 

She apparently referred to at 
least one section stating that new 
cars be advertised and sold only 
by new-car dealers. 

After the effect of the decisions 
can be studied and analyzed, she 
said, it is “entirely probable” that 
CADA will prepare and issue a 
revised code of ethics. 





from 5,974 to 6,700; Studebaker, 
from 1,443 to 1,454, and Hudson, 
from 34 to 40 units. 

* * 


Or A corporate basis, Chrysler | 


was up from 30,687 to 30,975; 
Ford Motor, from 36,642 to 37,995, 
and S-P, from 1,494 to 1,504. 

Negligible declines were shown by 
GM, off from 56,157 to 55,198, and 
AMC, off from 2,410 to 2,390. 

Car output, as of last Saturday, 


61 


was running about 3.4 percent 
ahead of the Jan, 1-May 26 
period of 1956, while truck as- 
semblies were still some 5.9 per- 
cent behind the same period a 
year ago. 

Truck output last week totalled 
an estimated 23,874 units—up 3.5 
percent from the 23,061 trucks built 
the week before and 11.5 percent 
above the 21,415 units turned out 
during the week ended May 26 a 
year ago. 

Canadian manufacturers assem- 
bled an estimated 9,611 cars and 
trucks during a four-day operation 
| last week, compared with 11,969 
on a five-day operation a week 
earlier. The one-day loss was due 
to a celebration of Victoria Day 
on Monday. Canada’s plants built 
8,804 vehicles during the week 
ended May 26 a year ago. 


Metal Waste Gains 


ASTE Research Project Expanded to Cover 
Machinability Test Procedures 


DETROIT.—The research fund of 
the American Society of Tool Engi- 
neers has initiated the third stage 
of its metalcutting research project. 
The project now will seek ways of 
establishing standardized machina- 
bility test procedures. 

Col. L. S. Fletcher, ASTE research 
fund director, said that achievement 
of a system of standards is “not 
only a distinct possibility, but a ne- 
cessity. It would eliminate one of 
the major headaches of the metal- 
working industry.” 

Stage one of the metalcutting 
program—compilation of a bibli- 
ography by the John Crerar Li- 
brary, Chicago—will be completed 
by January, 1958. Stage two—eval- 
uation of the bibliography by the 
Battelle Institute—will be com- 
pleted in the spring of 1958. 

In a press conference held in 
Detroit, the ASTE research fund 
presented a progress report on the 


Federal-Mogul 
Earns $8.8 Million 
For Alltime High 


DETROIT. — Federal-Mogul- 
Bower Bearings, Inc., set an all- 
time earnings record in 1956, and 
sales were second highest in the 
company’s history, according to G. 
S. Peppiatt, president. 

Sales totalled $100,642,000 and 
earnings were $8,884,000. 

In a letter accompanying the an- 
nual report, Peppiatt told share- 
holders that sales in the first two 
months of 1957 were 10 percent 


higher than in the corresponding | 


period of 1956. 

Both major divisions of the com- 
pany 
service — shared in the rise, he 
said, 

Peppiatt also predicted that the 


|company’s total business in 1957 
would be “a little higher” than in| 


1956, 


Obituaries 


Hugh F. Gallagher 
WILMINGTON, Del.—Hugh F. Gallagher, 
64, a retired Buick dealer and organizer of | 
the Delaware Highway Users Conference, 
died May 12. He had headed Union Park) 
Motors, Inc., until his retirement in 1955. 
Mr, Gallagher served six years as presi- 


dent of the Delaware Motor Trades Assn. | 
and was a former director of the Delaware | 


Safety Council. In 1935-36, he was a mem- 
ber of the General Motors Dealer Advisory 
Council set up by Alfred P. Sloan jr. 
* 
Saat B. Frech 

CINCINNATI. —Jacob B. Frech, 72. 
former secretary-treasurer and credit ex-| 
ecutive of Balcrank, Inc., died of a heart) 
attack at his Cineinnat! home May 13. 


William. H. Shneniieeer 
PITTSBURGH.—William H, Simendinger, 
62, operator of Mt. Oliver Motor Sales 
(Hudson), died May 16 at Presbyterian) 
Hospital here. 


William Selmi 
PHILADELPHIA. — William Selmi, 57, 
owner and president of Selmi Motors, Inc. 
(Oldsmobile), died May 16 in University 
of Pennsylvania a. | 


Frank L Dever 
COLUMBUS, O.—Frank L. Dwyer, 
manufacturers’ agent and one of the found- 
ers of the Automobile Boosters Club here, 
died May 15 at nts —. | 


Edward E. Sleret 
SEATTLE.—Edward E,. Sleret, 89, one 
of. Washington's first automobile dealers, 
died May 15. In 1912, he established an 
auto dealership in Vancouver, Wash, He 

was a native of Gresham, Ore. 


— original equipment and) 


initial stage of the project, which 
was established for the purpose of 
reducing the cost of metalcutting 
operations. 

Dr. F. W. Bouilger, chief of the 
division of ferrous metallurgy at 
Battelle, submitted the progress re- 
port. Tentative conclusions reported 
by Dr. Boulger are as follows: 

Dr. Boulger are as follows: 

1. There is a big variation in the 
quantity, clarity and usefulness of 
publications dealing with metal- 
cutting. 

2. Many writers share the com- 
mon failing of drawing conclusions 
without furnishing enough data for 
explanations. 

3. This (item 2) is particularly 
true for articles dealing with cut- 
ting fluids and the available in- 
formation is too fragmentary to 
permit a sound conclusion on 
whether they function as coolants 
and as lubricants. 

4.Many procedures used for 
evaluating machinability of materi- 
als give comparable ratings. 

5. Machinability ratings based on 
measurements of tool forces, tool- 
chip temperatures, tool wear or tool 
life are in quantitative agreement, 
which nullifies many objections to 
the variety of experimental tech- 
niques. 

6. Data from many sources indi- 
cate that only a 10-degree variance 
exists in the relationship predicted 
by the two most useful theories of 
force relationships in metalcutting. 

Dr. W. W. Gilbert, manager, 
machinability development, General 
Electric, advised that GE’s approach 
to solving metalcutting problems 
has resulted in substantial increases 
in production. By using presently 
available metalcutting knowledge, it 
has been possible to double the rate 
of metalcutting in most cases, and 
to increase it as much as 10 times 
in several operations, he said. 

W. S. Budington, associate li- 
| brarian, research information serv- 
ice, John Crerar Library, said the 
compilation of a metalcutting bibli- 
| ography will encompass specially- 
prepared abstracts of all available 
information from 1943 to date. 


‘Companies Make 
Final Plans for 
Indianapolis Race 


INDIANAPOLIS. — The men 
| behind the men behind the wheels 
for the Memorial Day 500-mile race 
are putting the finishing touches on 
their plans. 

For Firestone Tire & Rubber Co. 
| specialists the race will mark the 
end of nearly a year’s work, They 
started work on tire improvements 
almost as soon as last year’s race 
| was over. 

They believe they have a tire 
| this year that will run faster and 
cooler, It is the product of scores of 
tests, including more than 3,000 
miles of driving on the Indianapolis 

track. 

The research, directed by W. E. 
Lyon, carried Firestone men to 
Monza, Italy, where their tires were 
on a car which exceeded 170 miles 
per hour. 

Tidewater Oil Co. is coming back 
to Indianapolis this year to service 
racers for the first time since 1933. 
Five entrants will get Tidewater 
service. 
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‘Widen Your Scope os 





Quality-Control Appeal 


DETROIT.—Dr. L. R. Hafstad, 
research vice-president of General 
Motors, believes industrial statisti- 
cians and engineers should widen 
their research activities so as to 
embrace the economic, political and 
social fields. 

Unless this is done, he warned 
the American Society for Quality 
Control last week, government in 
the U. S. may obtain the type of 
hold on industry that many coun- 
tries of the world have gotten 
since the Russian revolution. 

One area lacking the definitive 
study of quality-control experts is 
labor productivity, Dr. Hafstad said, 
In a possible reference to the im- 
plications of the short work-week 
demand, he called on data analysts 








HELP WANTED 


SERVICE MANAGER capable of operating 
a successful service department for a 
Chevrolet dealer with a customer labor 
sales potential of approximately $6,000 
per month. We have a _ completely 
equipped repair and body shop located in 
a central New England town of approxi- 
mately 20,000. We have operated a suc- 
cessful Chevrolet dealership for 30 years. 
We will pay a good salary and bonus. 
Send resume of experience and picture 
with application. All replies confidential. 
Box 7154, c/o Automotive News, Detroit 
26, Mich. 


SALES MANAGER—New car department 
in a very large, single Pontiac, city. Must 
be able to manage 10 salesmen to ob- 
tain volume profitably. Substantial salary 
plus percentage on new and used car net 
profits. Box 7160, c/o Automotive News, 
Detroit 26, Mich. 


GM DEALER ON FLORIDA Gold Coast 
needs combination body and paint man. 
The man we want is now employed but 
wants to live in Florida, Good working 
conditions and plenty of work. Reopen- 
ing body shop in fastest growing town in 
Florida. Absolutely no drinkers or float- 
ers, Reply giving mee and refer- 
ences. Box 7162, c/o Automotive News, 
Detroit 26, Mich. = 

2 EXPERIENCED EQUIPMENT MEN to 
cover the state of Florida for distributor 
selling Scheneker back hoes and Auburn 
tractor-trenching machines. Write Equip- 
ment Distributors, Box 3940, Miami, Fia. 








to explore the concept of “nonpro- 
ductive labor” and productivity 
generally. 

“Engineering management has 
been slow to accept quality-control 
data because too often the statisti- 
cian makes a tool or ritual of his 
work,” he said, “There is too much 
worry about technique and not en- 
ough about original basic assump- 
tions.” 

Declaring that quality must be 


Trico Wins Citation 
BUFFALO. — Trico Products 
Corp. has received a Defense De- 
partment commendation for its 
outstanding cooperation in the 
reserve program of the Armed 
Forces. 


estimated 150,000 


TWENTY-TWO CENTS 


Reaching an 
| 7 ees 


ond address at regular rates. 


TEN DAYS 
WANT AD DEPT. 


designed and built into components, 
rather than “added later,” the GM 
executive said quality-control is 
deficient when auto parts fail at 
irregular intervals, 


“Ball bearings, for example, 
should be designed so that they 
all fail at one time, so there is 
a definite knowledge of perform- 
ance factors on a uniform basis,” 
he explained. 

More than 1,000 statistical experts 
met for a three-day annual meeting, 
which featured 90 technical presen- 
tations. An exhibit area contained 
50 booths of automation and quality- 
control equipment. 

Automotive papers were presented 
by the following: Jules Mehalek, 
of Budd Co.; E. R, Clark, of De- 
troit Transmission; Frank Lynn, of | 
Ford; D. E. Hart, of General} 
Motors; R. W. Gardner, of Ford, | 


polis Moline. 
Conventioners toured the Cadillac 


the Ford plant in Dearborn. 





Eich Moves Into New Headquarters— 


Eich Motor Co. (Studebaker), St. Cloud, 
and Brant C. Jacob jr., of Minnea-| building combining a showroom, offices, parts department and garage. One of 
industry's oldest dealerships, the pioneer firm was founded in 1898 by A. A, Eich te) 
sell Studebaker wagons and carriages. In 1910 the company sold its first Studeboke 
and Plymouth plants in Detroit and | car. Eich's son, M. J. Eich, joined his father as a business partner in 1920 and took 


over the business in 1941. 
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HELP WANTED 





GENERAL SALES MANAGER, Ford deal- 
ership in Pennsylvania single point city. 
1,200 car contract established 20 years, 
financially sound, currently running 100% 
service absorption. Only thing we need 
is seasoned, volume, profit minded man 
able to build and direct hard-hitting sales 

. force on sound basis. Good salary and 
profit incentive with one of oldest operat- 
ing group dealerships in U. 8. Give ref- 
erences, past experience and snapshot. 
Write Box 697, LaCrosse, Wis. 





SALES REPRE 


SENTATIVES 


Now Handling Other Lines Calling on Jobbers. You Can 
Now Handle AUTO-CRAT Automotive Safety Belts and 
Enjoy the Advantage of Selling 


@ The “standard” of the industry. 

@ The same belt now offered as original equipment. 
. 

* 


Liberal commissions. 
Protected territories. 


East of the Mississippi reply to: 
AUTO-CRAT Manufacturing Co. 
2850 Tyler Rd. 
Ypsilanti, Mich. 


West of the Mississippi reply to: 
AUTO-CRAT Manefacturing Co. 
1849 Biacke Ave. 

Los Angeles 39, Calif. 


DISTRICT MANAGER FRANCHISES 


Auto inspection and | year 


warranty service . . . now 


sweeping the country . . . $25,000 to $50,000 earnings. 
Many territories still open . . . successful automotive 
sales background necessary. 


UNITED STATES CAR TESTING CO. 


5327 W. Third St. 


Dayton 7, Ohio 





UNUSUAL OPPORTUNITY 


Top Automotive Salesmen for 
District Manager Franchises 


inspection and Warranty Service, successfully being sold to New and 
Used Car Dealers. Men selected must have successful automotive sales 
record .. . Able to handle men and be own administrator. 

Repeat sales give you high, repeat earnings. Exclusive territory, no 
investment, write in detail giving qualifications. 


AMERICAN SURE-CAR CORP. 
Sea Cliff, Long Island, N. Y. 








SALESMEN 


We have openings for several men in our fast 
expanding organization. The type of person 
we will employ is honest, aggressive, a good 
showroom closer, not afraid to go out and 
knock on doors and not satisfied with earn- 
ing less than $1,000 per month. We furnish 
demonstrators and have the highest commis- 
sion set up plus bonuses. We are located in 
the most rapidly expanding area of the coun- 
try, 30 miles south of Miami. 


Chevrolet BIRD Oldsmobile 
Homestead, Florida 





ACCOUNTING MANAGER, TREASURER. 
If you are thoroughly familiar with all 
phases pertaining to the supervision of a 
retail automobile accounting department, 
such as finance, operating control, taxes 
and auditing, one of Chicago's largest) 
GM dealers offers an outstanding oppor- | 
tunity. Qualified applicants will receive) 

very attractive remuneration in addition 

to many managerial benefits. This is a) 

permanent position which should be con-| 

sidered only by outstanding persons in 
this field. Please submit photo with com- | 
plete resume of experience. All replies | 

held in strictest confidence. Box 7153, c/o! 

Automotive News, Detroit 26, Mich. | 


SALES MANAGER — Large Chicago GM 
dealer is seeking a sales manager who 
possesses the qualities and characteristics 
of a successful leader in our present com- 
petitive market. Applicants should be 
aggressive and resourceful in handling} 
the duties of supervision and training of 
sales personnel. This is a permanent posi- | 
tion offering outstanding salary, man- 
agerial benefits and excellent opportunity | 
for advancement. Please enclose photo 
with complete resume of experience. All 
replies confidential. Box 7152, c/o Auto-| 
motive News, Detroit 26, Mich. | 


PARTS SALESMAN — California Lincoln- 
Mercury volume dealer. Please give full 
particulars, qualifications and age in 
first letter. All replies strictly confiden- | 
tial. Joe Kerley, 83 So. Market St., San 
Jose, Calif. 


SERVICE MANAGER for Buick dealer in 
So. Calif. Must be experienced, able to 
handle all phases of complete service 
operation. Reply giving complete details, 
back, d, availability and salary. Box 
bine J c/o Automotive News, Detroit 26, 

i 








SALES MANAGER 
NEW CAR 


We want a young man 28 to 37, experi- 
enced in Buick or Oldsmobile, capable of 
leadership and drive to get results for a 
modern GM dealership located in Pitts- 
burgh, Pa., with a new car potential of 
1,200 per year. For a man of this caliber 
we have an attractive proposition and an 
opportunity of buying into the business, 
eventually becoming a dealer. All replies 
held in strictest confidence. Kindly enclose 
photo and complete resume of past ex- 
perience and references. No contacts will 
be made until after personal interview. 


Bex 7158, c/o Avtemotive News, 
Detroit 26, Mich. 








AUTOMOBILE SALES MANAGER. Ag- 
gressive young man with profound knowl- 
edge of used car field and its problems, 
plus proven record in used car merchan- 
dising and sales promotion, Must be 
good executive, able to produce sales, 
train others. Salary to match your abil- 
ity. Philadelphia area. Box 7161, c/o 
Automotive News, Detroit 26, Mich. 


ee 
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ACCOUNTANT - BUSINESS MANAGER 
with large volume Chrysler and Ford 
dealer experience desires to be employed 
as such in new area. Know daily operat- 
ing control, forecasting and expense con- 
trol. Qualified to take over complete 
management, or advise general manager 
on operations. Prefer southwest or west 
coast area. Box 7129, c/o Automotive 
News, Detroit 26, Mich. 


GENERAL, SALES OR USED CAR MAN- 
AGER—Seven years’ retail sales manage- 
ment experience with proven record of 
outstanding results. Train, develop hard- 
hitting salesmen for balanced, profitable 
operation. Top references. Southerner, age 
33. No family deals. Box 7131, c/o Auto- 
motive News, Detroit 26, Mich. 


BUSINESS MANAGER-OFFICE MAN- 
AGER. Age 39. Ten years’ experience in 
both large and small dealerships with 
chain organization. Can handle effec- 
tively, problems of administration and 
management as well as the coordination 
of all departments. Previous employers 
will furnish recommendations. Desirous 
of relocating to southwest, west or 
Southern California. Box 7164, c/o Auto- 
motive News, Detroit 26, Mich. 


SERVICE MANAGER, SHOP foreman, well 
experienced any make. Sober, middle- 
aged. Box 7133, c/o Automotive News, 
Detroit 26 Mich. 


AGGRESSIVE SALES MANAGER, 32, 
married, family, for 250 car deal in Cali- 
fornia. Fully experienced in all phases of 
business. Can invest and would consider 
buy out. Box 7138, c/o Automotive News, 
Detroit 26, Mich. 


GENERAL MANAGER. Good organizer with 
drive. Presently managing one of the 
country’s volume deais. Thor- 
oughly experienced in all phases. Aggres- 
sive, dependable and married. Expect no 
blue sky but buy-in possibilities, Box 
— c/o Automotive News, Detroit 26, 

ich. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
Swering box number ads, we suggest 


you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 


























Minn., recently opened this new $65 


POSITION WANTED 


ONE OF THE NATION’S TOP servig 
managers, used to running $30,000 om» 
tomer labor, desires position with a 
aggressive dealer in the south or south. 
west. Excellent references, Leonan 
Clarke, 1834 E, Georgia, Phoenix, Ar: 


eae 

SALES MANAGER OR MANUFACTUR. 
ER'’S AGENT — Twelve years’ prove 
record as district manager for one @ 
leading automotive electrical manufas. 
turers. Will consider manufacturers 
lines or managers’ position. Westen 
New York base territory. Age 44, mar 
ried. Box 7163, c/o Automotive News 
Detroit 26, Mich. 


SUCCESSFUL MANAGEMENT EXPERI 
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ENCE, southwest area. Automobile-truck Fj mi 
dealerships. Age 39. Box 7165, c/o Auto emmt 
motive News, Detroit 26, Mich. area 6 
ACCOUNTANT IN GM SYSTEMS and | 
Business Management would like to make season 
change to Washington, Oregon, Idaho sess i 
Colorado or Wyoming. 25 years’ experi- News, 


ence in accounting and income tax prob- 
lems of Chevrolet dealers. Replies con- 
fidential. Box 7166, c/o Automotive News, | 
Detroit 26, Mich, 


GENERAL MANAGER—Presently manag- . 
ing a large, successful automobile and 
truck agency. Experienced in all phases Virg' 
and have good record for organizing and 409 4 
training people. Will consider buy-in deal and 
Box 7167, c/o Automotive News, Detrok 
26, Mich. 


SERVICE MANAGER—Top-notch perform- 
ance record with best customer relations 
and employe morale. 25 years’ GM a ip 
perience. Will relocate for a permanent 
position. Resume on request. Box 7i@#, 
c/o Automotive News, Detroit 26, Mich 


GENERAL MANAGER capable of taking 
complete charge. Ex-dealer of the big 
three. Motor Holdings experience. Fa 
miliar with all phases of operation, Boz 
7174, c/o Automotive News, Detroit 3, 
Mich. 

MR. GM OR FORD DEALER—Can you 
use my 10 years’ experience in new and 
used-car operations? Honest, reliable, 
knowledge of all phases of automobile 
retailing and financing. Non - drinker, 
Could buy in small dealership. Michigas 
preferred. Box 7175, c/o Automotive News, 
Detroit 26, Mich. 


- i ont 

FORD PARTS AND SERVICE MANAGER 
with considerable business ma 
experience. Will relocate. Prefer north 
east. Box 7176, c/o Automotive News, 
Detroit 26 Mich. 


ee a eee 

BUSINESS MANAGER thoroughly expert 
enced in statement analysis, expense re 
duction and gross profit improvement 
Have large volume Chevrolet-Ford deal 
and factory experience. Can assist mam 
agement in operations, maintain efficient 
office and furnish daily operating control 
Box 7177, c/o Automotive News, Detrott 
26, Mich. 
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DEALERSHIPS AVAILABLE 


OLD ESTABLISHED REPUTABLE dealer 
ship handling Dodge-Plymouth located ® 
fast growing community one hour from 
Los Angeles. Citrus and industrial are. 
150 to 200 cars per year. Could be 200 @ 
300. Will give long or short term lease 
% block or % block facilities. Excel 
location. 26,000 in trade area. Only sh 
way from 120,000 population. Will 
inventory and equipment at market Vv 
Approximately $35,000. Dealer has 6 
of the finest dealer policy and 
reputations in the county. Apply only 
you are financially capable of handll 
Write Box 7146, c/o Automotive N 
Detroit 26, Mich, 


FOR SALE: FLORIDA DEALERSHIP hi 
dling Pontiac—no accounts receivad 
no used cars—good reason for selli 
Box 7178, c/o Automotive News, D 

DEALERSHIP AVAILABLE. Handi 
Oldsmobile in town of 5,000 in Michig 
Average sales past three years 125 ¢ 
per year. If you are a producer and 
to get a deal with little or no money 
here is your chance. Write Box 7179, 
Automotive News, Detroit 26, Mich. 


NORTH JERSEY DEALERSHIP hand 
Pontiac, 500 cars. Very profitable 4 
Rent and expenses low. Box 7169, 
Automotive News, Detroit 26, Mich. a 

DEALERSHIP NOW HANDLING OLD 
MOBILE in Wisconsin industria! city 
40,000 population. 175 car potentias 
Well equipped shop, adjacent used 
lot. Lease available to your satisfactl 
Box 7170, c/o Automotive News, D 
26, Mich. 

FOR SALE—DEALERSHIP handling F 
tiac and Willys in Wyoming town 
9,000. Low overhead; shop absorp’ 
average 80 percent, Write R, E. Burn 
Rawlings, Wyo. 

DEALERSHIP NOW HANDLING ©) 
CURY for sale, New York area, 
low cost operation. Personal reasons » 
wanting to sell. Write full details. 
1233, c/o Automotive News, Detroit 
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DEALERSHIPS AVAILABLE 


q FLORIDA DEALERSHIP, 300-500 
’ ¢ Big Three, Top-notch loca- 
ase, new equipment 

no problems to buy, Can be bought 
with or without used car lot and inven- 
@ubstantial cash and factory ap- 

val required. Box 7172, c/o Automo- 


tive News, Detroit 26, Mich. 


VOLVO eatersuir 


‘5 “hot sports sedan—the family 
car with speed, comfort and economy. 
built-to-last precision, sports 
car handling and performance. 

dealerships now available in our 
—, *alebome, Arkansas, —. 
Louisiana, Mississippi, Missouri, Okla- 
oma, Tennessee and Texas. 

For information write or wire 


Nils Olof Sefeidt 
SWEDISH MOTOR IMPORT 
mi Milam Telephone CA 4-9456 
Houston, Texas 


00-600 CAR principal city 
ip in Southern California. Now 
have Ford Motor Company franchise. One 
of 25 most profitable dealerships in United 
states in 1956. Good profits in 1957. Has 
ever made under $100,000 per year since 
1946, 300,000 in trade area, modern fa- 
rental. $75,000 handles. 
lp split-up reason for selling. 
Qne partner might consider partnership 
geder right circumstances. . O. Box 
7149, c/o Automotive News, Detroit 26, 
Mich. 
SLING GM-—200-250 CAR DEAL. 
Thriving midwest city of 80,000 and 
No obsolescence to buy — all 
turnover parts. Minimum but 
adequate shop equipment. Lowest in- 
sstment for the largest return. You'll 
wave to see it to believe it. Box 7180, 
eo Automotive News, Detroit 26. 


IRSHIP HANDLING OLDSMOBILE 
is midwestern farming and industrial 
emmunity of 5,000 population. Trading 
grea of approximately 250,000. Desirable 
jase and low overhead. Present volume 
199 cars with unlimited potential. Very 
masonable price as owner has other busi- 
meas interest. Box 7155, c/o Automotive 
News, Detroit 26, Mich. 


FOR SALE BY OWNERS 
equipped dealership handling Buick. 
location in beautiful Shenandoah Valiey 

Virginia. 150 car potential, population 

and trading area 85,000, modern build- 

and wed car lot and office. Annual in- 
payroll, $40,000. 

tex 7116, c/o Automotive News, Detroit 26. 


P NOW HANDLING CHEV- 
new cars yearly. Small town 
. Excellent facilities and or- 


4 HANDLING LINCOLN-Mercury- 
Continental; high income metropolitan 
New York area. No receivables, no used 
tars, low rent; 650 car potential. Factory 
required. Box 7140, c/o Automo- 
Detroit 26, Mich. 
[P FOR SALE, handling DeSoto 
in medium-sized California sea- 
You won't make a million, but 
the finest living conditions. 
investment with favorable lease. 
, c/o Automotive News, Detroit 


IRSHIP FOR SALE handling Buick 
trucks. Central Arizona, Owner 
interests. Box 7110, c/o Auto- 
Motive News, Detroit 26. 


DEALERSHIPS WANTED 
GENERAL MANAGER looking for a 
Working buy-in deal; have some cash— 

Proven ability and excellent refer- 
ees, Experienced all phases. Box 7173, 
*/o Automotive News, Detroit 26, Mich. 


OR GM DUAL in south or 
28 to 1,000 car potential. 
be held in 
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NEW CAR “BIG 3’’—Prefer Nassau or 
Suffolk counties. Manhattan or Bronx 
will be considered, Outright purchase or 
equal partnership will be considered. 
Presently a dealer of long standing, as- 
suring factory acceptance. All replies 
held in strict confidence. Box 7156, c/o 
Automotive News, Detroit 26, Mich, 

WANTED: WESTERN STATES GM or 
Ford products. Any size, any price. Cash. 
I have factory approval and guarantee; 
your reply kept confidential even from 
factory. Box 7181, c/o Automotive News, 
Detroit 26, Mich. 

WANTED: CALIFORNIA Chevrolet or 
Cadillac dealership of any size (priced at 
from $10,000 to $2,000,000). I have fac- 
tory approval but guarantee that your 
reply will be held in strictest confidence, 
and that factory will not be consulted 
without your OK. Box 7099, c/o Auto- 
motive News, Detroit 26. 


FORD OR CHEVROLET DEALERSHIP 
wanted, preferably in town of 70,000 to 
100,000 population handling 500 to 1,000 
new cars annually. Have experience, cash 
and factory approval. Replies confiden- 
tial. Box 7124, c/o Automotive News, 
Detroit 26. 


100 TO 150 CAR DEAL wanted, California, 
Arizona, Nevada. Limited capital with 
lots of ckground, Factory approval as- 
sured, Write complete details. Box 7147, 
c/o Automotive News, Detroit 26, Mich. 


BUSINESS OPPORTUNITIES 





You Can Own 
The Finest 
ONE MAN BUSINESS 
in Your Town 


You can make $50 te $75 ny 
Regroove tires for automobile 

fleet operators, and trucking companies. 
The Bectebte HONEYCU Automatic 
TIRE REGROGVER, grooves all standard 
make treads . . . does a SS 
fect job. Pays for itself in just three 
months 


MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. 
Finance plan available, Write or call 
Herman Smith Distributing Ce. 
315 Austin Houston, Tex. 
Phone CA 7-9545 


Dey! 


ealers, 


DEALER SERVICES 


DO YOU NEED CASH? We are extremely 
familiar with the car business, and will 
loan liberally on equipment and real es- 
tate. First and second mortgages, Prefer 
deals in northeast states. Replies confi- 
dential. Write: M. Z. Sherman, attorney, 
73 Tremont St., Boston, Mass. 


"Simplified 
Daily Operating Control” 


Does away with red tape and time 
consuming preparatory work. Tells you 
visually where you stand every working 
day. Gives your break-even point and 
when you have exceeded it in a single 
glance. Dealers send $3.45 today with 
order on your letterhead. You will 
receive it postpaid by return mail. 


Automotive Eaterprises 
10600 Puritan Ave. 


INVENTORY SERVICE 
Parts and Accessories 
* CERTIFIED REPORTS a 
@ Obsolescence Disclosed 
@ Shertege or Overage Established 
@ inventory investment Evaivated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-4445 


OLIN'S, INC. 


World’s Greatest Fleet!! 


Will sell 1,000 of our like-new 1957 cars—actual 
mileage |,500 to 5,000 miles—Complete General 
Motors line—Ford-Mercury-Plymouth-Dodge. Full 
Power — Radios — Heaters. Stripped models if 


desired. 


Priced Right 


OLIN’S, INC. 


2900 N. E. 2nd Ave. 


Miami, Fia. 


Franklin 1-6591 
George York, Wholesale Mgr. 


AAA DRIVEAWAY, INC. 


CHICAGO 


DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 


Free inside bugscreens provided if desired. 
343 S$. Dearborn WeEbster 9-2364 


EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. 8. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel, Sch’dy, DI 6-6666 
or EX 9-3102. 


Proctor Sales Company 
DRIVEAWAY SERVICE 


One car or a fleet 
Drivers to all points 


4100 South Broadway St. Louis, Mo. 
Phone: Plateau 2-5200 


DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio, 





CARS FOR SALE 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 
Automatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 
Straight Bodies, Good Grilles 
EASY TO CONVERT 
Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 46351 
N. Y.’s Largest Volume Tex! Dealer 


West Coast Representative 
AUTOTERIA 
E. 3104 Sprague Ave., Spokane, Wash. 
Phone: Keystone 5$-1639 


ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
.. Ss Pittsburgh, Akron 


ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
For specific information in any 
o . Used Car M 
218 S. Wabash Ave. 


600 
CAR STOCK 
WE WHOLESALE DAILY 


“World's Largest Dealer” 
1,000 units turn monthly. 


Phone, write, wire or call in person. 
Cliff Stewart, General Used Car Mgr. 


DON McCULLAGH 
Chevrolet 


16700 Harper Ave. Detroit 24, Mich. 
Tuxedo 1-7600 


¢ BUY DIRECT e 
"B4 — "55 — "56 
CHEVROLETS 
ALL MODELS AT LOW 
WHOLESAE PRICES 
Contact Mark Smernoff 


COOL CHEVROLET 


COMPANY 


1538 Whalley Ave., New Heaven, Conn. 
to 2-0101 


CLASSIC FOR SALE — Lincoln Continen- 
tal convertible. 1948, color black, orig- 
inal throughout. 000 actual miles. 
$2,000. Abingdon Motor Co., Inc., Abing- 
don, Va. Phone: Market 8- 

WHOLESALE — LATE MODEL CADIL- 
LACS, Phone: Mac Clayton, Harrison 
2-3214, Evansville, Ind. 


CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be 
sharp. Ridgway, Belmont 4-6611, 2836 N. 
E. Sandy, Portiand 12, Ore. 


PARTS FOR SALE 


NOW! PLASTIC GLASS for truck doors 
guaranteed not to break. Prices on re- 
quest. Fast C.0O.D, shipments, Aberdeen 
Auto Parts, Box 283, Aberdeen, Md. 


Chevrolet Parts 
Largest Stock on East Coast 
Orders Shipped Complete 
Same Day as Received. 
LUSTINE-NICHOLSON 


CHEVROLET 


5710 Baltimore Ave. Hyattsville, Md. 


Phone Warfield 7-7200 
Suburb of Washington, D. C. 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


FORD PARTS 
Overstocked and surplus items discounted 
10% to 50% off dealer net. Write for list 
of over 3,200 items. 

SPANIOL FORD CO. 

500 W. Taylor Hobbs, N. M. 


SCHOOL BUSES 


by calling us here. 


We will have our nearest representative get 


in touch with you. 
Now Available 
54 and 60 passenger units, mounted on 
all popular type chassis. 


TRANSIT SALES AND SERVICE, INC. 
451 Kings Highway Bridgeport 5, Conn. 
Call—Frank T. Mee, Jr. 

EDison 3-413? or EDison 6-011! 


___ SHOP EQUIPMENT FOR SALE 
DeVILBISS METAL SPRAY BOOTH 
exhaust Type DT-JDF—Size 
x 12 x 8, 1% H. P. motor—excellent 
price $1,200. Davis Motor Co., P. 
179, Sherman, Texas. Phone: LD- 
OHN 
and all bending tools. Ryan Auto Sales, 


: 1944 Central, Dubuque, Iowa. 


SHOP EQUIPMENT WANTED 


CAN SELL YOUR used radiator repair 


equipment, State price and detailed in- 
formation. Reliable Radiator Rebuilders, 
1906 Cuming, Omaha, Neb. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [1] 
All Other Countries — One Year $12 [] or Two Years $20 [J 


Cer Dealer [) 


Jobber 1) insurance () 


| 
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TRADE CONNECTION: 
Truck Dealer [] 


1934 CHRYSLER AIRFLOW SEDAN, Or- 
iginal, Sharp. $375. West Auto Sales, 
Phone 74, Greenfield, Ohio, 


MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 
DEALERS’ SPECIAL (F.O.8. Factory Net) 
$9.90 Fed. Tax included 
aa ® 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four C Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
e * 


Liberal Quantity Discounts 
To Distributors 


” Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


Signs 
Inc., 175 Jefferson, 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 a 
COMPLETE with $61 


4 Point 


TowKinG ..7:'s, *45° 
Tow Bar Sales Co. 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-877 


Call Collect .""3,22%0 
40 Se. Clinton St., Chicage 6, Mi. 


Cli gees = 


Financia! [) 


5-27-57 
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of Sealed Power Stainless Steel Oil Ring Expanders 


All the best qualities of carbon steel expanders are retained in 
the new SS-50-U oil ring PLUS these additional advantages: 





Stainless Steel retains 
tension under heat 


Austenitic stainless steel 
holds its room-tempera- 
ture tension at engine 
operating temperature 


much better than the Stainless Steel 
carbon steels that have resists corrosion 


served so long so well. 
Stainless steel is impervi- 
ous to the corrosive ele- 
ments found in internal 
combustion engines. 
Carbon steels, under the 
corrosive effects of com- 
bustion gases, are subject 
to acid attack which en- 


Stainless Steel courages ee - 
. to deposits of carbonan 
resists wear onenais. 


Because of its work- 
hardening characteris- 
tics, this stainless steel 
gets harder in use, de- 
veloping more resistance 
to wear. Thus Sealed 
Power’s new stainless 
steel expander outwears 
carbon steel expanders. 


The New Sealed Power Stainless Steel Oil Ring... 


This is the first oil ring designed to take full advantage of the 
exceptional properties of austenitic stainless steel. Its uniform high 
radial pressure against the cylinder wall assures maximum oil 
control. Its axial pressure produces effective side-sealing action, 
preventing oil waste and “smoking” under high vacuum. Its 
circumferential pressure makes the expander independent of 


groove depth. It conforms to the bore, making installation easy. 


SEALED POWER CORPORATION © MUSKEGON, MICHIGAN «¢ ST. JOHNS, MICHIGAN ¢ ROCHESTER, INDIANA ¢ STRATFORD, ONTARIO 
DETROIT OFFICE @ 7-236 GENERAL MOTORS BUILDING ¢ PHONE TRINITY 1-3440 


Sealed Power Piston Rings 


pas PISTONS e CYLINDER | peg 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1911 
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